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Jndermining of Market 


Feared by Top Dealers; 


‘Stimulator’ Setups Hit 


tter Is Wary 


OF °56 Slump 


Appointments of 
ervice Dealers 


By Ed Brown 
Staff Correspondent 


YORK. — The wisdom of 


the present “mad race for pro- 


n” is openly questionable, in 
the view of Fred- 
eric M. Sutter, 
chairman of the 
NADA Industry 
Relations Com- 
mittee. 

Speaking before 
350 mem bers of 
the Brooklyn and 
Long Island Au- 
tomobile Dealers 
Assn. at their an- 
nual dinner, Sut- 


Sutter ter “expressed the 


‘ ‘that NADA feels volume as 


is fine, providing it is not 
at the expense of a consid- 
letdown at a later date. 


“indicated that there is con- 


concern among the lead- 


P NADA that the present sales 


'is merely borrowing from 


a 


d may bring a serious down- 

that year. 
* s * 

also took serious issue 

those factories now ap- 


°R 





@ —— 


, pointing “stimulator dealers.” These 

are small dealers in fringe locali- 
ties previously alien to dealer ap- 
pointment. 

They are appointed with facili- 
ties sharply inferior to those of the 
long established dealer nearby, who 
has been encouraged in these post- 
war years to build great monu- 
ments. 

In many cases, Sutter pointed 
out, the “stimulator dealers” do 

not have service facilities at all, 
at the time of appointment. And, 
by the use of delaying tactics, 
(Continued on Page 50, Col. 2) 


Emich Suit Against GM 
Ousted After 13 Years 


CHICAGO. — An antitrust suit 
filed 13% years ago by a former 
Chevrolet dealer against General 
Motors was dismissed last week 
in Federal Court under the stat- 
ute of limitations. 

Fred F. Emich, a dealer from 
1982-36 in Chicago, had sued GM 
and General Motors Acceptance 
Corp. for $2,517,000 in 1941, claim- 
ing he was forced out of business 
because he refused to finance the 
cars he sold through GMAC. 

Emich won a judgment of $1,- 
236,000 in 1948. GM appealed and 
a Circuit Court reversed the judg- 
ment. The Supreme Court, upon 
appeal by Emich, overruled the 
Circuit Court and remanded the 
case to Federal Court for retrial. 


3 200,000 ‘Phantom’ Cars? 


ap Between ‘Sales,’ Registrations May Cloud 
Record for First Quarter 


By Robert M. Lienert 
Associate Editor 

TET of more than 200,000 

antom” cars apparently has 
t up on U. S. highways 

Jan. 1, new-car statistics in- 
This fleet may cloud the 
cord which appears to be in 
ting for the first quarter. 


now, the gap between 
0 totals appears to be more 
1,000, Nobody can be abso- 
| Sure, because registration 
&, while relatively accurate, 
‘to eight weeks late. Sales 
while up-to-date, are neces- 

ymentary. 

x . x 


is the difference between 
_ fegistration” report and a 
. £ep ort? 

tion reports are the tally 

Car titling by R. L. Polk & 

cal agency. These are 

ied on a state-by-state basis 

‘Tepresentatives. Whenever a 

is registered, it shows up 
count. 

‘ars, of course, can be reg- 

rer being sold, as be- 

‘Painfully apparent in the 


closing weeks of 1954. And, of 
course, once that happens, an ul- 
timate sale will not show up for 
that given period in the Polk re- 
port. 


Sales reports are keyed mostly 
to factory accounts of retail deliv- 
eries by their respective dealers. 
Primary-area field reports and other 

(Continued on Page 4, Col. 1) 


|‘Nothing Down’ 


Alarms Yarnall 


Bankers Asked to Take 
Steps to Build Up 
‘Active U. C. Market’ 


T. LOUIS. — Frank H. Yarnall, 
NADA president, speaking be- 
fore the installment credit confer- 
ence of the Amer- 
ican Banking 
Assn. last week, 
assailed “no mon- 
ey down” deals as 
a threat to an ac- 
tive new-car mar- 
ket. 

And he asked 
the bankers to do 
something about 
it. 

“We must,” he 
Frank H. Yarnell ‘old them, “have 
an active used-car market if we 
are to have an active new-car mar- 
ket. 

“If through the medium of the 
‘no money down’ plan, we make 
new-car buyers out of those pros- 
pects who are logical used-car buy- 
ers, we will hurt our used-car mar- 
ket, which in turn will hurt our 
new-car sales,” he said. 

oa * ca 


To he squarely presented a 
challenge to his listeners: “This 
is a problem of the sales finance 
industry and the banking industry 
rather than ours—yet our mutual 
prosperity is so intertwined that 
we both are affected. 

“I am not sure of what, if any- 
thing, you can do about this prob- 
lem—but I urge you, with all of 
the sincerity I possess, to get into 
it and do something about it,” de- 
clared Yarnall. 

Then he posed what in his opin- 
ion is the only alternative: “It 
seems most logical that if install- 
ment credit is not controlled by in- 
dustry itself, a return of Regula- 
tion W, or its counterpart, will be 

(Continued on Page 50, Col. 4) 


Inside Automotive News... 


@ Legislatures step up their work on factory- 
dealer licensing bills. And one decides to investi- 
gate franchise cancellation policies. Page 3. 


Inside story of a Teamsters Union meeting held 
for auto salesmen and mechanics. Page 2. 


Controversy swirls around conflicting designs 
for truck tubeless tires. Page 21. 


Big new trucks are on their way from_Interna- 
tional and Mack. Pages 14 and 20. 
Engineering highlights, Page 21. New-car, truck registrations and 


prices, Page 42. Used-car auctions, Pages 6, 52. 
Production by makes, Page 46. 
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Northern California Dealers Elect— 


From left, standing: Ferris Miles, Redwood City, secretary of the Northern California 
Motor Car Dealers Assn., and Allan R. Crocket, Fresno, treasurer. Seated: Morris J 
Landy, Alameda, president, and Arthur H. Kenny, Vallejo, vice-president. 


Car Output Hits 2 Million 
As Records Keep Toppling 


the short-lived mark of 176,181 


By Martin L. Whitmyer 
Staff Writer 
Autre manufacturers pulled out 
all stops on production ma- 
chinery and rewrote the record 
book last week as they headed into 
the final week of the greatest out- 
put month in the history of the 
industry. 
Here are records that were es- 
tablished last week: 
LA new weekly production 
record of 176,460 cars, eclipsing 


Customer Beefs 
Against Dealers 
Are on the Rise 


AN INCREASE in inquiries and 
complaints about the automo- 
tive industry during 1954, in both 
the U. S. and Canada, has been re- 
ported by the Assn. of Better Busi- 
ness Bureaus, Inc. 


This pushed the industry from 
sixth to fourth place in reference 
to the bureau’s “instances of serv- 
ice” to the public, according to its 
annual report. 

Statistics in the report also 
show that the industry reversed 
the national trend toward fewer 
complaints by drawing 1,308 more 
than in 1953. 

The only automotive category to 
show a drop was the new-car clas- 
sification, which fell from 7,695 com- 
plaints in 1953 to 7,275 in 1954. 





bureau noted that “truth in 


advertising” was at a higher 
level during last year than in any 
other since World War II. 

However, percentage of com- 
plaints to the total automotive 
volume handled by the bureau fell. 

For instance, auto financing drew 
473 more complaints in 1954, yet 
dropped from 33 to 31 percent; auto 
equipment and service rose 348 and 
fell from 44 to 35 percent; new-car 
complaints slipped 420 and dipped 
from 36 percent in 1953 to 28 in 
1954; used-carg gained 907 more 

(Continued on Page 4, Col. 5) 
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set in the week ended March 19. 


2. A new weekly car-truck rec- 
ord of 203,274, breaking the previ- 
ous high of 201,419 set the preced- 
ing week. 

7 
A NEW United States-Canada 

* car-truck record of 215,139, also 
breaking the previous week’s rec- 
ord of 212,223. 

4. A new production record of 
1,995,543 cars during the first 73 
working days of this year. The 
two-millionth car will be built to- 
day, and a new quarterly record 
of 2,110,000 cars is expected. 


edging 
the previous high of 43,304 set the 
previous week. 

6. A new Ford division six-day 
production record of 35,400 cars, 
edging the mark of 35,213 for the 
week ended March 19. The division 

(Continued on Page 46, Col. 3) 


Top Cars 


New-car registrations for one 
month, plus three states for Feb- 
ruary: 

1955 Pos. 
1—97,535 
2—85,147 
3—54,882 
4— 51,563 
5—43,567 
6—39,191 
J—23,183 
8—22,154 
9—14,425 

1L0—13,608 
ll— 9,675 
1L2— 7,282 
13— 5,001 
14— 2,926 
15— 2,835 
16— 1,988 
li— 1774 
i8— 216 Kaiser 
2,731 Mise. 


Total All Makes 
478,279 $71,482 — 


Further details on Page 4. 


Make 
Ford 
Chevrolet 
Buick 
Piymouth 
Oldsmobile 


1954 Pos. 


3,237—14 
2,914—16 
4,495—15 
1,473—17 
504—18 
1,815 
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Competition Outwei 


AUTOMOTIVE NEWS, MARCH 28, 1955 
s Share of Market, Senators Told... 


Curtice Sees No GM Monopoly 


WASHINGTON. — A “more com- 
petitive” auto industry than ever 
before will prevent General Motors 
from becoming a monopoly, even 
if its share of the market rises to 
55 or 60 percent. 

GM President Harlow H. Cur- 
tice emphasized this position 
March 18 under sharp question- 
ing by Senator J. William Ful- 
bright, Arkansas Democrat and 
chairman of a Senate investiga- 
tion of the stock market. 

Curtice had given the committee 
a prepared statement on GM’s de- 
fense business and pricing policies 
before submitting 
to Fulbright’s in- 
terrogation. 

The Curtice- 
Fulbright ex- 
change was inter- 
rupted by Sena- 
tor Homer Cape- 
hart, Indiana Re- 
publican and 
ranking minority 
member of the 
committee, who 
Marlow H. Ourtice accused Fulbright 
of asking the GM chief questions 
designed “to harass the Eisenhower 
Administration and to harass busi- 
ness in the United States.” 

Fulbright asked Curtice: “I don’t 
suggest you seek a monopoly, but 
could you become one?” 

“We are in a highly competi- 
tive business,” the witness re- 
plied, “and we must continue to 
be competitive to keep our place. 
Don’t worry about monopoly so 
far as we are concerned.” 

Declaring he wag impressed by 
reports that GM didn’t dare cut 
prices because it might wipe out 
competition, Fulbright wondered 

why it hadn’t applied last year’s 
$192,000, 04 savings from the ex- 

profits tax repeal to lower 
priges. 


Curtice reiterated a corporation 
contention that it had held the 
price line on '55 cars by giving 
greater values for the same money. 

“Well,” jibed the Senator, “I 
suppose you can add more gadg- 
ets, mirrors and chrome, but if 





think you could have put some 


FTC Chief Defends 
Lack of Efforts 
To Bust Big 3 


WASHINGTON.—A powerful Ad- 
ministration official would like to 
break up the automotive Big Three 
“into a great many indepedent com- 
panies,” but is frustrated by ab- 
sence of legal authority. 

The “Big Three buster” is Chair- 
man Edward F. Howrey of the 
Federal Trade Commission, who ex- 
pressed his views early last month 
at hearings of a House Appropria- 
tions subcommittee. The statement 
was Made public last Tuesday. 

Howrey, who already had gone 
on record as convinced that Gen- 
eral Motors was “too big,” also told 
the Congressmen that the FTC was 
conducting two investigations of 
GM’s parts merchandising program. 
The commission is examining GM’s 
compliance with an FTC order for- 
bidding “exclusive” GM parts deal- 
ers, as well as independent-dealer 
charges that GM ads state genuine 
GM parts can be obtained only 
from GM dealers. 

“We (the FTC) think there is an 
unfortunate concentration of pro- 
duction in the automobile field,” 
Howrey said. 

The commission condoned the 
Studebaker-Packard, Hudson-Nash 
and Kaiser-Willys mergers “so that 
they could better compete with 
these larger companies,” he said. 

“If there were 20 or 30 compa- 
nies,” Howrey added, “I think it 
would still be better. But I don’t 
khow of any law under which you 
can start breaking them (the Big 
Three) up.” 


Dodge Names Joplin Dealer 

Lloyd-Robinson Motor Co., Inc., 
Joplin, Mo., has been appointed as 
a Dodge-Plymouth dealership. Art 
Lloyd is president; Pat Robinson, 
vice-president, and Downs, 
sales manager. 





INDEX OF PASSENGER-CAR 
LIST PRICES 
(Based on 4-Door Sedans) 


Price at about the beginning of the Year 
1941 model prices equals 100 


General All 

Motors Ford Chrysler Others 
1941 100 100 100 100 
1942 112 112 116 113 
1946 121 126 128 129 
1947 150 151 153 160 
1948 159 164 161 189 
1949 184 190 193 212 
1950 182 187 193 205 
1951 181 187 193 208 
1952 205 207 222 25° 
1953 207 209 229 228 | 
1954 207 211 222 236 
1955 212 220 223 220 


Support for GM’s Ciaim— 


Harlow H. Curtice, General Motors pres- 
ident, showed Senate committee members 
the above chart in support of GM's argu- 
ment that its prices had not risen as much 
as those of competitors. It was pointed 
out that the chart did not allow for yearly 
product improvements and gains in car 
dollar valves. The “all others” column 
includes Hudson, Nash, Packard and Stu- 
debaker. 





of ome money into lowering 


Fulcight added he didn’t think 
the GM president was being “quite 
responsive” simply to say that his 
products continue to represent 
good values. 

“Do you really desire to have 60 
percent of the auto market?” the 
chairman persisted. 

“We have to keep up aggressive 
competition to hold our present 
position,” said Curtice. 

“Would you like a bigger share 
of the market?” Fulbright de- 
manded. 

“We would hope to continue to 
be a successful corporation,” Cur- 
tice answered. 

“Would you like 55 percent of 
the market?” asked Fulbright. 

“We might very well get that 
much,” the GM executive said, “but 
it will be hard work.” 

(Registration statistics by R. L. 
Polk & Co. show that GM failed to 
reach 55 percent of the new-car 
market in any state last year, but 
did exceed 54 percent in three 
states—Mississippi, Texas and Wy- 
oming.) 

Fulbright relinquished this line 
of questioning by telling Curtice: 
“I take it that (reaching 55 per- 
cent of the market) would be 
against your will.” 

Asserting he was dismayed by 
reports that auto assemblers were 
doing more of their parts work 
and eliminating subcontractors, 
Capehart asked Curtice if the 
auto industry was tending in this 
direction. 

The GM president said he 
thought the opposite was true, say- 
ing that hig company was paying 
slightly more to its 21,000 suppliers. 
The GM suppliers are doing just 
about half the work, which is nor- 
mal, he added. 

Fulbright and Curtice also voiced 
divergent views on the effect on 
GM stock prices of the corpora- 
tion’s daily purchase of its own 
stock for its employe bonus plan. 
GM has purchased about 2,000 GM 
common shares daily for the past 
four years for redistribution as in- 
centive compensation. Last year, 


the GM bonus distribution totaled 
$75,000,000. 

The Arkansas Congressman 
asked Curtice if these purchases 
had any appreciable effect on the 
price of GM shares by putting a 
floor under them. 

“I don’t think so,” Curtice said. 

After the hearing, Fulbright 
said he felt Curtice was wrong 
about this, “but why should I 
embarrass him?” 

Other questions and Curtice an- 
swers were as follows: 

Fulbright: “Do you think rising 
stock prices have been due to a 
shortage of stock offerings?” 

Curtice: “I don’t operate in the 
market. I don’t speculate in it. I’m 
just bullish on the future of the 
United States.” 

Fulbright: “What about automa- 
tion 7” 

Curtice: “That’s nothing new. 
That’s been going on since the in- 
ception of industry.” 

Copeland: “You don’t think it 
creates a special problem requir- 
ing the special attention of Con- 
gress. 

Curtice: “I certainly don’t. I 
think it is going to strengthen 
industry and provide more and 
better jobs.” 

Fulbright: “Is the auto industry 
overproducing?” 

Curtice: “The automobile market 
is very strong. I have been perhaps 
the greatest optimist in the indus- 
try. Last December, I estimated 
we would sell 10 percent more cars 
than in 1954. Since then, I have 
found it necessary to revise that 
estimate upward as a result of 
sales demand.” 


2-Month Chrysler Profit 
Tops All of Last Year 


NEW YORK.—Chrysler Corp.'s 
net earnings for the first two 
months of 1955 exceeded those for 
all of last year, George W. 
Troost, financial vice - president, 
disclosed last week at a meeting 
of the Society of Security 


Analysts. 

Chrysler has reported earnings 
of $18,516,770 and sales totaling 
$3,347,868,995 for 1954. 

Troost said sales for the first 
quarter of 1955 should approxi- 
mate $935 million. 








L-M Honors Sales Aces— 


National top honors as Lincoln-Mercury sales champions went to Earl A. Mille 
(second from left), Tulsa, Okla., and Sidney Chrystal (second from right), Newark, 
N. J., who receive trophies from H. B. Daniels (left), and A. H. Crowley, assistan 
general sales manager. Miller sold 75 Lincolns and Chrystal 289 Mercurys last year, 
They were honored at a banquet in Detroit attended by 92 salesmen from all 23 


scles districts. 





Miles Calls *Bootleg’ Bill 
Move for Monopoly 


DETROIT. — Reporting that 
NUCDA has requested time before 
Congressional committees, Presi- 
dent Ray Miles 
last week reaf- 
firmed the Na- 
tional Used Car 
Dealers Assn.’s 
opposition to Fed- 
eral legislation 
for the purpose 
of halting auto 
“bootlegging.” 

“. .. They call 
it legislation to 
outlaw ‘bootleg- 
ging,’” Miles said. 
“I prefer to think of it as seeking a 
monopoly of automobile retailing. 
NUCDA opposes this in principle, 
and we intend to continue our ef- 
forts to combat any legislative at- 
tempts of this nature.” 


Miles’ statement was an out- 
growth of recent developments in 
the trade, NADA’s announcement 
that it is drafting legislation for 
introduction in Congress, and 
particularly the National Auto 
Auction Assn.’s_ resolution at- 





Ray Miles 


tempting to “bring peace in the 
industry by offering to hold 9 
meeting of representatives of 
AMA, NADA, and NUCDA.” 

Miles’ reply to the auction group 
stated that “NUCDA’s policy is 
and always hag been, to cooperate 
with other organizations whenever 
called on to do so... however 
(NADA) are again ‘attempting te 
get legislation to prohibit the sale 
of new cars by other than fran 
chised dealers . . . As long as these 
differences of opinion exist, I imag- 
ine the controversy will have a 
tendency to Keep the organi=alas 
each going their separate ways.” 

Miles said that NUCDA Gene 
Counsel Danzansky & Dickey 
Washington has requested time be- 
fore the House Interstate and For- 
eign Commerce Committee when 
hearings are held on the proposed 
legislation, and that a similar re 
quest has been filed with Senator 
Monroney, who was appointed 
chairman of a sub-committee to 
look into the subject of auto mar 
keting. 





Inside Report on a Salesman’s Union 


meeting of Local 376 of the AFL| firm must do over $100,000 in in- 


Eprror’s Note: For the past year 
a drive has been conducted in 
Detroit to unionize the salesmen 
and mechanics in the 350 local 
dealerships. This drive has cost 
the AFL Teamsters almost $100,- 
000 and has resulted in one vic- 
torious National Labor Relations 
Board election and a smattering 
of minor victories. 

To evaluate the strength, aims 
and strategy of this drive, an 
Automotive News reporter was 
permitted to attend the union’s 
monthly meeting, March 13, at the 
Teamsters Hall. Here is what he 
saw: 


By Joseph M. Callahan 
Staff Writer 


io was little pressing busi- 


ness at the regular monthly 









Business Barometer 


Auto Production — 203,274 cars, 
trucks in week vs. 138,986 year ago. 
Bankruptcies — 226 in week vs. 


246 year ago. 

Building Activities—$374 million 
in week vs. $215 million year earlier. 

Department Store Sales — 11 
percent ahead of like 1954 week. 

Freight Loadings — 666,548 cars 
vs. 699,183 year ago. 

New-Car Sales — 396,810 tabu- 
lated to date for 1955 vs 315,163 
year ago. 

New-Truck Sales — 63,160 tabu- 
lated to date for 1955 vs. 61,999 in 
1954. 

Oll Stocks — 260,544,000 barrels, 
a decrease of 737,000 in week. 













Steel Output—92.8 percent of ca- 
pacity vs. 94.2 percent last week. 
Used-Car Prices — $871 overall 
March average vs. $875 in February. 
Wholesale Prices—110 percent of 
1947-49 index vs. 110.1 week before. 
* * * 


Common Stocks 


Mar. Mar. 1955 
23 16 High 
11% 13% 
68% 74% 
93% 107% 
3% 4% 
13 15% 


Am. Motors 11% 
Chrysler 70 
GM 94% 
Kaiser 3 
S-P 13 


38.42 38.01 


Average 


Salesmen’s Union, which was opened 
at 10:15 on a Sunday morning by 
Herman Kierdorf, veteran AFL 
business agent. 

In attendance were about 280 
members, a large percentage of 
whom, possibly 50 percent, ap- 
peared to be mechanics and shop 
personnel. This was in sharp con- 
trast to earlier meetings which 
had a larger percentage of sales- 
men. However, it coincided with 
claims of the union officials that 
most of their progress recently 
has been with shop workers. 

First order of business was the 
introduction of a local campaign- 
ing Common Pleas Court judge, 
who reportedly had a good record 
in protecting workers in garnish- 
ment cases. The judge was given 
one minute to address the men. 


ee meeting was then turned 
over to Eddie Petroff, one of the 
union’s two fulltime organizers, 
who, in a rapid, articulate fashion, 
recounted the victories, defeats and 
stalemates of the union during the 
previous month. 

He told of the recently completed 
hearings in which the union had 
tried to persuade the Detroit NLRB 
that it had jurisdiction over some 
15 Ford and Buick dealerships. 

admitting that 

union held little hope that the 
Board would render a decision 
favorable to the union, Petroff 
said that the two firms closest to 
NLRB jurisdiction were Avis 
Ford and Southwestern Motor 
Sales (Ford), but even these deal- 
ae were Pa gr to be ruled 

NLRB jurisdiction. (A 


terstate outflow business to be 

under NLRB jurisdiction.) 

At this juncture, he told of some 
of the pitfalls which had befallen 
the union in the past year, urging 
the members to stick with the um 
ion through the fight and assuring 
one and all the AFL Teamsters 
would continue indefinitely in this, 
its third attempt, to organize De 
troit dealerships. 

Petroff announced that the un- 
ion’s next move was to appeal thes 
cases to the state labor board, 
an effort to persuade the stale 
(Continued on Page 46, Col. 3) 
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Top Chevrolet Salesman— 


Harry Abram (left), salesman of Dest 
Chevrolet Co., Detroit, is congratulated BY 
W. E. Fish, general sales manager ® 
Chevrolet, on winning the title of op 
retail salesman in 1954 over 20,000 
— In addition to trucks and : 
Abram sold 495 new cars, af 
age of nearly twe each working day 










ecocrsco>z>- awe @ oo 


a 

te 
tl 
tl 
je 
§ 
d 
ai 
in 
a 
ir 
te 
y 
in 
in 
th 
(1 


ee a ee 














ler 
th, 
ant 
ar, 
4 


| FSSBR PER 7PSR eV? eslesgsers 


tl SRS PR aan Fa Sb & 


aaiaeeinn etait sinh cian tne eee ene aL 


eS aS 


Deedee anaes eter ee oe Re aa aa on 


SALERS are going to get a per- 
‘manent contract. There is no 
ion about it. The force of eco- 
cs is behind it. It will do ev- 
body good and nobody harm. 
t the question arises—what are 
mlers to do in the meantime to 
we themselves from the vicissi- 
( caused by the cancellation- 
ithout-cause clause in the present 
act? 


| Should dealers refuse to enter 


factory advertising programs? 

Should they cease product adver- 
tising in favor of promotion that 
lays a condition whereby more 
and more people will prefer to 
do business with them? These are 
the kind of questions dealers ask 
continuously. 

They point out the irony of fac- 
tory cooperative advertising when 
the suggested advertising contains 
such phrases as, “Prices may vary 
according to individual dealer’s 

icin licy.” 

Wein ok this is advertising that 
is paid for with dealer’s funds. It 
certainly implies, if it doesn’t di- 
rectly assert, that it doesn’t make 
any difference where a prospect 
buys his car; that he will do well 
to shop around for the lowest price. 

Of course such statements are 
a direct reverse of previous fac- 
tory advertising policy because in 
the past if any dealer would pad 
the suggested list price, he would 
jeopardize his contract. 

* * * | 


Strange Wording of Ad 
[PeEN dealers ask why it is that 

some factories, who have good 
dealer public relations departments 
and outstanding national advertis- 
ing agencies, continue to sign the 
advertisement, whether it appears 
in magazines, newspapers, radio or 
television, with the phrase, “See 
your nearest (name of car) dealer.” 

It is, of course, well to refer the 
interest developed in the advertis- 
ing to dealers, but why not wind up 
the ad with the phrase, “see your 
(name of car) dealer?” 

Why do they say, “nearest”? 
Do they want to tear down the 
dealer with a heavy investment 


Autos, Styles 


Dealers, Merchants Stage 


Fashion Festival 


MONROVIA, Calif. — Automobile 
dealers and other merchants com- 
bined to turn two downtown blocks 
into a glittering, night-time display 
of 1955 models and colorful spring 
fashions. 

An estimated 5,000 persons 
thronged the streets, attracted 
from the neighboring San Gabriel 
Valley trade area. 

The event was so successful that 
the Foothill Automobile Dealers 
Assn. and other businessmen 
pledged: “Let’s do it again.” 

An opening ceremony was held 
from a bandstand erected in the 
center of the area and Clifford T. 
Nutt (Packard) spoke for the auto 

in welcoming the visitors. 
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Coercion or Intimidation? ... 


Indiana Starts Probe 


Dealers tell me 


By John 0. Munn 


the buyer? 

Dealers say this is regimentation 
of the first order and they don’t 
like it. From all indications I get 
dealers are about to rebel. 

This irritant is so foolish because 
it is so unnecessary. The strength 
of factory advertisements is not 
lost in any way whatsoever by the 
elimination of the word, “nearest.” 

Automobiles are mass - produced 
but they are sold individually. It 
is the wooing, winning and holding 
of the individual that is the very 
core of the dealer’s calling. And it 
is only the service dealer who is 
equipped to deliver to the individ- 
ual what he really buys—satisfac- 
tory miles of personal transporta- 
tion. 

* ca ok 


How to Inform Public 


F IS encouraging to see so many 
dealers doing many things that 
show the public what their institu- 
tion means to the owner. 

As an example I give you the text 
of a very attractive folder which 
was mailed to all prospects in Okla- 
homa City by McDonald - Scott 
(Chevrolet) at that point: 


Caveat Emptor! 


As far back as the good old 
Roman days when Mr. and Mrs. 
Julius Caesar went shopping for 
the newest models in chariots, 
the Romans had a word for it: 
CAVEAT EMPTOR — Let the 
buyer beware! 

Today, more than ever before, 
Mr. and Mrs. America who are 
shopping for a new or used auto- 
mobile would do well to heed the 
advice of the Romans—CAVEAT 

EMPTOR! 


Let’s take a look at some of the 
ridiculous devices used to lure 
you into the showrooms or used- 
car lot. 

For instance, examine the offer- 
ings of some unauthorized deal- 
ers who promise to sell you 
“brand new” ’55 models “way be- 
low list price.” 

Ask yourself these questions: 1. 
How can they afford to sell a 
“brand new car way below list 
price?” 2. Are you really getting 
.a,“brand new car”? 3. Can they 
give you a written factory guar- 
antee? 4. Can they give you de- 
pendable factory-approved serv- 
ice? 

Remember. . 
TOR! 

Perhaps you, too, have received 
a “Will- you-take” postcard or 
windshield card offering you a 
fabulous allowance on your pres- 
ent car. Remember CAVEAT 
EMPTOR! Further investigation 
will probably reveal that the tre- 
mendous allowance merely serves 
as bait to lure you in. 

Other questionable practices 
are the so-called “easy-terms—no 
down payment—up to 48 months 
to pay” offers. Again, CAVEAT 
EMPTOR! Carefully examine the 
interest charges and you'll be 
truly amazed at the exorbitant 
cost .. . which completely wipes 
out the bargain discounts and 
trumped-up allowance. 

What can you do to protect 
yourself? CAVEAT EMPTOR — 
let the buyer beware! One way— 
and probably the safest—is to 
buy your new or used car from a 
reputable authorized new car 
dealer . . . like McDonald-Scott. 


Good customer relations has 
been the keystone upon which 
the McDonald-Scott organization 
has been built over many years. 
Its more than 100 specially trained 
personnel are dedicated to the 
established policy of giving first 
consideration ,to the customer's 
needs. And most everyone likes 
our service. 

No, McDonald - Scott will not 

(Continued on Page 46, Col. 1) 


. CAVEAT EMP- 





. Loder Seeks Injunction 


In 2Month-Old Strike 


SALEM, Ore.—Loder Bros. 
(Pontiac), after being picketed 
for two months, has filed suit 
against ‘the AFL International 
Assn. of Machinists, Salem Lodge 
1506, and the Salem Trades and 
Labor Council. 


in a proposed work contract. 


























Of Factory 


INDIANAPOLIS. — The Indiana | 
Legislature has approved a com- 
mittee to study factory selling 
agreements with new-car dealers. 

Four points for study were men- 
tioned in the resolution. They were: 

1. Annual termination. 

2. Cancellation without cause. 

38. Cancellation without cause 
in 30 to 90 days, or upon notice 


Klamath Falls Carvalcade Attracts 8,000— 


The two-day Carvalcade, sponsored the 


reported that about 40 cars were sold as 


second year by the Toketee Lions Club of 


| Klamath Falls, Ore., in cooperation with the Klamath Automobile Dealers Assn., had 
a total attendance of 8,000, an increase of 35 


over last year's show. Dealers 
a direct result of the exhibit. 


Wis. Factory Curb Gains; 
Minn. Kills Bootleg Bill 


HE Wisconsin Automotive 

Trades Assn. is the latest new- 
car dealer group to receive a rous- 
ing vote of support from a state 
legislative body. 

By a unanimous vote, the Wis- 
consin Senate passed and sent to 
the State Assembly an unprece- 
dented bill aimed at protecting 
franchised dealers from cancel- 
lations without cause. 

Espoused by WATA, the meas- 
ure — Bill 2178— gives the state’s 
motor vehicle department power 
“to prevent the appointment of ad- 
ditional dealers in territories ade- 
quately served by dealers who com- 
plied with factory requests for 
sales or capital requirements for 
such territories.” 

Meanwhile, a bill designed to ban 
bootlegging and tighten up Minne- 
sota laws governing the sale of new 
and used cars was killed by the 
committee of the whole of the 
State House of Representatives. 
Fatally crippling amendments were 
successfully offered by Rep. Jerry 
Kelley, a used-car dealer in St. 
Paul. The measure is now dead for 
the session. 

The bill was sponsored by the 
Minnesota Automobile Dealers 

Assn. Thus, MADA’s second attempt 


N. H. Dealers Split on Bill 


To Protect Sales Ethics 


CONCORD, N. H. — (UTPS) — 
New Hampshire's auto dealers 
appeared to be “split down the mid- 
dle” at a legislative hearing on a 
proposed licensing law. 

With a poll showing that 65 
dealers were in favor of the meas- 
ure and 63 opposed, the New Hamp- 
shire Automobile Dealers Assn. was 
maintaining a “neutral” position, 
according to John W. Orr, secre- 
tary. 

James P. Mayo, Nashua, a sup- 
porter of the bill, told the lawmak- 
ers that the auto business needed 
regulation as much as other pro- 
fessional groups. 

“At the present time,” he de- 
clared, “automobile dealers can do 
oes they want to, and often 

io.” ; 


to clean up the evils of bootlegging 
in the state has been rebuffed. 

Last year in several test cases of 
alleged new-car sales by used-car 
dealers, the MADA sought to have 
the licenses of the dealers revoked 
by the secretary of state. Mrs. Mike 
Holm then secretary of state, failed 
to take the necessary action. 


As the anti-bootleg bill ‘ost out 
in Minnesota, however, an anti- 
coercion bill was dropped into the 
hopper. It would make it unlawful 
for any factory or distributor to 
“coerce or attempt to induce” any 
retail dealer to accept any unord- 
ered cars, parts or accessories. 

Also outlawed would be any at- 
tempt to require any dealer to 
perform any action under threat 


prior consent or to prevent choice 
of transportation methods. 

The Minnesota bill is Senate File 
1247. 

Anti-coercion legislation got off 
to a strong start this year with 
adoption of factory-dealer licensing 
laws by Arkansas and Tennessee. 
A similar proposal has been re- 
jected in Washington State. 


bickering over 
building 
it impossible to 





the Cincinnati 
cut) will stage 
summer outing 


Wemhoft 


most dealerships 
on Good Friday . . 


Pacts 


within some other “unreasonably 
brief period.” 

4. Little or no manufacturers’ re- 
sponsibility, either expressed or 
implied, to repurchase inventories 
or for participation in leasehold ob- 
ligations—particularly with view to 
any hint of coercion or intimida- 
tion by the manufacturer. 

In a report to dealers on the 

resolution and the bill providing 
funds for the study committee, the 
Automobile Dealers Assn. of Indi- 
ana said “both . . . received over- 
whelming support in both the 
House and the Senate.” . 
The ADAI also said that many 
lawyers “are of the opinion that 
the . . . close-knit interdependence 
of society has progressed to apoint 
thai if the Contract Study Commit- 
tee should find that the public in- 
terest ... is adversely affected by 
reason of certain conditions stipu- 
lated in manufacturer’s selling 
agreements that states individually 
could declare such clauses ag un- 
lawful and outlaw them under its 
police authority.” 


It added that “it is conceivable 


augurated in this state will lead 

the entire contract retail frater- 

nity out of the woods.” 

The report brought out that “a 
the profits 


of itself proof .. . 
tory-enfranchised dealers are sub- 
jected to the superimposed will of 
the manufacturers.” 

The dealers’ report concluded: 
“For proof of this statement, you 
might compare the marginal earn- 
ings of 0.6 of one percent of the 


authorized dealers with the profit . 


earned by the factories with which 
they had selling agreements.” 
e 6 * 


N. C. Votes on Licensing 

RALEIGH, N. C.— The North 
Carolina Automobile Dealers Assn. 
has polled its members on whether 
they want a dealer - manufacturer 
licensing law similar to those now 
in effect in 10 other states. If two- 
thirds of the membership favors 
such legislation, it will be intro- 
duced in the Legislature. 


Liddon to Head | 
Nashville Dealers 


NASHVILLE. — W. M. Liddon, 
Liddon Pontiac, Inc., was elected 
president of the Nashville Auto 
Traders Assn. at the annual meet- 
ing, succeeding W. Haynie Gour- 
ley, Capitol Chevrolet. 

Other officers elected were: Vice- 
President, Robert McAdams, Hip- 
podrome Motors (Ford), secretary- 
treasurer, Eugene L. Frazier, 
Frazier Motor Co. (Chrysler-Plym- 
outh). 

Directors elected were E. Gray 
Smith, R. L. Parnell, Neely B. Coble 
and R. N. Parrish. 


On the House 


If Congress and the various states don’t stop 


“pork-barrels” and get down to 


roads immediately, the legislators may find 


drive back home to their constitu- 


ents ... We’re sure all of you dealers have already 
laid plans to take an active part in the May Safety 
Check; if you haven’t, you oughta get in touch with 
your state safety coordinator or the Inter-Industry 
Highway Safety Committee, 1200 Eighteenth St., 
N. Y., Washington ... 


This mugg got his “Cs” mixed up last week; 
dealer association 


(not Connecti- 
its annual meeting Dec. 3 and its 
June 13 .. . Field reports indicate 


will permit employes to observe the Three Hours 


Wonder if the British railways’ plan will catch on in the U. S.? 
Next summer the rails will offer British motorists twice-a-week 
piggy-back service, hauling autos on flat cars from London to the 


Scottish highlands; autoists will be put up in pullman cars. 


' 


—Prre Wemuorr, Editor, 
Automotive News 
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istrations ... 





200, 000 ‘Paper’ Cars 
Cloud Sales Records 


(Continued from Page 1) 


grass-roots indicators are also fac- 
tors, however. 

Factory sales reports are not nec- 
essarily accurate, as they are based 
on reports from dealers which fil- 
ter through district offices. They, 
therefore, can be touched by opti- 
mism at two different points. 

Furthermore, factory reports fre- 


S-P Reports Loss 
Of $26 Million; 
Cost Fight Gains | 


DETROIT.—Studebaker-Packard 
suffered a $26,178,315 net loss last 
year, but is showing a steady im- 
provement currently in its cam- 
paign to reduce costs. 

S-P President James J. Nance 
noted in the corporation’s first an- 
nual report that the effects of the 
Packard - Studebaker merger were 
available cost-wise only in the last 
quarter of the year. 

Net sales in 1954 amounted to 
$222,305,553. Net working capital as 
of Dec. 31 was $64,893,652, including 
$49,454,609 in cash and marketable 
securities. Total assets were $245,- 
787,964, with shareholders’ equity of 
$148,633,282. This was equivalent to 
$23.08 per share on the 6,440,455 
shares outstanding. 

Nance listed the following rea- 
sons for the deficit showing: Re- 
duced retail demands and conse- 
quent low production schedules and 
high unit production costs; Packard 
changeover expenses; accelerated 
amortization of certain Studebaker 
tooling on previous models; Pack- 
ard plant moving and realigning, 
and a sharp reduction in defense 
business. 

S-P’s full-line marketing of new 
cars, Nance stated, will make pos- 
sible economies in marketing and 
parts usage. 

“It also,” he added, “permits deal- 
er franchising fitted to each com- 
munity, not possible for the former 
so-called ‘independents’ producing a 
line of cars in a single price class 
or segment of the market.” 


Vehicle Exports 
16% Above 1954 | 


DETROIT. — Motor vehicle ex- 
ports in January and February 
this year were 16 percent higher 
than in the same period last year, 
according to the Automobile Manu- 
facturers Assn. 

Some 81,275 vehicles were ex- 
ported from the U. S. in the first 
two months against 68,030 a year 
ago—an increase of 13,245. 

Of these exports, 53,707 were cars 
(against 40,707 last year), 27,535 
were trucks (27,277), and 33 were 
motor coaches (46). 

January exports this year totaled 
40,240 units, and February exports, 
41,035 units. 





quently include as “sales” such 
transactions where the dealer has 
accepted a downpayment or a full 
payment for a new car but has not 
actually delivered the unit. Such 
situations can also lead to distor- 
tions. 
* * + 

i IS easy to understand how a 

“phantom” fleet of 200,000 cars 
can be developed when it is real- 
ized how both registration and sales 
reports can fall wide of the mark. 
Bootlegging also contributes to the 
tabulating difficulties. 

On the basis of sales reports 
so far this year, new-car sales 
totaled 515,000 in January and 
548,000 in February and are ap- 
proaching 625,000 in March. 

Polk registration figures show 
440,024 new cars registered in Jan- 
uary. Figures are not complete for 
February, but a projection of avail- 
able totals gives 461,000 registra- 
tions. (This projection is based on 
factors of past performance and 
current market conditions.) 

While no Polk figures are avail- 
able for March, an estimate based 
on average February-to-March per- 
formances over the past nine years 
puts the total for this month at 
575,000. 

First - quarter totals, therefore, 
amount to approximately 1,688,000 
“sales” and 1,476,000 “registrations.” 
The gap between the two figures 
results in the 212,000 phantom cars. 

+ * + 


ARKET observers believe that 

this never-never fleet will be 
blotted out as the year rolls along 
—ags sales and registration figures 
gradually approach harmony. 

The two most important fac- 
tors in this regard, they believe, 
are the windup sales of units pre- 
registered in 1954 and the easing 
of factory pressure on dealers. 
Labor trouble or other produc- 
tion interruption could balance 
the books in a hurry. 

Analysts who keep track of in- 
dustry records are keeping their 
fingers crossed as they gallop along 
on the present merry-go-round. 

On the basis of “sales” reports, 
the first quarter of 1955 would 
smash all previous highs by a wide, 
wide margin. 

On the basis of “registration” re- 
ports, however—and that is the in- 
dustry’s commonly accepted yard- 
stick—the first quarter will just 
manager to sneak into the record- 
busting class, if it makes it at all. 


Lorain (O.) Auto Show 


Staged in New Auditorium 

LORAIN, O. — The Lorain auto 
show closed yesterday (March 27) 
in the new $250,000 Lorain audi- 
torium. 


Staged by 13 dealers—all mem- 
bers of the Lorain Automobile Deal- 
ers Assn.—it included 16 cxhibits 
displaying cars und accessories, 





Pontiac Stars in California Festival— 


Modern styling of a 1955 Pontiac Star Chief convertible mixes with ancient Arabian |over $40,000 in 1949 but reported 
nights as four “Harem girls" and Sheba, the dromedary, publicize the National Date 
Festival in Indio, Calif. The car was supplied by McCandless Cadillac-Pontiac Co. 








Studebaker Sales Plans Reviewed— 


Before the start of a Studebaker sales meeting in Cincinnati, 


William A. Keller 


(seated right), general sales manager, reviews the agenda with several of the 225 
dealers from Ohio, Indiana, Kentucky and West Virginia who attended the meeting. 
Seated beside Keller is Roy O'Brien, Cincinnati. Standing, from left: Carl O’Daniel, 
Louisville; Charles Kersey, Indianapolis, and Wayne Edmonson, Evansville, Ind. 






CINCINNATI. 
Keller, Studebaker general sales 
manager, predicted here last week 
that within 10 years 45 percent of 
America’s auto-owning families will 
have two cars. 

“And Studebaker is prepared 
to provide both the No. 1 and the 
No. 2 car,” Keller told dealers 
from Ohio, Kentucky, Indiana 
and West Virginia. 

He said 15 percent of present 
car-owning families have more than 
one auto which, he said, represents 


10 Million Due 
To Settle Auto 
Debts in 1955 


NEW YORK. — About 8,750,000 
Americans finished paying last year 
for automobiles they had purchased 
on instalment credit and another 
10,000,000 will make their final pay- 
ments during 1955, according to a 
study by Universal C.1.T. Credit 
Corp. 
L. Walter Lundell, vice-president 
of C.I.T., said about two-thirds of 
all car sales are made with instal- 
ment credit, and in 1954 this in- 
volved the use of more than $12.5 
billion in automobile credit. This 
year the total probably will exceed 
$13 billion in auto credit. 

The number of persons who paid 
off car debts last year was smaller 
than in 1953 and also below the ex- 
pected total for 1955, Lundell said. 

New cars alone added more than 
$12.5 billion to consumers’ assets 
during the past year, Lundell said. 
In addition, he explained, $7 billion 
worth of used cars changed hands. 

The entire stock of more than 
forty-seven million cars now in the 
hands of American consumers, he 
said, has a market value of more 
than $35 billion. More than $20 bil- 
lion worth of these cars Were ac- 
quired with the use of instalment 
credit, he said. 


Dealer on Bail 


In Tax Charge 


BALTIMORE. — Wilmer W. 
Miller, Miller Motors, Inc. (Chrys- 
ler-Plymouth), has been released 
on $1,000 bail on charges of evasion 
of income taxes for 1948 and 1949. 

The Federal warrant charges 
that Miller earned $25,287 in 1948 
but reported only $18,947. The Gov- 
ernment charges that he earned 


only about half of that for tax pur- 
poses. 


A 2-Car Family Nation? 


Studebaker Sales Manager Tells Plans to Fill 
U. S. Two-Auto Garages 


} 





— William A.|a 300 percent increase over the past 


six years. 

He told the dealers that Stude- 
baker’s “double-barrel” advantage 
included: 

1. Both low and medium-priced 
models. 

2. Economy of operation as dem- 
onstrated in the recent Mobilgas 
Run. 

3. Both family-sized sedans and 
sport models. 

4. Studebaker is strong in sub- 
urban areas and in the West 


| where the most rapid two-car 
growth has taken place. 


5. A line of station wagons. 


6. Strength in the farm market 
because of related truck lines. 

Keller, formerly with Ford Mo- 
tor Co., noted that experts are pre- 
dicting a 15 percent increase in 
U. S. population in the next ten 
years and said this meant a con- 
stant rise to 50 million car-owning 
families by 1965, “which in turn 
Means & vast pool of customers.” 


It’s a Steal! 


CAPE GIRARDEAU, Mo. — The 
first Buick four-door hardtop re- 
ceived here went over with a con- 
siderable bang. It was stolen from 
the showroom of Buchanan Buick 
Co. by a thief who gained entry by 


breaking the glass of a rear door. 





Free Plug— 


Deborah Adams, star of the Features 
for Women show on WFIL-TV, Philadel- 
phia, stands beside a Nash Rambler Cross 
Country which she plugged for her lis- 
teners because she said she was im- 
pressed with the car's styling, versatility, 
handling ease and economy. 


‘Complaints Mount 





ia 


Against Dealers 


BBB Reports Trade 
Fourth in 1954 


(Continued from Page 1) 


complaints but ae & percent. 
age drop from 45 to 40 

In other words, complaints 
not rise correspondingly to the ip. 
crease in the number of people who 
used the facilities of on bureau, 


oe inten rose de 1,888,898 
in 1953 to 2,008,288 in 1954, while 
total complaints fell from 506,569 to 
423,942 in 1954. 
The report said these figures rep. 
resent an index of consumer prob. 
lems brought voluntarily to the 
Bureau. 
Victor H. Nyborg, president of 
the Assn. of Better Business By. 
reaus, Inc., said: 
“The volume increase should 
not be construed as a breakdown 
of business standards of practice, 
for the opposite is true. It is, 
rather, a reflection of a greater 
public awareness of the services 
provided by the bureaus.” 
In advertising, the report state 
that 2;606 ads pertaining to the ay. 
tomotive industry—including §. 
nancing—were brought to the Buy. 
reau’s attention. 
7 * * * 
To were broken down as fol- 

lows: Auto financing, 56; auto 
equipment and service, 362; new. 
car, 609, and used-car 1,579. 

Only 80 of these firms refused 
“voluntary adjustments” and the 
cases were referred to the “ap. 
= authorities,” the Bureau 


A table showing the top ten in 
“instances of service” follows: 


Instances 
Cenestientien Service 1904-1mn 
Home 
Improvement .... 150,501 1 2? 
Home 
Appliances . 130,895 2 1} 
Insurance .............. 126,542 3 § 
Automotive ........... 112,361* 4 §& 
Radio-TV-Music | 111,751 5 4 
Solicitations ......... 109,650 6 §& 
Photography 79,156 7 7 
Furniture- 
Floor Covering. 65,002 8 4% 
Apparel .................. 59,665 9 
e 
Subscriptions 59,031 10 9§ 
* This does not mania 17,298 in auto #- 


nancing category. 


Two D.C. Hotels 
Picked to House 
NADA Parley 


WASHINGTON. — The conven 
tion committee of NADA ha 
selected the Sheraton Park and 
Shoreham Hotels as twin headquar 
ters for the 1956 convention Jan 
28-Feb. 1 here. 

The committee voted to hold both 
the convention business sessions 
and the ninth annual NADA Equip 
ment Exhibition in Sheraton Hall 
new convention facilities of the 
Sheraton Park Hotel. The hotels 
addition contains 20,000 square feet 
of banquet and meeting hall space 

Over 39,000 square feet of 
space will be utilized for N. 
exhibition. The joint headquarters 
hotels will be connected by a spe 
cially constructed passageway. 

making the announ 
Walter M. Kiplinger, NADA ditet 
tor of promotion in charge of ot 
ventions, said he believed the. 







and political importance of the 
tion’s capital city, would draw 
greatest attendance in NADA’s 
tory. President Eisenhower 
agreed to address convention 
gates during their five-day 
ing. . 


Sealed Power 
To Sell Shares 


MUSKEGON, Mich. — Sealeé 
Power Corp. expects to make # 
public offering of 50,000 shares * 
common stock in the near Tuts 
Paul C. Johnson, president, ™ 
last week. 

At the same time, he said, 
tain stockholders will sell 3% 
shares. ; 
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HOW ASSOCIATES 
HELPS YOU SELL 
USED CARS 











It adds up to Associates’ Prompt- Action 
Used Car Sales Plan—complete service, flexibility 
and fast co-operation that helps you move 


those cars. Call now for full information. 


“The only way to clinch a sale is to 
finance the buyer right now so he 
doesn’t have to shop around.” 


aree 


a ARPS ae TTT 


re et Te 


First, we give you complete one-stop finance 
and insurance service that puts you in control 


while you close the deal. 


Second, we give you the simplest paperwork 
in the business... rate charts, contract forms 
and purchaser agreements we’ve developed 


specifically for fast, easy handling! 


Third, we give you prompt decisions, quick okays 
on credit applications—geared up, fast moving 
co-operation at the local level. You deal direct 
with auto finance specialists who have 


authority to make decisions. 





You’ll get prompt action. 





(The Old Sage is a composite of all the successful dealers we've 
known in over a third of a century in the field.) 





Associates Investment Company 
Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 





¢ 


Demand Is Great... 


Price Restricts India Car Sales 


Eprror’s Notre: This is another 
in a series of reports on auto- 
motive markets around the world 
by Mrs. George M. Slocum, chair- 
man of the board of AvuToMoTivE 
News, who is on a world tour: 

+ + * 


By Mrs. George M. Slocum 


ADRAS, India. — The automo- 

tive market of South India is 
good and there is a great demand 
for American cars, but high prices 
and import controls tend to keep 
sales at a minimum. 

I found, through a pleasant inter- 
view with A. N. Antharamakrish- 
man, of Addison & Co. here, that 
the automotive industry in India 
has a bright future. 

There are many reasons for 
this, but the principal ones are 
necessity and a rising economy. 
For instance, Antharamakrish- 
man informed me that passenger 
cars are no longer considered a 
luxury. 

Also, the roads of South India 
are quite good and—being an agri- 
cultural area—its economy is linked 
tightly to automotive transport. 

* * * 


Ee ARAMARREEMAN super- 
vises dealers for Addison & Co., 
a 150-year-old firm which employes 
6,000 persons and produces tools 
and automotive parts. It is both 
distributor and assembly point for 
Ford Motor Co. in India. 

As the dealers are scattered 
widely throughout the nation, 
Antharamakrishman has his fingers 
on the pulse of India’s economy, so 
to speak. 

New cars, such as Ford, Chev- 


rolet and Plymouth, sell here, 

An tells me, for 

approximately 20,000 rupees. At 

current rates of exchange that is 
around $4,204, 

The recent upsurge of manufac- 
turing in India hag brought in- 
creased pressure for protective tar- 
iffs, and Antharamakrishman said 
that imported vehicles bear a very 
high percentage of duty. 

For comparison, he cited the 
selling price of British cars of the 
10/14 horsepower rating at around 
11,000 rupees, or approximately $2,- 
312.20. Of course, British cars bene- 
fit through lower duties. For, 
although India does not recognize 
the Crown, it is a member of the 
British Commonwealth. 

4 * * 


Toa too, he added, only limited 
quantities of Dodge, Plymouth 
and Studebakers are allowed to be 
imported which, couple with price, 
restricts the total number of Amer- 
ican cars sold here. 


American-made trucks are very 
popular here. “South India is 
predominantly an agricultural 
country and as such, easy trans- 
portation of produce plays an 
important part in our well-being 
and economy,” said Antharamak- 
rishman. 

He explained the rail system was 
quite good, but that automotive 
transportation was becoming more 
popular and is almost as cheap as 
rail transport for grain haulage. 

“Door-to-door service from the 
villages to the market places is 








San Francisco Buick Dealers Elect— 


From left: William U. Remensperger, 


new secretary-treasurer of the San Francisco 


Metropolitan Buick Dealers Assn.; Les D. McFetridge, vice-president; Ed Deemer, presi- 
dent, and Victor Gabrielson, retiring president. 





Dealer Debunks Ballyhoo .. . 





Finance Finagling Blasted 


By Guy Livingston 
Staff Correspondent 

BOSTON. — C. B. Clay, of Clay 
Chevrolet Co. in suburban West 
Roxbury, says he became fed up 
with the “no money down, take it 
away ballyhoo advertising nip-ups” 
of his competitors and decided to 
do something about it. 

His answer was contained in a 
series of five ads debunking the 
“private finance plans” of the 
others. 

Clay said that business increased 
immediately and that everyone he 
met said they had read and liked 
his ads. 

“Many times after deals have 


Grants Pass (Ore.) Assn. 


Names Burford President 


GRANTS PASS, Ore.—Max Bur- 
ford, of Menasco Motors (Cadillac- 
Pontiac-GMC), has been elected 
president of the Grants Pass New 
Car Dealers Assn. 

Don Boyer, of Boyer Motors 
(Chrysler-Plymouth), was named 
vice-president, and D, O. Thomp- 
son, of Tommie’s Super Service Sta- 
tion (International), secretary- 
treasurer 





been signed, the customer will 
say, ‘I read your ads,’” Clay said. 

Clay told Automotive News that 
he not only felt that the “no money 
down” kind of advertising was mis- 
leading but that “dealers were en- 
ticing customers into their sales- 
rooms from my territory. 

“So,” he said, “I put together 
some copy telling just what I 
thought of the situation and pointed 
out what the buyer was up against 
if he wanted that kind of a deal.” 


Then Clay went to Richard W. 
Davis, publisher of the West 
Roxbury Transcript. Davis read 
the copy, looked up at Clay and 
asked: “Are these things true?” 

After being assured by Clay that 
they were, the publisher agreed to 
help him “work it out.” 


“Those that advertise ‘no money 
down’ don’t state that there will be 
two separate mortgages — one on 
the car and the other on the buy- 
er’s personal belongings,” was 
Clay’s message to the public. 

Clay, in his advertising, also said 
he would meet any of the deals his 
competitors offered provided the | 
customer was willing to pay the 
real cost of them. However, he 
added emphatically, he didn’t want 
to do it. 


appreciated and enables the farm- 
ers to get better prices and a faster 
turnover as well,” Antharamakrish- 
man added. 
* * +. 

E SAID that—in contrast with 

the American auto market — 
obsolescence of cars does not play 
any significant part in the Indian 
new-car market. 

“When cars are so expensive, 
naturally people want to make 
the best possible use of their 
vehicles for as long a time as 
possible,” he observed, estimating 
that the average life of a car in 
India was about 10 years. 

“Of course,” he added, “this is 
not necessarily in the hands of the 

original buyer, for there is. defi- 
nitely a market for used cars. An- 
other thing, in view of the shortage 
of new cars, the used-car market 
does not, at the present time, have 
a direct bearing on the sale of new 
cars.” 

Antharamakrishman told me he 
didn’t believe that there were any 
special problems encountered in 
India in the sales of cars and 
trucks. 

“We have just the problems that 
are common to auto dealers every- 
where,” he said with a smile. 

* od oe 


i one big problem,” he con- 
tinued, “is the extraordinarily 
high prices demanded for motor 
cars and trucks.” 

Antharamakrishman said the 
main market for autos consisted of 
business and professional men. 

“They use them in connection 
with their businesses and, of 
course, for the pleasure of their 
families,” he said. 

There is no television in India, 
so that medium does not enter into 
the advertising picture here. 


Antharamakrishman commented 
that radio was not used either. 
“Our methods of stimulating sales,” 
he said, ticking them off on his 
fingers, “are, first, newspaper ad- 
vertising; second, personal contact 
through salesmen; and, third, ad- 
vertising in the national maga- 
zines.” 


Barnhart Resigns 
Membership Post 
In NADA Shuffle 


WASHINGTON. — NADA last 
week announced the immediate res- 
ignation of Donald C. Barnhart as 
director of mem- 
bership for the 
association, al- 
though he will re- 
main an official 
member of the 
staff until June. 

Barnhart has 
been with NADA 
since 1945. For a 
long period he 
was assistant 
managing direc- 

; tor, a post he held 
until ‘the arrival of Frederick J. 
Bell as executive vice-president of 
the organization. 

In recent months there has been 
considerable shifting of NADA 
headquarters personnel and titles, 
such, for example, as the switching 
of Walter M. Kiplinger from direc- 
tor of public relations to director of 
promotion, and the moving of Wil- 
liam C. Hamilton from editor to 
director of publications. Roy E. 
Chamberlain resigned as director of 
conventions March 1. 

It could not be learned whether 
a successor to Barnhart as director 
of membership was contemplated 
at the moment, or whether the post 
would be abolished or merged with 
some other activity. 

Neither Barnhart nor Bell were 
available for additional informa- 
tion at press time. 

Barnhart, Automotive News 
learned, probably will return to the 
retail auto business. He became an 
auto salesman in Washington in 
1919, following his discharge from 
the Marine Corps of World War I. 

Later he was manager in Wash- 
|ington for Nagsh,-leaving that post 

to join the automotive branch of 
the Office of Price Administration 
during World War II. 
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Used-Car Bulletin from Detroit ... 


Latest Auction Prices 
(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


March 23 
Cet ie ee ee eee 


BUICK—'’53 Super conv., $1,450*%; RM 
4-dr., $1,325* (ps). 52 RM Riviera 

coupe, $1,005*; Special 4-dr., $830. 
’51 Super Riviera coupe, $685*; 2-dr., 
$650*; 4-dr., $585*. 

CADILLAC—’ 51 (62) 4-dr., $1,410*. 

CHEVROLET—'54 Two-ten’ 2-dr., $1,- 
225; %-ton panel, . "53 Bel Air 
conv., $1,175*; Sport coupe, $1,130*; 

4-dr., $1,080*; Two-ten 2-dr., $920, 
$895, $885. "52 SL Deluxe Bel Air, 
$890*; 4-dr., $690*; club coupe, $645*. 
"51 SL Deluxe Bel Air, $630*. 50 SL 
Deluxe. club coupe, $300*; 4-dr., $290; 
conv., $205. '49 %-ton pickup, $280. 

CHRYSLER—’53 Windsor Newport, $1,- 
240*. '52 Windsor 4-dr., $710*; States- 
man 4-dr., $700* 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,- 
065*, '52 Deluxe 4-dr., $580*, '51 De- 
luxe Sport coupe, $640*; 4-dr., $535. 

E—’54 Coronet (8) club coupe, 

. *63 Coronet (8) club coupe, 
$1, 000*; 4-dr., $930*, $920*. ‘52 Cor- 
onet Sport coupe, $715*; 4-dr., $585, 
$400*; station wagon, $380. "51 % - 
ton pickup, $445. 

FORD—’55 (6) 2-dr., $1,725. '54 Main 
(8) 2-dr., $1,100, $1,060; Main (6) 

dr., $1,100; Custom (8) 4-dr.,, $1,- 

’53 Main (6) Ranch Wagon, $1,- 

, 2 at $1,035; Main (8) 2-dr., 

$920, $825; Custom (8) 2-dr., $980*; 

4-dr., .$930*. °52 Custom (8) 2-dr., 
$760*; 4-dr., $720. ’51 %-ton pickup, 


*Indicates automatic transmission or olenen and (ps), power steering. 


Other Auction Reports are on Pages 52, 53 


Senate’s Prober Burrows 
Into Auto Market Data 


By William 
Washington Correspondent 


WASHINGTON. — David Busby, | weeks away, in view of the m 
special counsel for the Senate In- a proportions of the researe 
tas F 


terstate Commerce subcommittee 
which will investigate automobile 
marketing practices, last week de- 
voted himself to research necessary 
before hearings can be held. 

Busby admitted that it is a big 
job, requiring time. He said he is 
gaining a better daily acquaintance 
with the problems involved, and 
hopes to make a substantial report 
shortly. 

Last week he spent considerable 
time searching the files of AuToMo- 
tive News and wading through 
NADA’s storehouse of material on 
the subject under fire. He is scan- 
ning all angles of the situation. 

Senator A. S. Mike Monroney, 
subcommittee chairman, declined 
to make any comment on just 
what the program will be until 
after Busby has completed his 
canvass for relevant material and 
feels that he has fairly thoroughly 
appraised all viewpoints. 

Franchise agreements of manu- 
facturers with dealers, sales by un- 
franchised dealers and _ so-called 
bootlegging of cars and equipment, 


along with phantom freight) Dodge, to assistant to the pre: 


charges, are the chief points tenta- 


New-Car Swaps 
Freed of Tax by 
New Wash. Law 








OLYMPIA, Wash. — Gov. Arthur | 


B. Langlie has signed into law a 
measure passed at the current leg- 
islative session which will relieve 
auto dealers from payment of the 
state business and occupation tax 
on so-called “accommodation trans- 
fers” of new cars between dealers. 
(Automotive News reported errone- 
ously last week that the law dealt 
with used cars.) 

Such transfers are common when 
one dealer cannot provide from 
stock a certain model of specified 
color or equipment to meet a cus- 
tomer’s wants, so otains the re- 
quired model from .a fellow dealer 
on a trade basis. 

Heretofore, dealers have had to 
figure such exchanges into gross 
sales and pay the business and 
occupation tax of .003 percent. 

The measure was sponsored by 
the Washington State Auto Dealers 
Assn., and ran into some opposi- 
tion which ultimately was over- 
come through the efforts of Fred 
E. Eells, association manager, and 
the legislative committee headed by 
Joseph E. Gandy, Ford dealer of 
Seattle. 





$410; Custom (6) 2-dr., $390. 
ton panel, $300. 
KAISER—’51 4-dr., $185. 
— —'55 Capri coupe, $3,510* 
MERC URY—’ 52 Monterey 4- dr., $8408, 
'49 club coupe, $210. 
NASH—’53 Rambler 2- dr., 
coupe, $840 
OLDSMOBILE—'53 (88) 4-dr., 
club coupe, $1,300. 
$1,350*; (88) 2-dr., 


$1,465; 
'52 (98) Holiday, 


Retiaay, $810*; 4-dr., $560*; (88) 2 
‘ ret ’48 (98) 4-dr., $150°; (oe 
, $115*. 
—'53 conv., $1,200. 
$890°. ’51 conv., 
$400°" $175*. '48 4-dr., $155." 


PLYMOUTH—'55 Plaza (6) 4- dr., 
565. '54 Belvedere 4-dr. 
coupe, $1,040" (ps). ' 
Suburban, $1,015, $900; a 
$770, $690. "51 Cambridge 4-dr., $400: 
club coupe, $375. '50 Deluxe’ 4- dr,, 
$300. '49 Deluxe 4-dr., $220. ; 

PONTIAO — '54 Chieftain (8) station 
wagon, $1,750* (ps). '53 Chieftain (8) 
2-dr., $1,150, $1,035*. 3 
(8) Catalina, $890*. '51 Silver 8S 
(8) Catalina, $825*; 2-dr., $635, $550; 
4-dr., $480*; Silver Streak (6) 2-dr,,_ 
$465. °48 Torpedo (8) 2-dr., $210*, 
$115*. 5 

STUDEBAKER—’53 Comander 4-dr,, 
$760, $615. °52 Champion 2-dr., $435, 
$375. '50 Champion 4-dr., \ 


tively down for examination. 
The real start may still be a 


Meanwhile, task groups 
senting the nation’s car 
truck makers will meet here 
Government officials this week 
consider drafts of standby m 
rials and production contre 
orders, for use in event of 
emergency. 

The passenger car men will 
with the Business and Defen 
Services Administration Wednesdi 
(March 30) and the truck e 
tives the following day. 

Similar meetings will be 
later with truck-trailer manu 
turers, the automotive maintena 
equipment and replacement 
industries and all other segm 
of the automotive industry. 


Desmond, Nicho 
Are Promoted 
In Dodge Sales 


DETROIT.—Promotion of 
Desmond, general sales manager 








Lee F. Desmond B. J. Nichols 
has been announced by President 
W. C. Newberg. 

Byron J. Nichols was appointed 
general sales manager of field opé™ 
ations, according to R. C. Somer- 
ville, sales vice-president. 4 

Desmond, who has been gen 
sales manager since 1953, jo 
Dodge in 1945 after serving 
another automotive organization 
various sales positions. 

He became Detroit sales an 
visor in 1949, was appointed dire® 
tor of advertising and merchandit 
ing in 1951, and car sales managet 
in 1952. 

Nichols entered the automotivé 
field in 1933, and in 1940 
DeSoto as regional merchan 
manager in Kansas City. 

In 1952 he became Chicago re: 
gional manager in Chicago, but 


in 1953 to accept a position WH" 


another auto company, which 
tion he held until his present @ 
pointment. 
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$1,050*. '51 (98) f 
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a5: DEALER PROFIT 


* 57% of all New 
York Auto Dealers 
Now Use Easy 
Glitter Car Wax 


"SURVEY BASED ON SALES IN GREATER NEW YORK FAIRCHILD AERIAL SURVEYS, INC. 


AMAZING "TRIPLE-ACTION" CAR WAX DISCOVERY 
OUTSELLING ALL OTHERS IN ALL MAJOR MARKETS! 


@ THE ANSWER IS SIMPLE: Once a customer discovers the ease customers these tremendous advantages:— 
of application . . . the brilliant, glass-hard lustre . . . and 1—Cleans, waxes, weatherseals the car in one quick, easy application. 
the lasting finish of Easy Glitter, he’s your customer for 2—Ne “twice-ever” rubbing and buffing. Removes chalking, reed 


scum and stains. 
keeps. 3—Restores original deep-tone lustre other waxes miss — turns to 


Mr, ‘ . ‘ a glass-hard finish in minutes. 
Dealer, did you know that Besy Oliter gives you @ 4—Can be applied in sun without streaking. Gives cars a “showroom 
lustre” that lasts longer than any other wax known. 


wax in America? What other brand offers you a 45% dollar it will pay you handsomely to get the full facts — plus our famous 
Profit? What other brand backs you up with an 82% profit-story — immediately! Start now to be the EASY GLITTER HEAD- 
Profit on every dollar invested? And what other offers your QUARTERS in your neighborhood! Write or wire, today! 


MANUFACTURED BY THE EASY GLITTER WAX COMPANY 
West Palm Beach, Florida 


franchise that cannot even be approached by any other car 


mi ATZEABING CAR DEALERS, SERVICE STATIONS AND ACCESSORY STORES 
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outdoor posters win 
top honors for eighth 





straight year! 


In the twenty-third Annual Exhibition of 
Outdoor Posters, sponsored by the Chicago Art 
Directors’ Club, Ford designs were awarded first 
and second places in both the car and truck 
classifications. 


This is the eighth straight year that Ford has 
been among the top winners. In fact, Ford has 


won more awards than any other entrant in the 
automobile-truck field. 


The fact that Ford stays among the winners 
... year after year... reflects the consistently 
high quality of Ford outdoor advertising, an 
important contributor in the powerful pre-selling 
program that works for Ford Dealers everywhere. 


Another reason why It’s GR KA It 


3 
FORD Divisio 
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Market Better, But Tougher  . . 
‘Stop Crying and Sell,’ 
Calif. Dealers Told 


SAN FRANCISCO.—Members of 
the Northern California Motor Car 
Dealers Assn. were warned last 
week that “it’s time to stop crying 
and start selling because the auto- 


motive market is getting better— | 


but tougher.” 
Robert R. Gros, advertising and 





New Cars Offered 
At 95 Cts. a Week 
In Financing War 


JACKSONVILLE, Fla.—New-car 
dealers here are offering sales with 
payments of 95 cents a week in 
their latest move in a local financ- 
ing war. 

The battle opened when a Ford 
dealer offered cars for $1.25 a week 
during the first year. Another Ford 
dealer offered $1 payments and 
finally 17 dealers of the other 
makes came up with the 95-cent 
offer. 

In their advertisements the firms 
state that the buyer must trade in 
a “good” car of 1952 or later origin 
as downpayment and that after the 
first year the buyer becomes liable 
for the remainder of the price un- 
der terms calling for full payment 
within 24 additional months. 


Pontiac Shifts Pace 
To Denver Zone 


PONTIAC.—Appointment of G. A. | 


Pace as manager of the Denver 
zone was announced last week by 
H. E. Crawford, 
Pontiac general 
sales manager. 
Pace was as- 
sistant zone man- 
ager in Portland, 
Ore. prior to 
moving to Den- 
ver. He joined 
General Motors 
in 1937 and trans- 





in 1945 as service 
G. A. Pace manager in the 

Los Angeles zone. Pace succeeds 

G. S. Morrison, who has retired. 





Colbert, Jacobson Talk 
To Tex. Chrysler Dealers 


DETROIT. — Five hundred 
Chrysler Corp. dealers and sales 
managers from Texas meet today 
(March 28) at the Stephen F. 
Austin Hotel in Austin, Tex., to 
hear talks by L. L. Colbert, pres- 
ident, and Charles L. Jacobson, 
sales vice-president. 

The meeting is one of a series 
being held by Chrysler through- 


out the country to discuss sales | 


plans for the spring and summer. 








ferred to Pontiac | 


publicity manager for Pacific Gas 
& Electric Co., gave the warning in 
the closing speech of the group’s 
two-day meeting at the Fairmount 
Hotel. 


Gros noted that the economy 
was expanding rapidly along with 
population and there was bound 
to be an increased market for 
autos this year and in coming 
years. 

He suggested that dealers pay 
special attention to “advertising 
that makes the consumer want to 
buy YOUR product rather than 
any other.” He emphasized that 
this was the answer to dealers in 
the present competitive “buyer’s 
market.” 

All 1954 officers were reelected. 
They are Morris J. Landy (Ford), 
Alameda, president; Arthur H. 
Kenny, Marine Chevrolet Co., Val- 
lejo, vice-president; Ferris Miles 
(Dodge-Plymouth), Redwood City, 
secretary, and Allan R. Crocket 
(DeSoto-Plymouth), Fresno, treas- 
urer. Amos T. Cowl continues as 
manager. 

Dr. Rowland F. Kirks, legis- 
lative counsel for the NADA in 
Washington, told the dealers that, 
despite the NADA’s efforts, no 
change in the excise tax situa- 
tion can be expected this year. 
| Theme of the meeting was “The 
|Business of Business Is Profits.” 
| Another idea kept cropping up dur- 
ing the meeting: “In Unity There 
i Is Strength.” 

Nearly every speaker emphasized 
that if dealers are to improve their 
situation legislatively, ethically and 
in the eyes of the public they must 
strengthen their associations on lo- 
eal, state and national levels. 








DETROIT. — Packard will con- 
duct a series of educational dem- 
onstration-display “clinics” in ma- 
jor cities to explain the principles 
of torsion suspension in American 
cars to trade and technical school 
students. 

The first of the clinics opens in 
Boston today (March 28) at the 
| Packard Commonwealth Ave. fac- 
tory branch, with sessions sched- 
uled to continue there through Apr. 
9. Morning sessions will be re- 
stricted to student-group attend- 
ance. Afternoon and evening ses- 
sions are planned for other special 
groups and the general public. 
| Company officials say that since 
| the introduction of torsion sus- 
pension in January, hundreds of 
students from all sections of the 
| country have written Packard for 





Houston Show Benefits Kid Basebali— 


Members of the Yankees, Houston Liftle Leaguers baseball team, visit Willys exhibit 
at the Houston Auto Show, proceeds of which went to support the league, sponsored 
by the Houston Rotary Club. With the players are Nelson Bonner (left), of Bonner's 
Willys Motors, and Joseph L. Palmer, of Palmer Motor Co. (Willys). 
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Packard Torsion Clinics 
Open Today in Boston 














Brand Name Winner on TV— 

A television interview with John V. Walker (left), president of Walker Motor Sales 
(Lincoln-Mercury), Dayton, O., and R. H. Boos (right), general manager, was arranged 
by Den Wayne (center), WHIO news director, after the firm had won top national 


honors in the 1954 Retailer-of-the-Year competition. 


* 4 * 4 





How Brand-Winner Did It 


‘Retailer-of-the-Y ear’ Geared All Activity 
To Merchandising of Names 


DAYTON, O.—What does it take 
to win the Brand Names re- 
tailer-of-the-Year” award, highest 
honor in American retailing? vertising samples, photos, litera- 

Judging from the 1954 award-|ture, display pieces, supplemental 
winning entry of Walker Motor | art work and explanatory copy de- 
Sales (Lincoln-Mercury), Dayton, | tailing the story of Walker’s ad- 
O., it takes known, dependable | vertising - merchandising activities 
products, fair dealing through well- | in 1954 with respect to brand-name 
trained personnel — — products. 
advertising and merchandising. On the front cover were the Lin- 

The Walker entry in the — coln, Mercury and Safe-Buy em- 
| dealer category of the ann blems in natural colors, mounted 
| Brand Names Foundation com- . 
| ss in relief on a gold scroll. Underly 
| petition was in the form of @ | ing each emblem was a large gold 
| key in airbrushed outline. The leg- 
'end read: “Brand Names. . . Keys 
|To Volume and Profit.” 

Company policy concerning this 
|subject was underscored in the 
|book with this statement by John 
V. Walker, president: 

“Anyone who spends 29 years in 
the highly competitive field of au- 
tomobile retailing—as I have, from 
mechanic on up—is bound to learn 
the value, the necessity of dealing 
only in dependable brand name 
merchandise.” 

The presentation pointed out two 
basic sales problems: Sixty-five 
percent of the Dayton-area popula- 
tion which will be | tion works directly or indirectly for 
attended by engi-| Lincoln-Mercury’s largest competi- 
neers who will ex- | tor; and for every new car sold in 
plain the scien-| Dayton, 2.3 used cars must be sold. 
tific principles of| As a solution to these prob- 
torsion suspen-| Jems, the company conducted an 
sion and give doc-| aggressive year-round advertis- 
umented data on| jing - merchandising program de- 
William H. Graves the history of ride) signed to build public confidence 
control through the development of | in the dependability and value of 
springing.” — - _ | Lincoln-Mercury products, to- 

Graves said that prior to this| gether with the integrity of 
year there had been no major de-| Walker Motor Sales as a servic- 
velopments in the field of car rid-| jing dealer. 
ing comfort and safety since the! proof of the soundness of this 
introduction of front coil springing | brand name approach was cited by 
in 1934. ishowing percentage-of- increase 

“Any new development, no mat- | figures for 1954 over 1951, the com- 
ter how dramatic its impact,” said | pany’s first full year of operation. 
Graves, “must progress through |The total sales increase was 47.4 
period of time during which it is/ percent. 

a strange device to most people. |—————————— 

Torsion suspension has often been | 
mystifying to many people because 
Packard has incorporated a ‘load 
levelizer’ in it.” 

The torsion suspension clinics 
will be conducted on a non-com- 
mercial, educational basis. On 
display at the Boston clinic will 
be a full-size torsion suspension 
chassis and various animated 
demonstration exhibits. 

Lectures to students will substi- 
tute the term “torsion suspension 
system” for “Torsion-Level Ride,” 
a Packard trade name for the new 
development. Engineering reports 
to be distributed will make the 
same distinction and use of the 
name Packard will be confined to: 
“Printed, Courtesy of Packard divi- 
sion, Studebaker-Packard Corp.” 

A sound movie will be given con- 
tinuous projection and seating ar- 


giant (30- by -24-inches) scrap- 
book. 


Its 68 pages were filled with ad- 


information on this latest devel- 
opment in auto suspensions. 
“Because interest among students | 
is so widespread,” said William H. 
Graves, engineering vice-president 
for Studebaker- 
Packard, “we 
have developed a 
clinic-type educa- 
tional presenta- 













Plaque for Wood— 


clinics may be held for students in 


a classroom type of atmosphere. plaque by P. P. Scalise, zone manager. 





rangements provided so that the/| president of Wood Chevrolet Co., Bir- 
mingham, Ala., is presented with a silver| creased slightly on each m 
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Inspection Law 
OK’d in W. Va.; 
Attacked in N. Y. 


WASHINGTON. — Compu 
motor vehicle inspection programs 
are under way in West Virginia 
and New York, but Gov. Averelj 
Harriman, of the latter state, hag 
said he seriously is considering g 
move to defer—and perhaps drop— 
the plan. 

In West Virginia, Gov. William 
C. Marland has signed into law g 
bill clearing the way for annual jn- 
spections under supervision of the 
State Police. 


The bill first passed in 1951, but 
failed to provide funds for the 
program. This year, the act added 
a 25-cent fee to the existing $1 
charge of inspection to finance 
the plan. 

Harriman noted that the New 
York law—recommended by former 
Gov. Thomas E. Dewey—would cost 
motorists about $25 million yearly 
in fees. 

The New York program is sched- 
uled to start Sept. 1, 1955, for pag 
senger cars and Dec. 1 for other 
vehicles. The law calls for semi- 
annual inspections thereafter. 


Harriman said he seriously wag 
considering “asking the Legislature 
either to repeal the law or postpone 
it for a year pending further 
study.” 
| One reason he gave was the lack 
of response by garages to invita- 
tions to apply for licenses, which 
resulted recently in easing licensing 
requirements. Harriman said he 
understood only 5,000 had applied 
and 13,000 would be needed. 


Hardtop-Styled 
Sedans Priced by 
Dodge, Mercury 


DETROIT. — Prices have been 
worked out by Dodge and Lincoln 
Mercury for a pair of new four 
door sedans which, without being 
| “true” hardtops, make _ extensive 
use of hardtop design features. 

The Dodge, which classes ag 4 
Lancer in the Custom Royal V4 
series, is tagged at $2,515.50, adver 
| tised-delivered. A Mercury, which 
| takes on the Montclair nameplate 
is $2,685. 

The two style leaders, each @ 
| which is the highest-priced four 
door in its line, are to be intw 
duced to the public shortly. 

Unlike the new Buick and Old 
mobile four-door hardtops, t 
Dodge and Mercury do not d& 
pense with a visible center pot 
and thus do not qualify as h 
tops in the commonly accept 
meaning of that word. 


The Dodge four-door featur 
| Lancer body side molding, two ¢ 

| side rear-view mirrors, rain sh 
| over the front vent wings, and 
|fender fin ornaments. Paint 
| upholstery options are the same 
| those of other Custom Royal @ 
|els, with three-tone finish opti¢ 
| at $30.70. 

In addition to trim features, t 
|Mercury offers a lower roof 
than that of other Mercury sed 
The car stands 58% inches 
| height. 


| * 
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DETROIT.—Chrysler’s 
Imperials, highest-priced Ame 
production cars, will retail this 
at $6,972.50 for the eight-pas 
sedan and $7,094.75 for the Iii 
sine. 

Standard equipment includ 
PowerFlite transmission, pow 
steering, disc brakes, heater, 
with rear-compartment spe 
six-ply white-sidewall tires, P 
window lifts and power seat 
juster. 

Although basic prices for thee 
themselves remain uncnanged 
last season, 1954 Crowns Cae 
advertised-delivered tags of $ 
50 and $7,043.75. 

For 1955, the suggested dealet 
livery and handling chargé 


In recognition of his 25 years as a| been raised to $85 from $50 
Chevrolet dealer, Harold F.. Wood (left),| factory’s provision for excise, 


head and handling has beet 
—Bos SH# 
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Ee ee Ca 
Selling the ‘Jeep family of 
4-wheel drive vehicles | 


A AN IOAN ETT TTI TENE 


As a franchised dealer for the ‘Jeep’ family 
you'd have these 6 roads to extra profits 


|. Freedom from competition. Only Willys dealers have the ‘Jeep’. . . hel ahout Oe 


no worries about ‘‘wheeling and dealing’’ competition down 
the street. No loss of markets during winter months . . . no lost dollars. 


2. High resale value. The average 2-year-old Universal ‘Jeep’ commands 
86.5% of purchase price... your assurance of customer satisfaction 
and profitable deals when you wash out ‘Jeeps’ taken in trade. 


3. High percentage of clean deals. (As explained above). 
4. High service absorption. Even with its famed ruggedness, 


the ‘Jeep’ family requires more frequent service than passenger cars 
because of its daily use in business... and most service 
jobs come back to the dealer instead of the independent garage. 


5. Lowest-priced 4-wheel drive trucks. As the lowest-priced 4-wheel drive 
truck in America, the ‘Jeep’ Truck has the inside track in the growing 
trend toward 4-wheel drive trucks in business, industry and agriculture. 


6. Plus profit from special equipment. You'd sell more than 50 kinds 

of additional special equipment, with profitable ‘‘extras’’ cep 

on many original sales. And, every time the owner has a new job to do, he 

becomes a prospect for a new piece of equipment. 4-wheel drive , 
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Market Better, But Tougher... 
‘Stop Crying and Sell,’ 
Calif. Dealers Told 


SAN FRANCISCO.—Members of 
the Northern California Motor Car 
Dealers Assn. were warned last 
week that “it’s time to stop crying 
and start selling because the auto- 


motive market is getting better-— 


but tougher.” 


Robert R. Gros, advertising and | 





New Cars Offered 
At 95 Cts. a Week 


In Financing War 


JACKSONVILLE, Fla.—New-car 
dealers here are offering sales with 
payments of 95 cents a week in 
their latest move in a local financ- 
ing war. 

The battle opened when a Ford 
dealer offered cars for $1.25 a week 
during the first year. Another Ford 
dealer offered $1 payments and 
finally 17 dealers of the other 
makes came up with the 95-cent 
offer. 

In their advertisements the firms 
state that the buyer must trade in 
a “good” car of 1952 or later origin 
as downpayment and that after the 
first year the buyer becomes liable 
for the remainder of the price un- 
der terms calling for full payment 
within 24 additional months. 


Pontiac Shifts Pace 
To Denver Zone 


PONTIAC.—Appointment of G. A. 
Pace as manager of the Denver 
zone was announced last week by 

E. Crawford, 
Pontiac general 
sales manager. 

Pace was as- 
sistant zone man- 
ager in Portland, 
Ore. prior to 


publicity manager for Pacific Gas 
& Electric Co., gave the warning in 
the closing speech of the group’s 
two-day meeting at the Fairmount 
Hotel. 


Gros noted that the economy 
was expanding rapidly along with 
population and there was bound 
to be an increased market for 
autos this year and in coming 
years. 

He suggested that dealers pay 
special attention to “advertising 
that makes the consumer want to 
buy YOUR product rather than 
any other.” He emphasized that 
this was the answer to dealers in 
the present competitive “buyer’s 
market.” 

All 1954 officers were reelected. 
They are Morris J. Landy (Ford), 
Alameda, president; Arthur H. 
Kenny, Marine Chevrolet Co., Val- 
lejo, vice-president; Ferris Miles 
(Dodge-Plymouth), Redwood City, 
secretary, and Allan R. Crocket 
(DeSoto-Plymouth), Fresno, treas- 
urer. Amos T. Cowl continues as 
manager. 

Dr. Rowland F. Kirks, legis- 
lative counsel for the NADA in 
Washington, told the dealers that, 
despite the NADA’s efforts, no 
change in the excise tax situa- 
tion can be expected this year. 
| Theme of the meeting was “The 
|Business of Business Is Profits.” 
| Another idea kept cropping up dur- 
ing the meeting: “In Unity There 
| Is Strength.” 


Nearly every speaker emphasized 
that if dealers are to improve their 
situation legislatively, ethically and 
in the eyes of the public they must 
strengthen their associations on lo- 
eal, state and national levels. 








Brand Name Winner on TV— 


A television interview with John V. Walker (left), president of Walker Motor Sales 
(Lincoln-Mercury), Dayton, O., and R. H. Boos (right), general manager, was arranged 
by Don Wayne (center), WHIO news director, after the firm had won top national 
honors in the 1954 Retailer-of-the-Year competition. 
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How Brand-Winner Did It 


‘Retailer-of-the-Y ear’ 


To Merchandising of Names 


DAYTON, O.—What does it take 
to win the Brand Names re- 
tailer-of-the-Year” award, highest 
honor in American retailing? 

Judging from the 1954 award- 
winning entry of Walker Motor 
Sales (Lincoln-Mercury), Dayton, 
O., it takes known, dependable 
products, fair dealing through well- 
trained personnel and aggressive 
advertising and merchandising. 

The Walker entry in the auto 
dealer category of the annual 
Brand Names Foundation com- 
petition was in the form of a 





‘Packard Torsion Clinics 





moving to Den- 
ver. He joined 
General Motors 
in 1937 and trans- 
ferred to Pontiac 
in 1945 as service 
G, A. Pace manager in the 
Los Angeles zone. Pace succeeds 
G. S. Morrison, who has retired. 








Colbert, Jacobson Talk 


To Tex. Chrysler Dealers 


DETROIT. — Five hundred 
Chrysler Corp. dealers and sales 
managers from Texas meet today 
(March 28) at the Stephen F. 
Austin Hotel in Austin, Tex., to 
hear talks by L. L. Colbert, pres- 
ident, and Charles L. Jacobson, 
sales vice-president. 


DETROIT. — Packard will con- 
duct a series of educational dem- 
onstration-display “clinics” in ma- 


jor cities to explain the principles| is so widespread,” said William H. 


of torsion suspension in American 
cars to trade and technical school 
students. 


The first of the clinics opens in 
Boston today (March 28) at the 
Packard Commonwealth Ave. fac- 
tory branch, with sessions sched- 
uled to continue there through Apr. 
9. Morning sessions will be re- 
stricted to student-group attend- 
ance. Afternoon and evening ses- 
sions are planned for other special 
groups and the general public. 


Company officials say that since 


Open Today in Boston 


information on this latest devel- 
opment in auto suspensions. 
“Because interest among students 


Graves, engineering vice-president 
for Studebaker- 
Packard, “we 
have developed a 
clinic-type educa- 
tional presenta- 
tion which will be 
attended by engi- 
neers who will ex- 
plain the scien- | 
tific principles of | 
torsion suspen- 





| key in airbrushed outline. The leg- 
|'To Volume and Profit.” 


| mechanic on up—is bound to learn 


* * 


Geared All Activity 


giant (30-by -24-inches) scrap- 
book. 


Its 68 pages were filled with ad- 
vertising samples, photos, litera- 
ture, display pieces, supplemental 
art work and explanatory copy de- 
tailing the story of Walker’s ad- 
vertising - merchandising activities 
in 1954 with respect to brand-name 
products. 

On the front cover were the Lin- 
coln, Mercury and Safe-Buy em- 
blems in natural colors, mounted 
in relief on a gold scroll. Underly- 
ing each emblem was a large gold 





end read: “Brand Names... Keys 


Company policy concerning this | 
subject was underscored in the| 
book with this statement by John 
V. Walker, president: 

“Anyone who spends 29 years in 
the highly competitive field of au- 
tomobile retailing—as I have, from 


the value, the necessity of dealing | 
only in dependable brand name 
merchandise.” 

The presentation pointed out two 
basic sales problems: Sixty-five 
percent of the Dayton-area popula- 
tion works directly or indirectly for 
Lincoln-Mercury’s largest competi- 
tor; and for every new car sold in 
Dayton, 2.3 used cars must be sold. 

As a solution to these prob- | 
lems, the company conducted an 


| “true” 





sion and give doc- | 


cicemnaa aaa too aggressive year-round advertis- 


Watton: I, G@eaves ing - merchandising program de- 


The meeting is one of a series | 
being held by Chrysler through- | 
out the country to discuss sales 
plans for the spring and summer. 


the introduction of torsion sus- 
pension in January, hundreds of 
students from all sections of the 
country have written Packard for 











Houston Show Benefits Kid Baseball— 


Members of the Yankees, Houston Little Leaguers baseball team, visit Willys exhibit 
at the Houston Auto Show, proceeds of which went to support the league, sponsored 
by the Houston Rotary Club. With the players are Nelson Bonner (left), of Bonner’s 
Willys Motors, and Joseph L. Palmer, of Palmer Motor Co. (Willys). 





the history of ride | 
control through the development of | 
springing.” | 

Graves said that prior to this} 
year there had been no major de- | 
velopments in the field of car rid- | 
ing comfort and safety since the 
introduction of front coil springing | 
in 1934. 

“Any new development, no mat- 
ter how dramatic its impact,” said 
Graves, “must progress through a 
period of time during which it is 
a strange device to most people. | 
Torsion suspension has often been ' 
mystifying to many people because 
Packard has incorporated a ‘load 
levelizer’ in it.” 

The torsion suspension clinics 
will be conducted on a non-com- 
mercial, educational basis. On 
display at the Boston clinic will 
be a full-size torsion suspension 
chassis and various animated 
demonstration exhibits. 

Lectures to students will substi- 
tute the term “torsion suspension 
system” for “Torsion-Level Ride,” 
a Packard trade name for the new 
development. Engineering reports 
to be distributed will make the 
same distinction and use of the 
name Packard will be confined to: 
“Printed, Courtesy of Packard divi- 
sion, Studebaker-Packard Corp.” 

A sound movie will be given con- 
tinuous projection and seating ar- 
rangements provided so that the 





signed to build public confidence 
in the dependability and value of 

Lincoln - Mercury products, to- 

gether with the integrity of 
Walker Motor Sales as a servic- 
ing dealer. 

Proof of the soundness of this 
brand name approach was cited by 
showing percentage -of-increase 
figures for 1954 over 1951, the com- 
pany’s first full year of operation. | 
The tota! sales increase was 47.4 
percent. 








Plaque for Wood— 

In recognition of his 25 years as a 
Chevrolet dealer, Harold F. Wood (left), 
president of Wood Chevrolet Co., Bir- 





Inspection Law 
OK’d in W. Va.: 
Attacked in N. Y, 


WASHINGTON. — Compulsory 
motor vehicle inspection programs 
are under way in West Virginia 
and New York, but Gov. Averelj 
Harriman, of the latter state, hag 
said he seriously is considering q 
move to defer—and perhaps drop— 
the plan. 

In West Virginia, Gov. William 
C. Marland has signed into law a 
bill clearing the way for annual in- 
spections under supervision of the 
State Police. 


The bill first passed in 1951, but 
failed to provide funds for the 
program. This year, the act added 
a 25-cent fee to the existing $1 
charge of inspection to finance 
the plan. 

Harriman noted that the New 
York law—recommended by former 
Gov. Thomas E. Dewey—would cost 
motorists about $25 million yearly 
in fees. 

The New York program is sched- 
uled to start Sept. 1, 1955, for pag- 
senger cars and Dec. 1 for other 
vehicles. The law calls for semi- 


| annual inspections thereafter. 


Harriman said he seriously wag 
considering “asking the Legislature 
either to repeal the law or postpone 
it for a year pending further 
study.” 


One reason he gave was the lack 
of response by garages to invita- 
tions to apply for licenses, which 
resulted recently in easing licensing 
requirements. Harriman said he 
understood only 5,000 had applied 
and 13,000 would be needed. 


Hardtop-Styled 
Sedans Priced by 
Dodge, Mercury 


DETROIT. — Prices have been 
worked out by Dodge and Lincoln- 
Mercury for a pair of new four- 
door sedans which, without being 
hardtops, make extensive 
use of hardtop design features. 

The Dodge, which classes ag a 
Lancer in the Custom Royal V-8 


| series, is tagged at $2,515.50, adver- 


tised-delivered. A Mercury, which 
takes on the Montclair nameplate, 
is $2,685. 

The two style leaders, each of 
which is the highest-priced four- 
door in its line, are to be intro- 
duced to the public shortly. 

Unlike the new Buick and Olds- 
mobile four-door hardtops, the 
Dodge and Mercury do not dis- 
pense with a visible center post 
and thus do not qualify as hard- 
tops in the commonly accepted 
meaning of that word. 
| The Dodge four-door features 
| Lancer body side molding, two out- 
| side rear-view mirrors, rain shields 
| over the front vent wings, and rear- 


\fender fin ornaments. Paint and 
| upholstery options are the same 4s 
|those of other Custom Royal mod- 
|els, with three-tone finish optional 


at $30.70. 

In addition to trim features, the 
Mercury offers a lower roof line 
than that of other Mercury sedans. 
The car stands 58% inches in 
height. 


Crown Imporials Hiked 


|'To Include $85 D &H 


DETROIT.—Chrysler’s Crown 
Imperials, highest-priced American 
production cars, will retail this year 
at $6,972.50 for the eight-passenge? 
sedan and $7,094.75 for the limot- 
sine. 

Standard equipment includes 
PowerFlite transmission, powe! 
steering, disc brakes, heater, radi0 
with rear- compartment speakef, 
six-ply white-sidewall tires, powe 
window lifts and power seat 
juster. 

Although basic prices for the car 
themselves remain unchanged from 
last season, 1954 Crowns ca 
advertised-delivered tags of $692 
50 and $7,043.75. 

For 1955, the suggested dealer de 
livery and handling charge b# 
been raised to $85 from $50 and 
factory’s provision for excise, over 
head and handling has been i 


clinics may be held for students in | mingham, Ala., is presented with a silver | creased slightly on each model. 


a classroom type of atmosphere. 


plaque by P. P. Scalise, zone manager. 


—Bos SHe.pon 








___ AUTOMOTIVE NEWS, MARCH 28, 1955 


One of a series of messages outlining 
6 roads to extra profits with the ‘Jeep’ 
family of 4-wheel drive vehicles 





Seeley clean deals !" 








CL CEL ae Tee Ci 
selling the ‘Jeep’ family of | 
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SNAPE, Aan 


As a franchised dealer for the ‘Jeep’ family 
you'd have these 6 roads to extra profits 


|. Freedom from competition. Only Willys dealers have the ‘Jeep’... TP LTT Te 


no worries about ‘‘wheeling and dealing’ competition down 
the street. No loss of markets during winter months . . . no lost dollars. 


2. High resale value. The average 2-year-old Universal ‘Jeep’ commands 
86.5% of purchase price... your assurance of customer satisfaction 
and profitable deals when you wash out ‘Jeeps’ taken in trade. 


3. High percentage of clean deals. (As explained above). 
4. High service absorption. Even with its famed ruggedness, 


the ‘Jeep’ family requires more frequent service than passenger cars 
because: of its daily use in business... and most service 
jobs come back to the dealer instead of the independent garage. 


5. Lowest-priced 4-wheel drive trucks. As the lowest-priced 4-wheel drive 
truck in America, the ‘Jeep’ Truck has the inside track in the growing 
trend toward 4-wheel drive trucks in business, industry and agriculture. 


WILLY S 
6. Plas profit from special equipment. You'd sell more than 50 kinds ee 
of additional special equipment, with profitable ‘‘extras’’ Ma tne p 
on many original sales. And, every time the owner has a new job to do, he 
becomes a prospect for a new piece of equipment. 4-wheel drive , 
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Beoler Calls for Return 
Of Factory Integrity 


We WERE visiting the other day with a dealer in a 
Western metropolis who offered this comment on fac- 
tory-dealer relations: 

“During the depression in the ‘thirties,’ some factories 
built up the best dealer networks the world has ever seen 
through integrity and mutuality. 

“Now those same factories are tearing down dealer net- 
works through lack of integrity.” 

He told this story: When he received his selling agree- 
ment last November, he was advised that he and the other 
dealer in the city were short by 100 cars of meeting their 
quota. The zone said that the dealers must overcome the 
deficiency, and promised all possible help. 

Yet, said the dealer, two weeks later, before they had 
received any new models with which to make a showing 
on meeting quotas, they were informed that the factory was 
putting in a third dealer. 

The first dealer, who has been in business in that city 
for 30 years, says that his overhead is near $80,000 a 
month. The new dealer the factory put in is operating 
from a 50-foot lot and a small garage with an overhead of 
about $300 a month. 

On the mutuality point, the dealer said he was asked if 
he would sign a letter to the effect that he would take 110 
cars in January. 

“Sure,” the dealer said, “T’ll sign. Will you sign a letter 
to the effect that I'll get the cars?” 


He said he was told the factory doesn’t do it that way. 
A similar conversation was held in February, but he 





received only 50 cars. So he called up the zone to find out 


where the other 60 cars were. 


He was told that he had 60 cars in stock and could not 
get any more until they were cleaned out. 
“But,” the dealer said, “prewar I’ve often carried 150 to 
200 cars in stock.” 


Integrity and mutuality are as much needed today, he 
said, as they were prewar. 
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Events 


on Conventions 


— owa Automobile 
os Fi. Des Moines Hotel, Des 


‘ices ak Diede. Aleed Aadomebite 
Association Annual oor. 
oe Biltmore Hotel, Providence. 


Apr. 13-14—Automobile Dealers Assn. of 
Indiana, Claypool Hotel, Indianapolis, 


Apr. 17-19 — Arizona Automobile Deslers 
yo San Marcos Hotel, Chandler, 


May 5-7— North Carolina Automobile 
— Assn., Pinehurst Inn, Pinehurst, 


May 10-H—Massachusetts State Automo- 
=, Dealers, Statler Hotel, Boston, 


Mas 

May "21-23 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
7 Beach, S. C. 

23-24 — Idaho Automobile Dealers 
., Boise Hotel, Boise, ida, 

‘ia 26-28—Washington State Automobile 
Dealers Assn., Benjamin Franklin Hotel, 
Seattle, Wash. 

June 19-21—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Michigan. 

Aug. 21-23 — 22nd Annual Convention, 

Automobile Dealers Association of West 

Virginia, Greenbrier Hotel, White Sul- 
phur eng ‘est Nirginia, 

Aug. utomobile Dealers 
Assn., — ry (Kentucky Lake), 
Hardin, y- 

9- it — Maine Automobile Dealers 
Association, Samoset Hotel, Rocklane, 


eine 
5 16—24th Annual State Convention, 
Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, — 
. 16 — Nebraska New Car Dealers 
yg = —_ Hotel, Omaha. 


“Beales Mexico Automotive 
aler hele. Nickson Hotel, Roswell, 
soph. 'ié a Dakota Automobile 
ale Dd. 
Annual 


Assn., Sioux Falls, 
= 8-20 — 32nd ‘Convention, 
lew York State Automobile Dealers, 
Inc., Saranac Inn renee N. Y, 

Sept. 19 — Min utomobile Dealers 
Gaemenen, Radisson Hotel, Minneapo- 


Sept. 19-20 — Illinois Automotive Trade 

Assn., Pere Marquette Hotel, Peoria, Ill. 

os ~ 1920—Wisconsin Automotive Trades 

Schroeder Hotel, Milwaukee, Wis. 

‘- "s-ah-—Nenpeineo Automot ive Assn., 
wena Vista Hotel Bion Mi Miss. 

pt. 26-27—Automobile Dealers Assn. of 


Pennsylvania Automotive As- 
sociation, William Penn Hotel, wits. 
rgh 

Sept. a Texas Automotive Dealers 

fovsuiatien, Shamrock Hotel, Houston, 

. 28-30—37th Annual Convention, New 
Automotive Trade Association 

cn eran Hall, Atlantic 

Oct. "9.10 — New Mite "Wesht Automobile 

Dealers van een Hotel, 
ont 9-1 Rub ool * Kun bile Deal 

ie om: 
Association, Bon Air otal, Auquile. 


Oct. ct. 9-1—Missisipp te Dilent Rosters 
jotel, Biloxi, Miss 


Association ae Convention, Hotel 
se Penn, P , Pa, 
Oct. 13.98 "Florida mobile Dealers 


Sete Sans Souci Hotel, Miami Beach, 
a 
Oct. 26-28—Arkansas Automobile Deion 


Automobile Dealers Association of 
Alabama, Tutwiler |, Birmingham, 


Ala. 
Nov. 13-15 — Ohio Automobile Dealers 
Netherland Plaza Hotel, Cincin- 
nati, O. 
Jan. 28-Feb. 139th Annual National Au- 
tomobile Dealers Association Conven- 


tion. 
Jan. ie Fon he sth Annual National Au- 
ane Dealers Association Conven- 


tion, Sheraton Park and Shoreham Ho- 
tels, Washington, B. Cc. 


Dealer Auto Shows 


March 29-April 3—Sacramento Auto S 
Civic Auditorium, Sacramento. Caliier: 


nia, 
30-April Auto Show, 
New Municipal i Noditerine Senger 


1-3—Tacoma Auto Show, Tacoma, 
(See CALENDAR, Page 44, Col. 3) 


20 Years Ago... 


‘Figures Incorrect... . 


subject of interest to our 
are welcomed. No attention is given to unsigned 
may sign your name with the assurance that it will not be 
used, if you so request, Address Editor, Automotive News, Detroit 26, Mich. 


This is an open forum for the discussion of any 
your letters 


readers, and 
letters but you 


Pre-Registrations 

I have just read your March 4 
issue of Automotive News with a 
great deal of interest. Your story 
concerning the special report given 
by R. L. Polk and Co. to the Ford 
Motor Co., and the figures shown 
on page 10 backing up this report, 
leave out, I believe, the actual 
facts. 

I am not in a position to talk 
about any state other than Ken- 
tucky. As far as these figures are 
concerned, I would like to give you 
a little information which ig first- 
hand and which I think R. L. Polk 
and Co., ought to investigate if 
their reports are to be correct. 

Referring to the dealers’ registra- 
tion report on page 10 of the March 
4 issue of Automotive News, you 
show that on Dec. 31, 1953, there 
were only four automobiles regis- 
tered in Chevrolet dealers’ names 
in Kentucky. I am sure this must 
be incorrect. Our dealership alone, 
which is only one of more than 100 
in Kentucky, had two 1953 Chevro- 


The Big Stories 


Vehicle output in February totaled 358,668 units, highest February 


total since 1929, when 497,705 units were produced . 


. . Effective Apr. 


1, B. F. Goodrich Co. will put into effect a paid-vacation program for 


factory employes... 


Gasoline taxes averaged 40 percent of the retail 


price of the product on March 1, compared with an average of 37 
percent a year ago, according to the American Petroleum Industries 


Committee ... 
req Congress to 
William 


Legislatures of 14 states have adopted resolutions 
eliminate the Federal tax on gasoline .. . 
. MeAneeny, former president of Hupp, died March 24... 


Approval of an amendment to the code of fair competition for the 
auto retail trade was announced by the National Industrial Recovery 


Board. 


—From the files of Automotive News. 





THE FIRECRACKERS OVT AT 
YUCCA FLATS AREN'T THE 
ONLY NO/SE-MAKERS 
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let automobiles — in our 
name on Dec. 31, 

If your reports oo ‘correct, then 
all of the other Chevrolet dealers 
in Kentucky combined had only 
two Chevrolets registered in their 
name. Our company and I am sure 
other Chevrolet dealerships in Ken- 
tucky, make it a practice of regis- 
tering demonstrators in our firm's 
name, not members of the family’s 
name, which is the case of the lo- 
cal Ford dealership. 

We believe that the Ford Motor 
Co. must have advised the dealer 
ships to register cars in someones 
name other than the firm’s name. 
In Glasgow, the local Ford dealer- 
ship had three automobiles that we 
know of, on Dec. 31, 1954, registered 
in the names of the families but 


the cars were used by the local 
dealer as demonstrators. We feel 


that this practice was fairly gen- 
eral over the state and, if R. L 
Polk and Co.’s figures are incorrect 
in Kentucky, there is every reason 
to believe they are incorrect and 
of little statistical value in the 
other states of the union. 

I am giving you this information 
because I think that a statistical 
firm should not be drawn into mak- 
ing a report so misleading as the 
one referred to above. 

Our company did not pre-register 
a single automobile in either a 1958 
or 1954, whereas the records 
Barren County will show that this 
was not the case with some of our 
competitors.—Lronarp W. 
a Ropp Chev., Inc., Glasgow, 


Not So 

We have read your article, “Boot 
leggers Flourish in Texas Panhan- 
dle,” on page 38 of the Feb. 4 
issue of Automotive News. 

Your roving reporter states that 


the accent was heavy on Ford and 


(See LETTERBOX, Page 44, Col. 3) 
































BENDIX LOW PEDAL POWER BRAKE—Specified by more car 
manufacturers than any other make, Bendix* Low Pedal 
Power Brake makes possible quick, sure stops by merely 
pivoting the foot from the go to the stop control. No need to 
lift the foot and exert leg power to bring the ear to a stop. 
Result—more driving comfort, less fatigue and greater safety! 
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A good reliable 


SOUrCe 


FOR AUTOMOTIVE COMPONENTS 


Because of long experience, serving 
many customers, 


Bendix Products Divisionsean apply 
much of the combined know-how _ 
of the automotive industry 


to any specific project 
in the design and manufacture of 
automotive components. 


. 


BENDIX LINKAGE TYPE POWER STEERING—Because Bendix* 
Power Steering is of the linkage type, manufacturers find it 
especially adaptable for production line installation without ex- 
tensive engineering changes. Manufacturers can now meet the 
ever-increasing demand for power steering more efficiently and 
more economically with Bendix Linkage Type Power Steering. 


‘uns. @5. PAT. Orr. 


BRAKES « POWER STEERING « POWER BRAKING + CONSTANT VELOCITY UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 


BENDIX civisict SOUTH BEND “== “Bnet 


Expert Soles: Bendix international Division, 205 €. 42nd t1., New York 17, N.Y. 
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LaFemme Out to Conquer 


Women’s World 


DETROIT. — In what is believed 
the first feminine driveaway in au- 
tomotive history, Dodge dealers’ 
wives and daughters last week 
helped move out the first 100 La- 
Femme models to showrooms all 
over the nation. 

According to Dodge, 500 more 
models are in production and oth- 
ers are being scheduled in response 
to orders. The car was built last 
winter with women’s needs in mind. 


The interior features various 


shades of pink and possesses typ- | 


ically feminine accessories. 


Two pink leather cases are on) 
the back of each front seat. Aspe- | 


cially designed handbag fits into 
the right front seat case. It con- 
tains cigaret lighter, compact, lip- 
stick and other feminine items. 

The case behind the driver con- 
tains vinyl rain coat and sou’wester 
hat as well as a collapsible um- 
brella and a pair of plastic rain 
boots. 











More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 
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International's 140-H. P. Engine— 


The valve-in-head International Black Diamond 264 engine develops 140 horse- 
power at 3,800 r.p.m. It is standard in six R-1700 series models, rated from 16,000 
pounds gross combination weight. The engine is available as optional equipment 
to 2,000 pounds gross vehicle weight and a Roadliner tractor rated at 35,000 pounds 
gross combination weight. The engine is available as optional equipment in six R-160 
series models. 








In Chicago, it takes 2— 


to make connections 


No single daily newspaper reaches 
even half your Chicago-area pros- 
pects. It takes Two. For greatest 
unduplicated coverage, one must 
be the... 


CHICAGO 


= 
SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 





READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 








13 New Internationals 


Six-Wheelers Range Up to 41,000 Pounds GVW, 
92 Tandem Drives Now Offered 


CHICAGO.—Thirteen new Inter-|tion weight ratings of 65,000, 55,009 


national six-wheel truck models in 
the heavy-duty series with gross 
vehicle weight ratings of from 33,- 
000 to 41,000 pounds have been 
introduced by International Har- 
vester Co.’s motor truck division. 

R. M. Buzard, sales manager, 
said they include both conven- 
tional and cab-over-engine de- 
signs. They bring to 92 the num- 
ber of tandem-drive units offered 
by International. 

The model breakdown follows: 


1. One RF-178 (33,000 pounds 
GVW). 


2. Four RF-200 (37,000 to 41,000 
pounds GVW). 

3. Four cab-over-engine COF-190 
(30,000 to 35,000 pounds GVW). 

4. Four cab-over-engine COF-200 
(37,000 to 41,000 pounds GVW). 

The RF-200; COF-190 and COF- 
200 series each include a Roadliner 
tractor model with gross combina- 


, 2a 


REPRESENTED BY: SAWYER-FERGUSON-WALKER CO., LOS ANGELES, SAN FRANCISCO, PHILADELPHIA, DETROIT, ATLANTA © HAL WINTER CO., MIAMI BEACH 





and 65,000 pounds respectively. 

Model RF-178 features a new 
7,000-pound front axle and a 2%,. 
000-pound rear bogie. Power ig 
provided by the Internationa] 
Black Diamond 308 engine of 145 
horsepower. Wheelbases are 142, 
154, 172 and 190 inches. 

International Red Diamond 40 
engine — 175 horsepower—is stand- 
ard for RF-200 six-wheelers. The 
Royal Red Diamond 501 is optiona} 
for highway application. Equip. 
ment includes a 9,000-pound front 
axle and 34,000-pound rear bogie, 
Wheelbases are 145, 157, 175, 193 
and 211 inches. 

Standard powerplant for the 
eight new COE models is the Red 
Diamond 406 engine. Wheelbasges 
are 129, 147 and 165 inches. 

Full power steering is standard 
on all COE six-wheelers. Algo 
standard is a 9,000-pound front axle 
and 60-gallon right or left side 
mounted safety tank. Model COF-. 
190 series trucks are offered with 
either a 28,000 or 34,000-pound rear 
bogie. A 34,000-pound bogie is 
standard on COF-200 series units, 

Recent introduction of the In- 

ternational Black Diamond 264 
and Royal Red Diamond 501 en- 
gines brings to 32 the number of 
powerplants available for Inter- 
national R-line trucks, Buzard 
said. 

Developing 140 horsepower, the 
new Black Diamond 264 is a high- 
torque, valve-in-head engine — 
standard on six International 
R-1700 series models. 

The Royal Red Diamond 501 is 
a high-torque engine that develops 
212 horsepower. It is standard on 
International R-220 and cab-over- 
engine CO-220 series models and 
the six-wheel model RF-230. 


Buxton to Head 
Olds Service 


LANSING. — William J. Buxton 
has been appointed general service 
manager of Oldsmobile, according 





W. J. Buxton O. G. Oxendale 


to G. R. Jones, general sales man- 
ager. He succeeds Elmer E. Kohl, 
who has been named chief in- 
spector. 

Clare G. Oxendale, formerly gen- 
eral supervisor of dealer t 
data, warranty and policy, will suc- 
ceed Buxton as assistant general 
service manager. 

Joining Oldsmobile as a parts 
representative in Denver in 194, 
Buxton became parts and service 
manager of the Denver zone ii 
1947 and was transferred to Lan- 
sing as assistant general service 
manager in 1950. 

Oxendale joined Oldsmobile in 
1941. In 1948 he was named Char- 
lotte (N. C.) zone service represen- 
tative. He was made Zone sé 
manager in Washington in 1951 and 
returned to Lansing as an aide # 
Kohl in 1953. 


Weyand Named 
3-M Sales Chief 


ST. PAUL—Louis F. Weyand, 
executive vice-president of Minne 
sota Mining & Mfg. Co., has been 
named sales director. 

Weyand succeeds George H. Hak 
pin who will remain active a8 
consultant. 

Weyand is just completing # 
years of service at 3M. He joined 
the firm as a salesman in 1915. 

In 1941 he was made sales mai 
ager for adhesives and in 1944 be 
came general manager of the ad 
hesives and coatings division. He 
became executive vice-president @ 
the pressure-sensitive adhesive tape 
and allied products group in 1952,” 
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AUTOMOTIVE WASHINGTON 


Senate Group Explores 


Scope of Auto Probe 


By William Ullman 


ashington Correspondent 


HERE has 


sion of the 84th Con 


n plenty going on here since the first ses- 


convened, but most of the 


Capitol Hill controversy thus far has revolved around mat- 

ters other than of direct interest to car dealers. 
The closest approach to automotive excitement to date 
ii 


was the decision of the Sen- 
ate Interstate and Foreign 
Commerce Committee to 
name a subcommittee to investi- 
gate “all phases of automobile 
merchandising.” 

Action in that field is being 
stepped up as this is written, and 
a committee announcement of its 
plans, their scope and hope ought 
to be forthcoming shortly. 

Earlier in the session the Wil- 
liams, Whitten and Hinshaw bills 
were introduced in the House and 
are now in committee, without ac- 
tion and virtually without hope. 
They were reintroduced from last 
year and now 
may be allowed 
to slumber until 
after the Senate 
so-called investi- 
gation has been) 
completed. 

The Williams, 
bill introduced by | 
Rep. John Bell! 
Williams, Missis- 
sippi Democrat, is | 
identical with the 
Crumpacker anti- 
bootlegging biil of last year. The 
Hinshaw measure, introduced by 
Rep. Carl Hinshaw, California Re- 
publican, would do away with phan- | 
tom freight charging, while the | 
Whitten bill, introduced by Rep. | 
Jamie Whitten, Mississippi Demo- 
erat, would outlaw “one-way” con- 
tracts between auto manufacturers 
and dealers. 

Rep. Shepard Crumpacker, In- 





William Ullman 





diana Republican, has been con- 
templating introduction of a de- | 
vised anti-bootlegging bill—one | 
with a mandatory rather than 
permissive “anti” feature—but he | 
now may decide to await the out- 
come of the Senate findings. 
Crumpacker is not impulsive. He | 
wants to perform a legislative serv- 
ice for both dealers and consumers, 
and it is believed he is inclined to 
move slowly, but as surely as he 
can, and with the highest chances 


for success. 
” ca * 


Issue of Controls 


CLOSEST interest are the 
standby controls for production | 
and materials should there be an-| 
other war. These are being drafted | 
by Government and industry offi- 
cials, as are standby price, wage 
and rent regulations. 

These regulations are being 
drafted despite the fact that Presi- 
dent Eisenhower decided recently 
not to ask Congress for the neces- 
sary legislation. Officials of the Of- 
fice of Defense Mobilization—the 
tuling agency—feel that neverthe- 
less there should be some degree of 
preparation. 

The materials and production 
controls are already authorized by 
the present Defense Production 
Act, while price and wage controls 
Were thrown out the window when 
Congress stripped the act a couple 
years ago. 

Incidentally, the Defense Pro- 
duction Act expires June 30 and 
must be renewed with Title IV, 
the price and salary contro] au- | 
thorization, if all the work being | 
done now is not to be wasted. 

Task groups representing the car | 

and truck manufacturers will meet 
again with Government officials 

ch 30-31 to review what is 
hoped to be the final drafts of the 
ns and production standbys. 
__1t is believed the present Defense 


Brown Returns 
4. M. Brown, of J. M. Brown Mo- 
tors, Ltd., who recently retired, has 
reentered the business as a Mer- 
cury-Meteor dealer in partnership 
with his son, Jim Brown jr. The 
v is at 1950 Marine Dr., North 
ancouver, B. C. 





Production Act will be extended 
after June 30, but without Title IV. 

These matters have been reported 
from time to time by this corre- 
spondent following any known ac- 
tion, but, again, they have not been 
matters of immediate concern, and 
thus not topics of a character to 
reduce the automotive news short- 
age we have just been bemoaning. 

Anyway, better no news at all 


than to have to report that under 
Regulation W the Federal Reserve 





Board has cut payments to 15 
months, or that a limit has been 
placed on production deliveries and 
that price control has been clamped 
on what you do get! 

* * 


Gas Tax Hike Opposed 


COMMERCE Secretary Sinclair 
Weeks last week told the Sen- 
ate Public Works subcommittee 
that it is up to Congress whether 
Federal gasoline taxes should be 
boosted to finance needed high- 
ways. 

He did say, however, that he did 
not believe that except in the case 
of an emergency the Federal Gov- 
ernment should further invade the 
gasoline tax field. He said it has 
been generally regarded as a mat- 
ter of states rights. 

Senator Harry Byrd; Virginia 
Democrat, last week unleashed a 
long-ex attack on the Ad- 
ministration’s $25 billion bond is- 
sue program for highways. 

He denounced the scheme as one 
that would destroy sound budget 
procedure and concentrate © still 
greater power over the states in 
the Federal Government. 

Ah, here is news! 


The Federal Trade Commission’s| did not include a single battery, 
calendar of hearings on formal!auto parts or tire repair concern. 





HYDRAULICS FOR 
MOBILE EQUIPMENT 
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INCORPORATED, DETROIT, MI 
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IH Offers Light Delivery-Truck Body— 


Added cubic capacity without increase in wheelbase or vehicle width is one of the 
features of the Metro-lite body offered on International Harvester’s RM-120, RM-150 
and RM-160 series multi-stop delivery trucks. Produced by Metropolitan Body Co., 
Bridgeport, Conn., an IH subsidiary, the body is made of reinforced plastic, aluminum 
alloy and magnesium alloy. It is available in lengths of nine feet six inches, 10 feet 
six inches and 12 feet seven inches. (See Stor), ?age 14.) 





complaints for the coming week 
of that nature! 
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STFERING BOOSTER...seRies'sz3 





LATEST DEVELOPMENT in POWER 
HANDLING VEHICLES, ROAD CO 


More compact . . . improved in operating characteristics 
... this new Vickers Steering Booster, Series $23 is an im- 
portant new development in power steering for nee 
vehicles. Application is much easier because it requires less 


space... 


and ultimate costs are substantially lower. 


Series $23 thus opens the way to fingertip ease of steering 
for a wide range of additional vehicles. 


Like the preceding models, Series $23 has hydraulic lock 


against road shock. Bumps, 7 
obstructions, etc., cannot spin 


chuckholes, blown front tires, 
the steering wheel or jerk it 


out of control. This is a safety factor of great importance. 


Series $23 Boosters are provided either with (Model 


$23R) 


i odel 

thout (Model $23N) an integral relief valve. Mi 
cont is S with Vickers VT16 and VT17 pumps = 
have integral volume control and relief valve. When the 
larger volume Series V200 pump is used and 3 ae 
control is required in the circuit, the $23N is used with a 


separate 


Model S23R is used with the 


combination valve (see Series FM2 below). 
Series V200 pumps that 


ASK FOR NEW BULLETIN M5106 





VICKERS Incorporated 


DIVISION OF THE SPERRY CORPORATION 
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STEERING for TRUCKS, BUSES, MATERIALS 
NSTRUCTION and MINING MACHINERY 


have no integral valving, for applications where a volume 
control is not required. 


MORE VERSATILE INSTALLATION 


In Series $23 Boosters, the servo ball stud housing is syn 
metrical and can be assembled in any one of our posi 
tions. This and the compactness of the Booster makes 
, .. . increases the number of i 
i can be made without major engineering : 
ao $23 Boosters can be mounted interchangeably with 


Models S6-277 and S6-279 Boosters. 


REQUIRES LESS SPACE 


The new booster 
of the servo control val 


same side as the fitting 


changes, Series S23 requires less space ..- 
quarters. 


Mickers. VOLUME CONTROL and 


OVERLOAD RELIEF VALVE 


YDORAULIC UIPMENT SINCE 1921 





That’s what I call news. 








has been reduced in size by the redesign 
ve. The tube connecting the servo 


: and is now on the 
valve to the rod end has a = a a result of these 






There wasn’t a single item of news 
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AIRFOAM makes interiors roomier, | Premolded AIRFOAM replaces expen- Exciting new seating ideas become AIRFOAM gives custom looks 
more luxurious sive handwork—looks even richer practical with AIRFOAM and custom rides 


Off %. ha 
Fi My, 


Atrfoam-T. M, The Goodyear Tire & Rubber Company, Akron, Ohio 













AIRFOAM can be your greatest 
sales-aid in years 


MADE 
our 





GOooD 





nant look sweet upon that 
when it leaveg no — 


for You! 
as 





Those long, low showroom beauties have a 


way with the customers — but uselessly 


bulky, overstuffed interiors certainly do 
NOT. 

it’s time to take Aunt Min’s sofa out of 
modern cars—and make more room for 
people. It certainly is— and AIRFOAM 
Development Engineers are doing pre- 
cisely that, RIGHT NOW. 


They've already reclaimed much needed space 
in some of America’s best-selling lines— 
and have improved the ride as well. But 
AIRFOAM people don’t rest on their 
laurels. 





OST MODERN CUSHIONING 





IDDAVENPORTS-ON-W HEELS! 


The newest AIRFOAM seat-units are molded 
as one-piece finished cushions! This 
eliminates useless bulk and loose pad- 
ding. It adds style, glamour, new 
comfort for both driver and passengers 
— and even more importantly, precious 
ROOM! 


Such revolutionary developments cannot be 
made available to all, immediately—but 
maybe your manufacturer is one of the 
first! Goodyear, Automotive Products 
Dept., Akron 16, Ohio. 


We think you'll like “THE GREATEST STORY EVER TOLD" 


i ‘it like” 
every Sunday—ABC Radio Network 
: THE GOODYEAR TELEVISION PLAYHOUSE 
every other Sunday—NBC TV Network 
- a 
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News to Note... 


Auto World in Brief 


NEW YORK. — The American 
Institute of Management has pub- 
lished its second annual survey, 
“Manual of Excellent Manage- 
ments,” after a continuing review 
of corporate operation during 1954. 

The institute said investors will 
find a valuable reference list of 194 
well-managed companies paying 
cash dividends for periods ranging 
from 25 to 100 years. The manual 


American Institute of Management, 
125 E. Thirty-eighth St., New York, 


N. Y. 


* * * 


Plastics Fair Postponed 


LOS ANGELES.—Philip M. Kent, 
exposition director, has announced 
a change in dates for the World 
Plastics Fair and Trade Exposition 
from April to Oct. 5-9. He said in- 


is available at $20 a copy from|terest of major eastern firms and 


oe 


ENGINEES 





eet 


—— 


 suoctneinb of time were reasons for 
'the change. 


& * * 


Truckers’ Budget Drops 


OTTAWA.—Canada’s motor car- 
riers are planning to spend $51,- 
700,000 during 1955 on capital and 
repair expenditures, the Canadian 
Government reports. This is a de- 
crease from $55,400,000 spent dur- 
ing 1954. 


* * * 


Armstrong Test Drivers 
Given °54 Safety Awards 


SAN ANTONIO.—Safe driving 
awards for 1954 have been pre- 
sented to 88 drivers of Armstrong 
Rubber Co.’s test fleet at a safety 
award banquet here. The awards 











were presented by C. K. Novotny, 
Armstrong. vice-president. 

Guest speaker Chuck Ruble, 
police bureau of safety, compli- 


Borc-WARNER 


THESE UNITS FORM BORG- 
LTD. « BORG-WARNER SER 
TIONED AIR « INGERSOLL 
LTD. « MARBON CHEMICAL 


PRODUCTION 


NORGE + PESCO PRODUCTS 





———————$ $$ 





— 


mented the drivers for having 


a 


driven 1,188,268 miles in Decem. _ 


ber, 1954 and January, 1956, w'th. 
out an accident. 
* 


Caterpillar District Split 


b 


+ 


SAN LEANDRO, Calif. — Cater. — 


pillar Tractor Co. has _ split 


its > 


western division into the northwegt — 


and southwest divisions. Both wilj 
headquarter here until space ig 
available in San Francisco, accord. 
ing to W. S. Zeigler, domestic sales 
manager. 
‘ * + 


Ford Honors 4 Dealers 


ST. LOUIS.— Ford dealers win. 


ning the “Four-Letter Award” for | 


outstanding records in businegg 
and service are: Barrett-Weber, 
Inc., MacCarthy Motor Co. and 
Mendenhall Motor Co., all of St, 
Louis, and Broadhead Motor Co, 
East St. Louis, Ill. 


Westinghouse Enters 


Torque Converter Field 


PITTSBURGH.—Schneider Mfg, 
Corp., Muncie, Ind., since 1954 a 


wholly owned subsidiary of West- 


inghouse Electric Corp., is 


dissolved to form the hydraulic 


drives department of Westing- 
house’s gearing division, L. A. Bot- 
sai, manager, has announced. 

He said the department will sell, 
engineer and manufacture hydrau- 
lic torque converters and associated 
brakes and transmissions. He 
added: “Our production will be 
concerned mainly with industrial 
applications and not automobile 
transmissions.” 

oe * ea 


Old Cars on Display 


DETROIT.—An exhibit of historic 
vehicles, including old autos, will 
be displayed through April at the 
Detroit Historical Museum, 5/01 
Woodward Ave. 

* 


* 


Krylon Distributor 


PHILADELPHIA. — James W. 
Bampton, president of Krylon, Inc, 
has announced the appointment of 
Hildreth-Baker Co., Arlington 74, 
Mass., as Krylon sales representa- 
tive for New England. 

a + * 


Munnikhuysen and Foy 


Elected by Koppers 


PITTSBURGH. —W. F. Mun- 
nikhuysen has been elected 
chairman of the board and Fred 
C. Foy was named president of 
Koppers Co., Inc., at a special 
meeting of the board. 

They fill vacancies caused by the 
death of Gen. Brehon Somervell, 
who had been chairman and 
president. He died in Florida, 
Feb. 13. 

* * * 
Tires Built for Power Age, 
Goodrich Aide Says 

AKRON. — According to E. J. 
Lewis, B. F. Goodrich Co.’s pas- 
senger tire sales manager, “power 
tubeless tires are the answer to 
the extra traction demands placed 
on tires by use of power steering, 
power shift, power brakes and 
higher power engines.” 

* * 


Inland Steel to Merge 
Harvey with Ryerson 


CHICAGO.—Inland Steel Co. has 
acquired Arthur C. Harvey Co, 


Boston steel merchandising firm, 


and will merge that business with 
New England operations of Joseph 


T. Ryerson & Son, Inc., an 
warehousing subsidiary, according 
to company officials. 

+. + * 


Sealed Power Plans 
$300,000 Expansion 

MUSKEGON, Mich. — Sealed 
Power Corp. has signed contracts 
for a $300,000 expansion program 
at its piston ring plant in St. Johns, 
Mich., according to Paul C. Johm 
son, president. 

Approximately 5,200 square feet 
of floor space will be added to the 
east side of the plant. 

ok 


’" Newman Heads Rotary 


BERRYVILLE, Ark. — Larty 
Newman, an auto dealer here, hat 
been named president of the Berty 
ville Rotary Club. 

x a 
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3 Firms Consolidate 


FOREST, Miss.—Papers for Be 
consolidation of Le-Gray Chev: 
(Continued on Page 50, Col, 3) 
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A YEAR AGO March 17, we published the first issues of The Washington Post 
and Times Herald. 


Here’s a brief way of describing the enthusiastic response of the Washington area. 


Today The Washington Post and Times Herald has as much circulation as the 
previous unduplicated circulation of the two papers separately. 


The Washington Post and Times Herald provides a coverage of its community 
which is unequalled in any of the first ten markets in America. 


Why? Because the news and feature coverage of the two separate papers were 
naturals to combine into one newspaper of dominant appeal. The Washington 
Post, locally owned and locally managed, had earned more honors for newspaper 
excellence than all other Washington newspapers combined. To its outstanding 
news and editorial coverage were added many excellent staff writers and a large 
array of the most popular newspaper features in the world, from the Times Herald. 


Washington continues to be a morning newspaper town. Note this comparison 
with a city of comparable size: 


. One morning 


Two evening papers 


paper combined 
Washington Daily Circulations 380,607 399,197 
Baltimore Daily Circulations 186,719 434,277 


What Happened to Circulation? 


Circulation today is in excess of 380,000 net paid copies daily and 390,000 Sunday— 
130,000 more circulation daily than the second Washington newspaper. 


See ee ee eee ot iP oe 
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WASHINGTON'’S 


FS hs 


FAVORITE 


One Year Ago. 


Washington’s Two 
Morning Newspapers 
became The Washington 
Post and Times Herald 


7 out of 10 in the Washington city zone are covered by The Washington Post 
and Times Herald while the second paper covers less than half. 


3 out of 4 copies in the total city and trading zone are home delivered by 
carrier. 


Advertising Gains! : 


Advertisers are now investing twice as much money for advertising in The Wash- 
ington Post and Times Herald as they were in The Post a year ago, and more, 
we believe, than they are spending in any other Washington paper. 


During the last six months of 1954, general advertisers placed more advertising 
in The Washington Post and Times Herald than in both other Washington news- 
papers combined. 


Retail linage during this same period was up 2,275,184 lines, or 31%, over the 
same period of the previous year, while the second paper gained 2%. 


Classified linage was up 1,237,747 lines, or 52%, while the second paper. gained 
3%. In number of individual classified ads published, The Washington Post and 
Times Herald gained 114,000 while the second paper lost 40,000 classified ads. 


We are gratified with this immediate response of advertisers to such dominant 
coverage at the city’s lowest milline rate. 


The nation’s capital deserves the finest and best edited newspaper it is possible 
to produce. That is our challenge. We expect to live up to it. 


ASHINGTON POST 
TIMES HERALD 


HOME NEWSPAPER 


Represented by: Sawyer, Ferguson, Walker Co. — The Hal Winter Co., Miami Beach — Puck, The Comic Weekly — 


me Joshua Powers Co., Ltd., London 


19 


RNa ee ee ee eae eae 


i 
| 
| 
i 
i 
{ 
j 
i 
i 








' 
; 
f 
; 
i 
! 


it ae ate 


SSibeuuaeens 


“Sb steelers 


20 


Cab Boasts Power Lift .. . 


AUTOMOTIVE NEWS, MARCH 28, 1955 


New Mack COE Series 
Called Most Compact 


NEW YORK.—A cab-over-engine|to back in its class, permitting 


truck series said to be the most 
compact in the industry, with a 


cab that power-lifts vertically from 
the chassis for servicing, has been 
introduced by Mack Trucks, Inc. 

Designated as the Verti-Lift D 
series, the units are built in truck 
sizes from 20,000 to 28,000 pounds 
gross vehicle weight and as trac- 
tors in the 40,000-to 53,000 pound 
gross combination weight range. 

Elliott G. Ewell, director of 
sales, said the series “provides 
Mack with more complete cover- 
age of city and rural delivery 
markets and of medium-capacity 
hauling services.” 

The units are available in four or 
six-wheel models and in a wide 
variety of optional platform lengths. 

The Verti-Lift cab provides maxi- 
mum engine accessibility. The cab 


is said to be the shortest from front 


If this number could 
talk...and it can! 





TO GET STEEL GOOD ENOUGH for Timken bearings, we make 
our own. (No other bearing manufacturer in the U.S. A. does.) Even 
though we think it’s the finest bearing steel ever developed, we’re 
always checking and looking for ways to improve it. For instance, 
we use this X-ray diffraction unit to study the residual stresses 


greater body length along with 
driver comfort. 

“Chassis of the D models,” Ewell 
said, “incorporate advanced styling 
and combine light weight with 
sturdiness.” 

The D-model cab is 12 inches 
shorter than any C.O.E. now of- 
fered in the industry and up to 50 
TS 


Thieves Rob 3 Dealers 


In Missouri of $500 


CALIFORNIA, Mo.—Three 
Missouri dealers have been robbed 
by thieves who broke into the 
dealerships and took a total of 
about $500 in cash. 

Victimized were Harold Albin’s 
Ford, Hainen Motor Co. Saeko 
Plymouth) and 
Chevrolet Co. 





present in heat-treated steel parts. 





WE LEAVE NOTHING TO CHANCE. Every one of these bearing 
cones has already passed the most rigid inspections. Yet these women 
make an extra one. They take one last look for surface defects, too 
tight or too loose cages, and once more check the bore dimensions. 
This extra inspection is another step that makes Timken bearings 
the number 1 value in your car’s moving parts—the vital zone. 


inches shorter than conventional 
types, Ewell said. The three-man 
cab is six feet three inches wide 
and only 68 inches from front 
bumper to the back of the cab. 

The new models turn in a cir- 
cle 34 feet in diameter. They have 
a cab-to-rear-axle dimension of 
81% inches and use 9:00 x 20 
tires. 


The new series features light a 
chassis weight combined with an | j,% 


engineering design distributing 
more load on the front axle. In 
many of the new units, this will 
provide gross weight distribution 
of one-third on the front axle and 
two-thirds on the rear. 

Maximum driver visibility is pro- 
vided by a large windshield and full 
window openings in wide doors. 
Seats are positioned for fullest 
view forward and downward, and 
to right and left. The windshield 
is set at an agle to reduce glare. 

Unusual features are counter- 
weighted door windows that can be 
raised or lowered without use of 
cranks. 

To reduce driver fatigue, cabs 
are insulated, ventilated and 
fumeproof, and heating is easily 
maintained at comfortable levels. 

D-20 and D-42 models utilize the 


ee 


circle. 

* oJ oJ 
same engines and other components 
standard in the Mack line. 


Maximum accessibility to the en- 
gine is quickly achieved by raising 
the cab vertically, using a hand 
pump or by optional hydraulic 
power, Ewell said. 

Raising the cab is accomplished 


; without disconnections of any kind. 





pany, Canton 6, Ohio. 





THE NUMBER 25580 on the bearing cone, 
coupled with 25520 on the cup, tells you that 
this is a certain size of tapered roller bearing 
commonly used in differentials. With the trade- 
mark ‘‘Timken®” also on the bearing, the num- 
ber tells you about the bearing’s fine quality and 
the services that go with it. 





NAME YOUR REQUIREMENTS — we'll meet 
them from the 5,850 sizes and 26 types of Timken 
tapered roller bearings that we can make in any 
quantity. For value, always specify “Timken” with 
the bearing number. And for fuil value, always 
use a Timken bearing cup with a Timken bear- 
ing cone. The Timken Roller Bearing Com- 


TIMKEN is number | for VALUE where value counts most...in the vital zone 


TRADE MARK REG. U.S. PAT. OFF. 


NOT JUST A BALL © NOT JUST A ROLLER (> THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL b AND THRUST -(§— LOADS OR ANY COMBINATION WI 


Mack Stresses Maneuverability— 


The cab-forward D models offered by Mack utilize wide front axle and large é 
ing gears for ease of a handling and maneuverability. The models turn in a 39-foor 





* * * 


As a safety feature, the cab autor 
matically locks in raised position, 
Usual every-day maintenance is ; 
complished without raising the = 
Complete removal of the D : 
requires less than 30 minutes come 
pared with about 15 hours for 
cab-over-engine types, Ewell 


The standard D-20 engine is the 
~ | 290-cubic-inch Magnadyne gasoline 


unit developing 107 brake horse 
| power at 2,800 r.p.m. The D-42 mod- 
els feature a 150-horsepower Mag- 
nadyne engine of 401-cubic inch 
displacement. 
| Optional components include five- 
| speed and 10-speed transmissions, 
| single and dual reduction axles and 
| hydraulic or air activated brakes 
| Six-wheel models are equipped with 
|Mack’s Balanced Bogie with the 
| Power Divider. 

Ewell said delivery of various D 
| models already had been made to 
| several companies. 


Legislatures Act 
To Pave Way for 
New Headlights 


WASHINGTON. — Amen 
| to legalize the new-type 
beam headlights are being 
in 18 of the 22 states in which E 
| amendments are necessary, accord- 
ing to the National Highway Users 
| Conference. 

In Idaho and Minnesota such 
amendments already have become 
law, while in Nevada, Utah and 
| West Virginia they have passed 
| both houses. 

Approval by one house hag been 
given in Arkansas, Colorado, Inde 
jana, Iowa, Kansas, New Mexico, 
|Oregon and South Carolina, while 
action remains to be taken in Cal- 
| fornia, Connecticut, Missouri, Texas 
and Washington. Alabama, Florida 
and Pennsylvania have yet to com 
sider such amendments, 


Georgia has rejected legislation 
legalizing the new lighting equip- 
ment, 

Bills proposing adoption of the 
Uniform Vehicle Code requirements 
for electrical or mechanical signak 
ing devices on commercial] vehiclet 
are before the legislatures in Inde 
'ana, Oregon, Tennessee, Utah and 
| Washington. : 

A new law in Wyoming ant 
|measures under consideration it 
| Kansas, Maryland and Montana te 
quire turn signals on all new cam 
registered after certain dates, 
proposals in Connecticut and It 
nois would require them on all ve 
hicles. 


12% Discount on Buick 


Is Offered to Jaycees 


HARVEY, Ill. — Members @ 
the Junior Chamber of — 
have been given “special 
eration” to buy a new eae oe 
cial Riviera for $2,235.61. 

Included in the price #© 
chrome wheel discs, heater, <3 
luxe steering wheel, white 
tires, electric clock and 
light. No tradeins are acce 
only one color is available 
buyers must drive the car in 
Illinois caravan to the J 
national convention in 
The price represents a 4 
of approximately 12 
spokesman at the Buick f 
said the offer was 5s 
dealer promotion. 
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Engineering - Production - Materials 


i Monthly Section Describing and Interpreting Technical Bevelopments 


by John T. Benedict 


cr WAS my good fortune to be 
present at an SAE meeting the 
other night when the stylists closed 
the doors on a captive audience of 
engineers and proceeded with a 
“technical lecture on styling in re- 
taliation for all the engineering 
technical papers stylists have en- 
dured in the past.” 

Chrysler stylist Donald Kopka 
led off with the question: “Is Styl- 
ing an Exact Science?” He admitted 
that, strictly 
speaking, it is not 
—but said, “It is 
a lot more scien- 
tific and down-to- 
earth than is gen- 
erally realized.” 
In developing this 
theme, Kopka 
pointed out that 
the stylist now 
has a set of rules 
and various tech- 
niques that help 
to govern the creation and evalua- 
tion of design ideas. 

Design was described as “the art 
of creating form by unifying re- 
lated and contrasting elements.” 
As a first step in outlining some of 
the basic design principles and 
showing how their application 
guides the automotive stylist, Kop- 
ka listed the fundamental! elements 
of design. 

These include line, direction, 
shape, size, texture, value and 
color. These elements are ar- 
ranged into a unified design ac- 
cording to such principles as rep- 
étition, alternation, harmony, 
gradation, contrast, dominance, 
unity and balance. 

Making liberal use of colorful 
slides, Kopka explained the mean- 
ing of these terms and amply dem- 
onstrated that a competent, well- 
ttained stylist does have an under- 

reason for the designs he 





D. F. Kopka 


Produces. 

After this glimpse of the rational 
approach used by the stylist, and 
SMe hint of the methods he em- 
ploys in following established prin- 

(Continued on Page 38, Col. 1) 


New Gages Help Prevent Scrap Te 





Tire and Rim Design Is Heart of Issue . . . 





Truck Tubeless Debate Rages 


By John T. Benedict 
Engineering Editor 


Acer? the only things anyone 
can say for sure concerning 
truck tubeless tires and wheels to- 
day are that opinions differ widely 
—and the situation is so much “up 
in the air’ that even the best- 
informed experts hesitate to predict 
the eventual outcome of present 
controversies. 

In wheels and rims, the principal 
arguments are those dealing with 
relative merits of the one-piece 
drop-center versus multi-piece flat- 
rim “gasketed” designs. Equally 
important are discussions related 
to the highly controversial “short- 
sidewall” tire that must be used on 
a drop-center rim. 

In 1955, it will become general 
practice to offer tubeless tires on 
light trucks that use the conven- 
tional drop-center “passenger-car” 
type of wheel. 

Many people believe the tube 
will be dropped from some me- 
dium and heavy-duty trucks with 
introduction of 1956. models—and 
that the tubeless tire will be 
dominant as original equipment 
on 1957 and 1958 models of trucks 
in all highway classifications. 

It is only a slight exaggeration 
to say that the current “period of 
decision” is characterized largely 


Wesson Introduces 
Carbide ‘26’. for 
Steel Machining 


EXINGTON, Ky. — A new ce- 
mented carbide designed for a 
wider range of steel machining op- 
erations than any previously avail- 
able single grade of carbide has 
been announced by the Wesson 
Metal Corp. 

It is designated as “Grade 26” 
and while created primarily to 
handle all types of steel rough 
and semi-finish machining—light 
medium and heavy-duty—the firm 
says it alse is proving highly ef- 
fective on some finishing opera- 
tions. 

James A. Fraser, president, said 
that the new carbide will reduce 
the number of grades required for 
steel cutting operations by as many 
as four, simplifying the problems 
of tool selection and engineering. 
It is now in full production. 

Grade 26 is believed by Wesson 
to be the closest approach to a 
“universal” carbide for steel cutting 
yet produced by the carbide indus- 
try. 








Drop-Center Tubeless— 


This cross-section of a Firestone tubeless 
truck tire mounted on a drop-center rim 
shows how tire bead and sidewall con- 
struction have been modified to remain 
within limitations for tread outer diameter 
and rim inner diameter. ‘ 


by “indecision.” Time is running 
out rapidly for those companies 
that intend to offer tubeless equip- 
ment on their 1956 line. As usual in 
the early stages of major new tech- 
nical developments, engineers must 
choose between two or more basic- 
ally different means of accomplish- 
ing a desired goal. 


* ok x 


Aso: as usual, there appear to 
be important advantages and 
disadvantages associated with each 
of the designs under consideration. 
The stakes are high, and current 
decisions are fundamental, since 
they will commit a company in one 
direction or another on develop- 
ment programs leading to installa- 
tion of tubeless equipment on me- 
dium and heavy-duty trucks. 


Manufacturers and fleet opera- 
tors are observing tests and 
studying data ... weighing the 
many factors affecting this im- 
portant decision. Everyone is 
keeping an ear open for clues to 
what “the other fellow” plans to 
do, There is a universal com- 
plaint that “more testing and 
field experience are needed” be- 
fore it will be apparent which 
course the industry should fol- 
low. 

In such circumstances, it is only 
natural for many people to delay 
decisions while awaiting results of 
additional tests—and hoping that 
somehow, someone will come up 
with a low-cost design combining 
the good points of all the present 


Automation Invades Inspection 


T° PREVENT their expensive, 
high-speed machinery from pro- 
ducing a binful of scrap in a hurry 
When tools become worn or broken, 
m planners have devel- 
oped some equally remarkable built- 
iN gages and other automatic in- 
Spection devices. 
&utomation men have 
it vital that the machine 
have sufficient “intelligence” to 
tither shut itself off, or flash a 
Signal when an adjust- 
Ment is needed, to avoid the high- 
Peed production of parts that 
Wit be rejected because they are 
net “within tolerance.” 
try tly the automotive indus- 
is experiencing a strong trend 


toward integration of the gaging 
function into the machine. 

A basic, widely used method is 
that of flashing a warning signal 
when the operation approaches tol- 
erance limits and flashing another 
signal (or automatic shut-down) 
when an unsatisfactory product is 
being made. 

On grinding, lapping and honing 
operations, the industry also has 
progressed to “gage-control” of ma- 
chinery. These self - adjusting, so- 
called “feedback” control systems 


Engineering New Products 


Page 24 








differ widely in basic design con- 
cepts. 

But they share the common 
function of continuously “polic- 
ing” the operation and automat- 
ically compensating for any tend- 
ency that would lead to out-of- 
limits parts. 

It is a widely accepted belief that 
the industry will experience a nat- 
ural evolution toward similar 
“closed loop control” for many 
metal cutting operations. 

In the meantime, as pointed out 
by an engineer at F. Joseph Lamb 
Co., a “100 percent inspection re- 
quirement” is replacing the former 

(Continued on Page 30, Col. 1) 






"Tru-Seal" Tubeless— 


Goodyear’s new three-piece rim utilizes 
a rubber ring to seal the air in. There is 
no limitation on tubeless sizes, since the 
principle may be used for tires of any 
size—including the large off - the - road 
sizes. 

Ae See 
experimental ideas while avoiding 
all the “bad” features. 

7S’ 


Truck Manufacturers 
Face Basic Choice 


QE of the largest manufactur- 
ers of light to medium-duty 
trucks is known to have decided on 
drop-center wheels. Engineers at 
this company recognize that there 
are problems and advantages either 
way. But they evidently believe that 
problems will be solved regardless 
of which path is taken. So, looking 
ahead to the time when experi- 
mental work will be concluded sat- 


New YORK.—An increase in the 
use of zinc-base die castings by 
the automotive industry in the 1955 
models was reported last week by 
the American Die Castings Insti- 
tute, national association of job 
shop die casters. 


Spokesmen for the Institute 
noted that on the 1955 cars, 16 
different models have complete 
die cast grilles, and six others 
have major die cast elements as 
part of the front treatments, in- 
cluding grille frames, lamp 
shrouds and bezels. 


An interesting insight into the 
trend toward zinc die castings is 
revealed in a recent American Die 
Casting Institute survey: On 1955 
cars more than eight times the 
weight of zinc die castings are 
utilized in grille and trim parts as 
on 1954 models. 


* * * 


SxS W. J. During, Institute pres- 
ident, “Among the basic reasons 
for the trend toward the use of zinc 
on automobiles has been the coop- 
eration of the zine producers in sta- 
bilizing the zinc market. The tre- 
mendous tonnage of zinc utilized in 
the front ends of the new models— 
in addition to the normal die cast 
zine parts used throughout the car 
—gserved as an impetus for the zinc 
industry to ‘sell’ the automotive in- 
dustry on zinc as a basic engineer- 
ing material.” . 

A representative of the auto- 
motive industry commented that 
one of the strongest reasons for 
the greater use of zinc die cast- 


Zinc Grilles Favored 


16 New Models Have Complete Die Cast Units; 
Compactness, Economy Cited 


isfactorily, they conclude that the 

drop-center holds the most promise. 
Two other important truck 
ufacturers believed to be 


Thinking at another company 
ranked among the first five truck 
producers is particularly 
because this organization carries a 
line of trucks in sizes ranging from 
light pick-ups to gross combination 
weights beyond the 55,000 pound 
class. The chief engineer says he 
expects to take advantage of drop- 
center rim simplicity up to the 
maximum tire sizes feasible for 
mounting on such a wheel design. 
In the larger sizes (above 9.00 tire), 
where the drop-center may not be 
practicable, he looks for use of a 
“flat-rim gasketed type.” 

Most people seem to accept the 
idea that stiffness of tires 
than 9.00 or 10.00-20 will t 
use of drop-center rims, However 
Firestone, a leading drop - center 
advocate, thinks otherwise. Fire- 
stone sees no reason why the drop- 
center principle can’t be applied te 


tire sizes that will take care of 
“the bulk” of highway require- 
ments. 


The 10.00-20 and next iarger size 
tire currently are under test on the 
drop-center rim at Firestone. Suc- 
cess in repeated mounting and de- 
mounting has convinced company 
engineers that the principle will be 
feasible “commercially” on the 

(Continued on Page 26, Col. 1) 





He asserted that honeycomb or 
waffle treatments can be incorpo- 
rated into grilles with a minimum 
of assembly because die casting can 
produce complicated and intricate 
sections in one piece. The same 
type of grille, economically pro- 
duced as a die casting, would be 
prohibitive in cost if assembled 

(Continued on Page 40, Col. 3) 


Front-End 
Die-Castings 
©AR MODEL Weight, Lbs. 
Cadillac 53 
Buick (Special & Century) 28.5 
Buick (Roadmaster & 

Super) 29.0 
Oldsmobile 1.6 
Chevrolet 18.0 
Plymouth* 6.0 
Dodge* 14.0 
DeSoto* 22.0 
Chrysler* 28.0 
Imperial* 31.0 
Mercury 89 
Lincoln 8.9 
Ford 3.5 
Studebaker 81.6 
Packard 39.9 
Clipper 31.1 
Rambler 12.7 
Nash (Ambassador & 

Statesman) 22.8 
Hudson (Hornet & Wasp) 20.2 
Kaiser 23.2 
Willys 21.7 
* Estimated. 
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2 ddematen esinome 
Appointed by Norton 


Two new abrasive engineers and 
a new field engineer have been ap- 
gg by Norton Co., Worcester, 


ritory, James A. Coleman to Kan- 
sas City, and Raymond B. Goodale 
to Chicago. All three are former 
members of the sales engineering 


er northern Texas, and Paul B. 
Foxwell has been shifted from Kan- 


$s. 
Laurence G. Holfelder has been 
sas City to cover southern Texas. 


assigned to the central Indiana ter- 








Are Bargain Hungry Customers 
trading you out of Profits? 





Don’t give your profits away to turn a 
prospect into a customer. Instead use Carlife 
Guaranty as a trading feature. It costs you 
just $1.00 . . . has a retail value of $25.00. 
You'll find customers buy from you when you back your 
product with tangible evidence of your integrity . . 
when you take the gamble out of the sale! 


Write today for all the facts 


The CARLIFE GUARANTY CO. 
16501 WYOMING AVENUE ¢ DETROIT 21, MICHIGAN 








The Nation's Auto Market Place 


Want an insight into what's doing in the auto industry across the nation? 
Read the Want Ad pages of Automotive News for cives. 
And as for selling—we've even sold horses to the men who deal in modern 


horsepower . . . not to mention yachts, country estates, brainpower, ancient cars, 
used cars, parts, tools and shop equipment. 


if you have a service or a product to sell, use the want-ad pages of the 
Automotive News. They are read regularly by o hundred thousand men in the 
retail auto oe across the nation. 


Want Ad Dept. 
Automotive News, _ 
2666 Penobscot Building, Detroit 26, Mich. 
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Technical PERSONNEL CHANGES 





Norton Co., Worcester, Mass., has 
named Laurence G. Holfelder and 
James A. Coleman abrasive engi- 
neers for Indiana and Kansas City 
respectively. Raymond B. Goodale 
has been appointed a field engi- 
neer at Norton’s Chicago office. 
Norton has shifted William A. Si- 
monds to northern Texas and Paul 
B. Foxwell from Kansas City to 
southern Texas. Both are abrasive 
engineers. ‘ 


National Broach Ups Ashton 
To Sales, Service Chief 


Appointment of Harold Ashton as 
sales and service manager is an- 


nounced by Ben F. Bregi, Ered 
ident of National 
Broach & Machine 
Co., Detroit. 


The company 
makes tools, fix- 
tures and machin- 
ery for the met- 
alworking indus- 
try, including 
gear-shaving, lap- 
ping, grinding 
and inspection 
equipment as well _ . 
as broaches and Harold Ashton 
broaching fixtures. Ashton former- 
ly was chief service engineer. 

a * * 


Reichhold Names Stevens 


Sales Vice-President 

John W. Stevens has been 
named sales vice-president of 
Reichhold Chemicals, Inc., White 
Plains, N. Y., according to Henry 
H. Reichhold, chairman. 

Stevens previously was general 
sales manager of chemical divi- 
sion of Celanese Corp. of America. 

* * ” 


Cloyes Appoints Brannon 


Paul W. Brannon has been ap- 
pointed manufacturing vice - presi- 


dent of Cloyes Gear Works, Inc.,| 7 


according to Harry D. Myers, presi- 
dent. Brannon has been vice-presi- 
dent and works manager of the 
Pesco products division of Borg- 
Warner Corp. 


Clark Appoints Miller 


Development Engineer 


James A. Miller has been ap- 
pointed development engineer for 
he transmission 
division of Clark 
Equipment Co. 

Prior to his as- 
sociation with 
Clark, he was in 
charge of trans- 
mission design 
and power - shift 
transmission de- 
velopment for the 
3 products develop- 
ae ment laboratory 
+ A of Borg - Warner 
Corp. and for Ford Motor Co. 

” * * 





Vickers Names Sharkey 


To Purchasing Post 


Appointment of Robert V. 
Sharkey as general purchasing 
agent has been 
announced by R. 
M. McCabe, pur- 
chasing vice-pres- 
ident of Vickers, 
Ince, Detroit, 
Mich. 

He joined Vick- 
ers as a buyer in 
1941. He became 
assistant pur- 
chasing agent in 
1948 and pur- 
chasing agent in 


R. V. Sharkey 

1952, a position he held until his 

new appointment. 
* * 


* 


Parker Promotes Mease 
Promotion of Richard R. Mease 
té sales engineer specializing’ on 
hydraulics in the northern Illinois 
territory is announced by D. W. 
Holmes, sales vice-president of 

Parker Appliance Co., Cleveland. 


| 
SECM ESSE HEHEHE EHH HEHEHE EEE HEE EEHH HEHEHE HE EEHES HEHEHE EEEE SESE EE EES EEE EEE | SES Elects Gokhale 


Figure cost at 22 cents a word. (Position wanted at | 
11 cents per word.) $1 for box number. Display ads: $12.30 per column inch, per | 
mail check with order. Closing date: 6 days in advance of | 
publication date. Frequency Rates available on request. 


!| As 1955 President 


The Standards Engineers So- 
ciety has elected M. 8. Gokhale, 
RCA, Camden, N. J., as 1955 
president. 

Other new officers include Her- 


'|Corp. as a test 





| | Rockford, Il. 





bert G. Arlt, Bell Telephone Co., 
Murray Hill, N. J., vice-presi- 
dent; Victor 8. Giffens, Philco 
Corp. , Philadelphia, treasurer, 
and 0. W. Bowler, Leeds & 
Northrup Oo., Philadelphia, sec- 
retary. 


* * * 


Dodge Promotes Jenkins 


To Quality Manager 

Robert Lawrence Jenkins, of 
Dodge engineering staff, has been 
promoted to qual- 
ity manager, 
M. C. Patterson, 
Dodge general 
works manager 
has announced. 

A Detroiter 
since he was two, 
Jenkins attended 
Wayne Univer- 
sity. In 1951 he 
joined Chrysler 


R..L, Jenkins 


engineer; in 1953 
switched to Dodge as a power 
plant engineer. 
* + + 
Read Is Chief Engineer 
Of Carter Carburetor 
Announcement has been made 
of the appointment of Leland B. 
Read as chief engineer of Carter 
Carburetor Corp., St. Louis. Read 
will replace J. T. W. Mosely, re- 
signed. 


Johnson Heads Engineering 
For New York Air Brake 


Thomas W. Johnson has been 
appointed director of engineering 
of New York Air Brake Co. 

Johnson will be 
in charge of en- 
gineering of the 
firm’s five divi- 
sions: Kinney 
Mfg. Co., Aurora 
Pump Co., Dudco 
division, Hydreco 
division and Wa- 
tertown division. 
Prior to his new 
appointment, 
Johnson was as- 
sistant to John 
G. Wood, the company’s executive 
engineering consultant. 


Westinghouse Names Rundlett 


Assistant Planning Chief 
Appointment of Thurman L. 
Rundlett to the new position of 
assistant planning director of new 
products has been announced by 
Westinghouse Electric Corp., 
Read said the new office will 
serve as a central point to which 
new product ideas originating 
within or the company 
may be referred in cases where a 
question exists as to which de- 
partment should undertake the 
project. Rundlett joined Westing- 
house in 1940. 


Barnes Automation Sales 
Headed by Billingham 
Ralph B. Billingham jr., has been 


appointed sales manager of the 
automation section of W. F. & 





T. W. Johnson 


Billingham 
joined the com- 
pany in 1947 as a 
design engineer 
of automation 
equipment, was 
promoted to sales 
engineer, and 
more recently, 
was assistant 
sales manager of a 
the automation R. B. Billingham 
section. This section is engaged in 
the design and manufacture of a 
wide range of automation equip- 
ment including specialized con- 
veyor units and systems for solving 
og materia] handling prob- 

ems. 





* ” * 


Packard’s Smith Retires; 


40 Years in Industry 
Earl H. Smith, Packard devel- 
opment engineer and director of 
proving ground eperations, has 
retired after more than 40 years’ 
service in the auto industry. 
Smith has been with Packard 



































since 1934, when he joined the 
company after having beeq | 
assistant chief engineer for Pom 
tiac. One of Smith’s first posis in 
the auto industry was with 
Mitchell Motor Co. in Racing 
Wis. He also served with M 
mon ond Oldsmobile, 


Weller Niel to Head 


Carboloy Tool Sales as 

E. J. Weller, carbide design ang 
— engineer of the Carbo 

lg a ge of General Elec 

o, Detroit, has ’ 
been named man- 
ager of tool sales. 

Weller, who 
joined Carboloy 
in 1954, began his 
career with Gen- 
eral Electric in 


ist in the turbine 
division. 

Upon complet- 
ing the company’s E. J. Welle 
apprentice training course, he | 
came a die maker. He later 
transferred to the materials | 
process laboratory of the turk 
division. . 

* * 


Mordica and Edwards 


To Stay with Pennsalt 


John Mordica and Gene C, 
wards, veteran members of 
Gilron Products Co. sales staff, 
continue to service their resp 
accounts following consolidatic 
their organization with Pen 
vania Salt Mig. Co. 
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Michigan Tool Shifts Staub, 
Scott and Moncrieff 

Appointment of A. D. Ma 
as manager of the machine tool ai 
cutting tool 
sions and Olay 
E. Scott as ch 
engineer 
Michigan 
Co. has 


See een Lees rat. net cena 


nounced by Ose 
M. Bard, F 
dent. ae 
At the sam 
time, Bard 
nounced t 
Charles R. 





A. D. Moncrieff chief engine 
since 1936, has been named ¢ 
consultant. & 

Moncrieff joined Michigan Tt 


See eee saree ar 





co. B.S 


C. E. Scott 
in 1933, Scott in 1935 and St 
1929. 


€ + * ia 

Kaiser Appoints Myer ~ 
Richard T. Myer has been” 
pointed chief metallurgist of” 


aluminum fabrication div 
Kaiser Aluminum & Chemical 


Acheson Ups Barnes — 
Paul M. Barnes has been ma 
export sales supervisor of Ach 
Colloids Co., Port Huron, 
cording to M. W. Reynolds, gt 
maneger. Before taking the a 
created post, Barnes was g 
sales manager of Union § i 
Refining Co.’s export division.” 
7 e 


GMC Truck & Coach Nan 
Crockett Chief Engineer” 
Cc. V. Crockett has been 
pointed chief engineer of & 
Truck & Coach, accordi 
Philip J. Monag- 
han, division 
general manager. 

Crockett, for- 
mer chief engi- 
neer of Cadillac’s A 
Cleveland tank ' 
plant, succeeds 
Cc. J. Bock, who 
is on leave of 
absence due to 
illness. 

Crockett joined 
Cadillac in 1924 
as a lathe operator. 
appointed chief engineer OF 
Cleveland Tank Plant in 195h 


He ¥ 
of 


e 
< 
- 
OE EE 
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pasa ONLY NASH DEALERS 


Pam 


HAVE 2 WINNERS TO SELL! 


Ambassador Wins its Class 
in Mobilgas Economy Run 


™ 29.10 = 


This is a day every Nash dealer can well bé proud of— 
in a year of big talk about engine efficiency, engine 
economy, Nash has won the “Big Car” Class “C” race 
in the famed Mobilgas Economy Run—scoring a smash- 
ing victory over every car entered in its class with a 
sensational average of 25.18 miles per gallon—yielding 
a ton-mile average of 58.55. And this figure was tops in 
the Class “C” field! 

Here is further evidence that the Nash Ambassador— 
one of America’s finest fine cars is also America’s finest 
fine car value. This amazing economy—coupled with un- 
rivaled comfort, safety and performance—puts the Nash 
dealer way out front in saleable features! 


Te a) eS ee ee) 
BEATS ALL CARS WITH 97 47 Miles Per Gallon 


With a remarkable miles-per-gallon average of 27.47, 
the Rambler beat every other car entered in this year’s 
run, including the “Low Priced Field” —to establish an 
all-time record for cars with automatic transmission. 
And this is the Rambler’s second all-time record in the 
Mobilgas Economy Run. In 1951, a Rambler with over- 
drive averaged 31.05 m.p.g.—a record that still stands! 

These remarkable mileage feats offer new proof of the 
value of the Nash Franchise. With four great new series 
covering 97% of the new car market . . . and with the 
most revolutionary profit sharing plan in history—the © 
Nash Dealer Volume Investment Fund—the Nash Dealer 
is in an enviable position. He alone can offer prospects 
Two Great Economy Winners! 


*For cars with automatic transmission. 
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Friction Properties Tested 
By New Machine 


A new machine for friction testing of 
materials under loads allows material to 
be tested while it is held and made to 
ride on the rim of a revolving drum, 
resulting in a horizontal friction force 
tangent to the drum surface. 


One of its features is a restraining 
device which maintains position of the 
test sample on the vertical centerline of 
the drum regardiess of variations of the 
frictional force. Link Engineering Co., 
13840 Elmira, Detroit, Mich. 

* * * 


Cutting Fluid 


A synthetic water-soluble compound for 
cutting and grinding has been announced 
by Van Straaten Chemical Co., 82 W. 
Washington St., Chicago 2, Ill. It is said 
to leave a soft residue on the machine, 
compared with the hard, gummy deposits 
left by some synthetics. 















At Any Desired Setting 


one-twelfth of a degree. 


* * * 


Starrett Co., Athol, Mass. 
* * «* 





Variable Delivery Pumps 
For Pressures to 5,000 Psi 


Two series of high-pressure, variable 
delivery hydraulic pumps are offered for 
hydraulic systems requiring constant high 
pressures with control of fluid delivery 
from zero to full flow. 


ad 








18,000 Feet a Minute 


published by Carborundum Co., Niagara 
Falls, N. Y. The 42-page booklet gives 
abrasive engineering recommendations 
and discusses metal buffing, metal tum- 


Draftmen's Protractor Locks 


No. 361 Draftmen’s Protractor is made 
of stainless steel and offers accuracy to 


lt lies flat on the drawing board and 
locks at any desired setting by means of 
knurled binding nut which also serves as 
knob for picking up the instrument. L. S. 


Grinder's Perimeter Speed 
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Engineering and Production 
New Products 





Separator-Type Accumulator 
Maintains Constant Pressure 


This large-capacity separator-type ac- 
cumulator is designed to maintain constant 
pressure, eliminate shock and surges and 
compensate for fluid leakage in hydraulic 
systems. Its floating piston transmits the 
pressure of the precharged gas to the 
working medium and prevents entrain- 
ment of the gas into the hydraulic fivid. 

The units are designed for 2,000 psi 
and will deliver 2,310 cubic inches of 
oil with a pressure drop of 10 percent, 
and hold 21,950 cubic inches of gas. 
Other models have capacities from two to 
21,950 cubic inches. Superior Hydraulics 
Division, 15201 St. Clair Ave., Cleveland 
10, O. 

* * «* 


New Closing Device Used 


In Circuit Breaker 


A circuit breaker closing device, the 
“Cooperator,” uses liquid carbon dioxide 
as the source of closing power, and oper- 
ates independently of the regular source 
of control or closing power in a station. 

The Cooperator has a 10-pound bottle 
of carbon didéxide as energy source, a 
regulating valve, an intermediate receiver, 
a control valve for release of the gas 
from the intermediate receiver, and a 


power cylinder and piston for closing 
the circuit breaker. General Electric Co., 
Schenectady 5, N. Y. 


* * 










Metal Indicator 


The Metal Indicator sorts and identifies 
metals which have been mixed. The in- 
strument compares thermo-electric volt- 
ages generated by the metal being sorted 
with the voltages of known metals. Brush 
Electronics Co., 3405 Perkins Ave., Cleve- 
land 14, O. 





































Resistance Welding Press a 
Has Many Applications ‘“ 


This versatile resistance welding 
is adaptable not only to the auto 
field but a variety of sheet metal ap 
tions. The press is now used by a 
Re Sone auto manufacturer for floor panel a 
ve saa blies. Ae. 
Hydrauvlically operated, the press j 

equipped with an air surge tank, 

_ | eliminating the problem of air exhausi 

| A variety of sizes and capacities ; 

available. Link Welder Corp., 13684 

Buena Vista, Detroit 27, Mich. E 


* * * 


am 





Linear Ball Bearing 
For 3-Inch Shafts 


Ball Bushings are large-size linear ball 
bearings for use on three-inch-diameter 
shafts, 


SatotvcoaeaNeR AS 


which heretofore were available 


only in smaller sizes. 

The heavy-duty units may be used on 
guide rods in place of plain sliding bear- 
Inc., Manhas- 


ings. Thomson Industries, 


set, N.Y. 















Light-Duty Nibbler Cuts 
18-Gauge Stainless Steel 


The new Fenway Nibblier is 
handle stainless steel up to 18 g 
milder steels and other sheet 
to 16 gauge. a 

It weighs eight pounds and con” 
used as a hand tool. At maximum 
cuts at the rate of 43 inches per 
with a minimum cutting radius of 
This clecwenté tend veley to sald to eighths inch. Fenway Machine Co., 


actuate water sprays, coilers or oilers on Twenty-third 2., Paiadstpite , ra 
rolling mills in synchronization with pas- * ¢ 6 4 
sage of strip, plate and rod through a 
rolling mill. 

it is housed in a steel enclosure for 
mounting to panel or wall, and contains 





Electronic Load Relay 
Actuates Equipment 


Series PVM-600 pumps are equipped 
a with a handwheel control; series PVC-600 
pumps have pressure-compensated con- 
trol. They generate pressure up to 5,000 


terminal strip for power, input signal and 
output load and power fuse. Industrial 
Gauges Corp., 42 Grand Ave., Englewood, 
N. J. 


The NEECO-2-Twenty abrasive coated 
cloth disc grinder is said to operate at 
@ perimeter speed of more than 18,000 


























psi and deliver 3 gpm at 1,200 rpm. 
Dudco division of New York Air Brake 
Co., 1700 E. Nine Mile Rd., Hazel Park, 
Mich. 


Srecesinis 


ing disc speed. 


* * * 


Sponge Rubber Material 


Automotive Rubber Co., 12550 Beech 
Rd., Detroit 39, Mich., describes in a 
brochure its line of closed-cell sponge 
rubber material. Arco-Cel is said to be 
moisture-proof, soft, shock-absorbent and 
light in weight. 


La ane Pea RTGS 


cago 16, Ill. 
se 19 


Die Casting Finishing 


American Wheelabrator 
1016 S. Byrkit St., 





Corp., 
ind., 











required for die castings. 
ak oa 


Thread Rolling Attachment 
Requires Single Adjustment 
The Precision-Rol is said to require only 
one adjustment for precision matching of 
rolls and two adjustments to set pitch 
; diameter. It rolls close-tolerance uniform 
Ft threads on automatic screw machines or 
3 turret lathes at mass production rates. 
aM Available are five sizes: 0 to % inch 
a diameter by 41/64-inch face width; 0 to 
7/16 inch—53/64 inch; %4 to % inch— 
53/64 inch; % to 1% inch—1'% inches, 
and % to 1% inches—1'% inches. Shef- 
field Corp., Springfield & Thomas Sts., 
Dayton 1, O. ee 


Metal Finishing Powders 


A booklet, “Abrasive Grain and Pow- 
ders,’ for use in metal finishing, has been 





Drawing Copied Directly 
On Sensitized Aluminum 


tags, gauges and power tools. 


ake ee LAIR Ro 


Corp., 9 Hix Ave., Newton, N. J. 


horsepower motor and can handle heavi- 
est material removal loads without reduc- 


In tool grinding, the increased abrasive 
speed is said to produce shasper cutting 
edges and finer finishes. New Era Engi- 
neering Co., 458 W. Twenty-ninth St., Chi- 


& Equipment 
Mishawaka, 
has published a bulletin entitled 
“Finishing Die Castings with a Wheela- 
brator.”” It shows the application of air- 
less abrasive blastings to the deflashing, 
deburring and surface preparation work 






Meta-Positive is a direct positive photo- 
sensitized aluminum which can be worked 
from either positive or negative. It is 
designed for making templates, instru- 
ment panels, and for printing on labels, 


Because of the high reflectivity of the 
metal, the speed of Meta-Positive is said 
to be greater than that of autopositive 
paper or film. Anken Chemical & Film 


feet per minute. It is powered by a 10- 








Shell Core Blower 
For Phenolic Binders 
Model MC-5 


core blower 
which can use either gravity-type invest- 
ment or standard core-blowing techniques. 


is a shell 


The core box is heated; and phenolic 
resin is used instead of conventional core 
binders. 

Cured shells, ready for setting, are 
produced at a rate of one every 30-50 
seconds, depending on wall thickness. 
Shell cores are used with green sand 
molds, permanent molds and shell molds. 
The machine accommodates core boxes up 
to nine by 12 inches in width and up to 
20 inches in length. Shalco Engineering 
Corp., Palo Alto, Calif. 

* * 


* 









New Dial Gauge Offered 
For Many Applications 


The Versa-Dial gauge may be used to 
check internal or external threads, grooves, 
shallow counterbores and narrow should- 
ers. Interchangeable segments for con- 
tacting the work surfaces to be measured 
are secured in “T”’ slots. 

The gauges may. be equipped with 
indicators having either .001, .0005 or 
.0001-inch graduations. Standard Gage 
Co., Inc., Poughkeepsie, N. Y. 









































Electric Process Gives 4 
100 Copies in 5 Minutes ~ 


XeroX Model 1218 reduces net 
drawings up to 24 by 36 inches on 
12-by-18-inch paper master and is 
make possible 100 copies in o 
minutes at low production costs. Thi 
electrical process requires no 
sensitized paper or liquid che 

The process permits use of 
than roll paper. Wet processing 
shearing are eliminated. Haloid Co: 





Bench Center Checking Set 
Tilts in Any Direction 


This bench center checking set features 
a slide with a tip-over upright. The large 
diameter upright and indicator holding 
rod tilts backward, forward and sidewise. 

Both tailstocks can be locked in any! Haloid St., Rochester 3, N. Y. 


position along the base. Maximum ca- 
pacity between centers is 11-9/16 inches. 
Chicago Dial Indicator Co., 180 N. 
Wacker Dr., Chicago, Hi. 

* 





ee the eee tee 





[Precision Aligner Increas 
Accuracy, Speeds Work 
The King-Way Aligner is d 
obtain greater accuracy in the 
of machine tools in less time 18 
quired by present methods. It is § 
be accurate up to .0003 inch of 
foot of extension. 

It comes with shafts so that 
indicators can be used. King | 
Co., 804 Northwest Bank Bidg., 
lis 2, Minn. 


Safety Skid Offered 
For Moving, Storing 


The Tumco Universal Safety Skid is 
made of aluminum extruded members and 
is designed to save time and money in 
the moving, shipping and storing of ma- 
chine tools and industrial equipment. 

lt is available in 25 standard lengths 
which can be used as either headers or 
runners to assemble about 325 skid sizes. 
Tumpane Co., Inc., Macon, Ga. 
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Harger-Haldeman 


LINCOLN ENGINEERING COMPANY 





, Whe LW WL, Vey 


} AIR OPERATED - AUTOMATIC RETRACTING 


5709 Natural 











THE BEST DEALERS 
SELECT THE BEST... 


There are three clear-cut reasons why the most successful 
dealers in the country select Lincoln Power Lubrication 

Reels . . . first, the exclusive feature of air-power actuation, plus 
smooth, uniform retraction makes it possible to handle more 
lubrication jobs with far greater efficiency than is possible 

with conventional equipment; second, their clean, functional 
styling commands instant customer attention and confidence— 
an ordinary lubritorium is transformed into a sparkling 
“‘showcase’’; third, installation is simplicity itself and 
maintenance is the lowest ever recorded for similar equipment, 


When you are ready to make your lubritorium a proven 
“Invitation To New Business,”’ contact your local 

Lincoln Sales and Service Wholesaler. He will consider it a 
privilege to serve you. 


"Trade Name Registered 





Bridge Avenue + St. Louis 20, Missouri 


tworthy Name r Lubricating Equipment 
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11,00-20 size. Estimates to date are 
that the drop-center rim and tire 
development programs eventually 
should provide equipment that will 
take care of 85 percent of standard 
tire ratings in the highway line-up. 
According to Firestone engi- 
neers, simplicity inherent in the 
drop-center idea of substituting 
one rim and tire for five or six 
pieces provides potential weight 
and cost savings that make it a 
“natural” to be “the coming high- 
way tire-wheel choice.” 

The Firestone development group 
does not share the widely held be- 
lief that double-bead tire construc- 
tion necessarily igs mandatory on 
some of the larger tire sizes. They 
think it may be possible to carry 
single bead designs successfully 
right up through the line of tires to 
satisfy most highway requirements. 
However, even where they are 
forced to go to a double-bead, Fire- 
stone engineers believe they still 


AUTOMOTIVE NEWS. 
Tire and Rim Design Heart of Issue... 


Truck Tubeless Debate Rages 


will be able to show that the drop- 
center rim is feasible. 

For highway and off-highway 
tires in sizes beyond those for which 
the drop-center ultimately is ex- 
pected to be proven practicable, 
Firestone plans to use a gasketed 
standard flat rim. In other words, 
they evidently have reason to think 
they'll be successful in developing 
an O-ring or other form of gasket 
that will seal the air in effectively 
and make possible use of tubeless 
tires on standard flat rims. 


New Tire Design 


Stirs Wide Debate 


qq tire itself is a key area of 
dispute in the entire contro- 
versy. Since tire outside diameter 
and rim inside diameter could not 
be changed, the tire sidewalls had 
to be shortened in designing a tire 
for the one-piece drop-center rim. 
Tire design problems were “solved 
by changing both materials and in- 
side construction. But the result is 


a tire that differs greatly in im- 






















truck tires now used. 

Since the load is carried by 
sidewall flexing, many people are 
skeptical about the load-carrying 
ability of the new “short-side- 


at best, it must be admitted the 
industry is being asked to con- 
vert to a new tire construction, 
whose merits can be determined 
only by actual field experience in 
the hands of fleet operators. And, 
at worst, it is claimed that “less 
tire” is being used to “do the 
same job.” 

There is considerable doubt ex- 
pressed that the load-carrying abil- 
ity and wearing qualities of the 
short-sidewall tire will equal the 
performance of the tire it replaces. 

Firestone’s confident answer to 
such talk has been to recommend 
an actual increase in load ratings 
of tubeless tires used with drop- 


portant respects from the time- 
tested shape and proportions of 


, MARCH 28, 1955 





Conventional Design— 


This cross-sectional drawing shows 
typical tire, tube and protective flap, 
used on present frock fleets. 

* * 


ance while carrying loads far be- 
yond the conventional ratings. It is 








and agreement i 
higher ioad ratings for all tires, — 
Firestone engineers do assert, 
however, that their tests indicate 
equal or improved flex fatigue te. 
sistance for the new tire construe. 
tion. The improvement is partially 
attributed to the fact that the 
“short-sidewall” tire’s natural shape 
places the cords in normal loag- 
carrying position. Cords in conven. 
tional ‘tires are said to “bend more” 
under load. 
This entire line of reasoning igs, 
of course, hotly disputed by some 


a other tire experts—who say that 


reduced tire cross-section depth 
means there is “less rubber” there 
to carry the load. Those who ques. 
tion the tire’s load-carrying ab 


widely believed that the entire and service life wonder if it 


truck tire load-rating system is due 
for revision that will bring the rec- 


give a generally “stiffer ride” while 
possibly running at temperatures 


ommendations up-to-date by giving | that may tend to reduce tire life. 


“more realistic” appraisals of true 
load-carrying abilities. 
Seen in this light, it is apparent — 


Firestone cuts right to the 
heart of the controversy by stat- 
(Continued on Page 27, Col. 1) 














Ideal for Hard-To-Get-At Places 
.--Will Not Work Loose or Rattle! 


Whether you're designing a product or 
building it, the Midland Welding Nut 
is the answer to the problem of accurately 
. and securely fastening metal parts into a 
main assembly . . . speedily, economically. 


i It is welded to the parts so that a bolt 
4 can be turned into it without the need 
for any device to hold it and keep it from 


turning. 


This frequently means that one man 
can do the work of two, for with an 
ordinary bolt and nut one man usually 
has to hold the nut in place while a 
second man turns the bolt into it. 


Midland Welding Nuts are perfect, 
too, for those hard-to-get-at places in 
assembly operations. Welded in advance 
to those inside spots where it is difficult 
—or impossible—for hands or tools to 
d reach, Midland Welding Nuts hold fast 
A while bolts are turned into them. 


Write or phone for com- 
plete information today! 


The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Avenue a 






Manufacturers of 


AIR AND VACUUM 


AUTOMOBILE AND 
TRUCK FRAMES POWER BRAKES 


For Speedy... Economical Assembly 
SPECIFY 


WOUDILAN 
Welding Nuts 





Export Department: 38 Pearl St., New York, N.Y. 


AIR AND ELECTRO-PNEUMATIC 
DOOR CONTROLS 










































center rims. However it is gener- 
ally conceded (even by Firestone) 
that the step-up in rating is more 
apparent than real. That’s because 
standard tires are known to be 
capable of satisfactory perform- 


3 Baker Machines 
Used by Packard 
For 55 Models 


TOLEDO.—Three special-purpose 
machine tools manufactured by 
Baker Brothers, Inc., are playing a 
part in the production of 1955 
Packards, the Toledo firm has an- 
nounced. 

The three machines, all with new 
automatic features, are a differen- 
tial carrier machine, a crankshaft 
drilling machine and a flywheel 
housing finisher. 

The first, credited with lowering 
the cost of rear-axle production by 
Packard, performs the rough bore, 
semi-finish and finishing operations 
as well as chamfering and bottom- 
ing operations. A double-end trun- 
ion-type machine, it bores the dif- 
ferential carrier from opposite di- 
rections at the same time to ex- 
tremely close tolerances. Operation 
is automatic except for loading and 
unloading. 

The crankshaft unit is also a 
double-end, trunion-type machine 
which drills both the transmission- 
flange end and the fan-pulley end 
of the crankshaft used in Packard’s 
new V-8 engines. The cycle and in- 
dex of this machine is automatic. 
Loading and clamping, unclamp- 
ing and unloading is manual. 

The third machine performs all 
necessary operations to finish the 
rough flywheel housing cover, in- 
cluding boring, drilling, reaming 
and tapping. It has a total of seven 
vertical and horizontal boring and 
drilling units around a 72-inch di- 
ameter, five-station automatic in- 
dex table. A total of 37 spindles are 
used to machine all holes in the 
sides and top of the housing cover. 

Operation is automatic except for 
loading and Unloading. 

‘ * 





Re eer Cover Finisher— 

This machine, designed to finish a 
rough flywheel housing cover, is one of 
three special purpose machines manufac- 
tured by Baker Bros., Inc., Toledo, for 
Packard. The machine has seven vertical 
and horizontal boring and drilling units 
around a 72-inch diameter, five-station 
automatic index table. Thirty-seven 
spindles machine holes in the sides and 
top of the housing cover. 


Detroit 11, Michigan 
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Truck Tubeless Tire 
Stirs Up Debate 


(Continued from Page 26) 


ing that the term “short-sidewall” 
is 2 misnomer. 

Its engineers claim that the tire 
is not handicapped in any way by 
location of the bead 1% inches 
above its normal location. Further- 
more, according to Firestone, the 
actual sidewall length is about 
equal for the two tire designs. Dis- 
tance from top of rim flange to tire 
tread is said to be unchanged by 
redesign to accommodate the drop- 
eenter. Longer tire life and im- 
proved re-capping potential are ex- 
pected to be gained from the in- 
creased sidewall strength. 

Goodyear also has announced a 
program for one-piece drop center 
truck rims and “low-profile” tube- 
less tires. These presently are avail- 
able in sizes up through replace- 
ments for the conventional 10.00-20 
tire and tube sizes. However, Good- 
year has stated that tire mounting 
problems present serious difficulties 
when thinking of larger sizes (es- 


“pe y where dual beads are nec- 
4 ) for a drop-center rim. 


; ie e. 88 

A Tubeless Program 
For All Tire Sizes 

D AVOID the size limitation it 

believes is inherent in the drop- 

enter program, and make possible 

abeless tires of any size, Goodyear 

has developed a tubeless tire 

“a brand new concept of a truck 

” Instead of going in for a 

jor redesign of the tire to make 

compatible for tubeless use on a 

enter rim, this development 

m used the basically differ- 

% approach of aiming for a radi- 

new rim idea that would work 

conventional ‘tire designs only 

ly modified for tubeless opera- 


for the life of the tire. 


ong the chief advantages 
@aimed for the Tru-Seal rim-tire 
“Mi@a are ease of mounting and de- 
“Mounting and interchangeability 
th rims used on existing fleets. 
additional important asset is its 


Wation and materials are similar 
% those of existing highly success- 
fll designs. The tire, then, is a rela- 
ively “known factor” — instead of 
a “question-mark” as many 
Ve to be the case for tires as 
i on drop-center rims. 
_ Por the present states of develop- 
3 of the two types, the drop- 
r generally is conceded a cost 
age when considering orig- 
equipment installations. How- 
for conversion of existing 
fleets from tube tires to 
equipment, there is no 
ement on the relative costs of 
‘two methods. Some people say 
interchangeability of flat-rim 
; ed” designs will give them 
Sst advantage—while others say 
S88 Changeover to drop-center rims 
less expensive. 
» whole question of “weight- 
vir likewise is an area of 
‘ply divergent opinion. Every- 
agrees that very significant 
Wei reductions are gained by 
mversion from tube to tubeless 
tires. 
Y people say that, consider- 
/ Only the wheel and rim, the 
Pcenter design will prove to 
fa slight edge in weight when 
wed with the flat-rim tubeless 
(particularly in sizes up to 
ers, however, are equally 
"emain that, considering the en- 
Mie installation, the flat-rim design 
Eshow a weight advantage. 


¥ a = 7 * 
“Me Prospect Seen 
¥or Early Agreement 
™ outlook igs for the existing 
Mate of confusion and disagree- 
to continue for perhaps an- 


4 he year to 18 months. After that 
7, sufficient testing will have 











been performed by truck manufac- 
turers and fleet operators to enable 
them to make up their minds. In 
addition, further development work 
will be seen in both rims and tires 
—so the situation may “jell” in one 


Rockwell Expands 
Research Program 


PITTSBURGH. — Rockwell Mfg. 
Co. has expanded its research and 
development program 50 percent, 
according to C. A. Wiken, engineer- 
ing and research vice-president. 

The firm is concentrating heavily 
on électrical research for the first 
time, he said, in addition to 
mechanical research. It also is 
opening an atomic energy engi- 
neering training course for valve 
engineers. 


Every new Cadillac is 
i with a compact,de- 
Harrison radiator. 


equi 
_ Pe 





New Cadillac heater by 
Harrison features two 
blowers. .. four heat outlets, 


STANDARD... 


direction or another. 

Any prediction at this time is a 
risky proposition, but it does ap- 
pear that, for original equipment 
use, the weight of opinion favors 
use of drop-center principles up 
through whatever size and load 
limitations finally are established, 
Various versions of the “gasketing” 
or O-ring principle (with flat rims) 
seem called for above the drop- 
center “ceiling.” 

For conversion of present truck 
fleets, it may be that, once the 
owner has become convinced that 
tubeless tires pay off—he will 
tend to make the changeover de- 
cision largely on the basis of 
cost—and therefore select the rim- 
tire combination that offers the 
advantage of interchangeability 
with his particular equipment. 

This may mean an extended pe- 
riod during which industry - wide 
standardization will be impossible 
because of strong line-ups backing 
each of the two schools of thought. 

But, in the words of a wheel com- 
pany chief engineer: “We still are 
in a period of experiment and test- 
ing. The thing sure isn’t over yet— 
and you can bet that there will be 
new developments forthcoming that 
may upset the whole trend of cur- 
rent discussions.” 
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NEW V-8 POWER BY CADILLAC...COOLING BY HARRISON! 


and defrosters . . 
have a hot or cold problem, look to Harrison for the answer! 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 


27 


X-Rays Gauge Sheet Steel— 


An X-ray thickness gauge attached to a sheet-metal slitter is being used by the 
Rochester Products division of General Motors to gauge any section of the sheet. 
The slitter slices rolls of 36-inch steel into as many as 56 separate strips. The X-ray 
source is mounted with the pickup and aligned by a frame. The steel is run through 
the slitter at 600 feet per minute and continually gauged through its entirety. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


FOR THE STANDARD OF THE WORLD! 


Cadillac means quality right to the core . . . the core of its 
dependable Harrison radiator. This compact, high-efficiency 
unit is doing a top cooling job for the new high-compression, 
high-powered engine in the exciting Eldorado. In fact, Harrison 
has been the leader for many years in designing and building 
heat exchangers for automobiles. And with our modern and 
extensive research facilities—hot tunnels, cold tunnels, 
up-to-date testing equipment—we are constantly searching 

for and finding better ways to build radiators, heaters 


. all kinds of heat-transfer equipment. If you 


TEMPERATURES 
MADE 
TO 


ORDER 





RAMBLER SMASHES Mil 


America’s New Voli 


Price Field In Mok 







RAMBLER 27.47 





TON MILES 


RAMBLER 51.27. 





*Car “P” had V-8 engine 
all others 6-cylinder 





PER GALLON RECORD! 


me Car Sweeps Low 
as Economy Run! 


Economy King of them all—the 1955 Rambler established the highest miles- 







per-gallon average of any car entered in the 1955 Mobilgas Economy Run 
with a blistering figure of 27.47—which is also an all-time record for cars 
with automatic transmission. What makes this high mileage figure even more 
remarkable is that the course this year covered 1323 miles from Los Angeles 
to Colorado Springs—across windswept deserts, through winding canyon 
passes, over the two highest mountain ranges on the North American continent 
—indeed, what is probably the most grueling stretch of terrain ever to be en- 
countered by American motorists. Even so, the sturdy 1955 Rambler smashed 
existing records. 

Here’s unequalled proof of the value of an American Motors Franchise. 
Here is added impact to the most sensational economy and performance sales 
story any dealer has to tell. Here is validation to our slogan that “American 
Motors means More For Americans” with motor cars that are years ahead of 
the field . . . the shining example set by the 1955 Rambler, America’s newest 


volume car. 


Rambler Sets Another 
em lal 


21.40: 


WITH AUTOMATIC TRANSMISSION 





SOLD BY HUDSON DEALERS AND 


' W Volume Car— NASH DEALERS EVERYWHERE 
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New Gages Cut Scra 
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Inspection Keeps Up 
With Automation 


(Continued from Page 21) 


methods of selective gaging based 
on a statistical sampling curve. 

Since few present-day metal- 
cutting machines are capable of 
self-adjustment, the best current 
practice is based on the principle 
of minimizing the time lag be- 
tween the start of “scrap produc- 
tion” and the time when someone 
becomes aware of trouble and 
starts corrective action. 

In many cases, where an expen- 
sive part has been processed 
through a series of operations, auto- 
matic shut-down is specified, since 
the manufacturer doesn’t want to 
tolerate even one bad part. 

* 


‘Gage Conscious’ Makers 


EDERAL PRODUCTS CORP. 
has found that auto manufac- 





PRESSURTROL 


Provides perfect pump control. 
Regulates tremendous reserve 
power. Prevents pressure drop. 
Gives full pressure at your 


finger-tips always. 


27 MONTH GUARANTEE 


Sealed Power-Head, precision 
heart of the pump, unconditionally 
guaranteed. No other 
manufacturer can match it! 


Only Alemite has 


turers, and the companies that sup- 
ply machinery for automotive 
plants, are getting very “gage-con- 
scious.” 

Not content with merely in- 
stalling gaging equipment to sep- 
arate good from bad, the effici- 


American Ceramic Society 
Elects Schwartzwalder 


FLINT. — Karl Schwartzwalder, 
research director of the AC Spark 
Plug division of General Motors, 
hag been elected president-elect of 
the American Ceramic Society for 
1955-56. 


After serving a year in this of- 
fice, he automatically will become 
president. Schwartzwalder hag been 
active in ceramic work for 27 years. 


ency-minded car builders want 
their modern automated produc- 
tion plants to be equipped with 
controls and gages that keep the 
machine from making any bad 


parts. 

In a brief review of his experi- 
ence with automatic inspection de- 
vices, Leo Gajda, director of engi- 
neering at Snyder 
Tool & Engineer- 
ing Co., recalled 
that one of the 
earliest such ap- 
plications was 
merely a “probe” 
function provided 
after drilling op- 
erations to detect 
“undrilled holes” 
caused by broken 
or worn drills. 
Such safeguards 
are, of course, in wide use today on 
the newest machinery to protect 
tooling when tapping and reaming 
operations automatically follow 
drilling. 

Several unusual automatic test- 
ing features were provided by Sny- 
der in a 21-station, automatic-cycle 
special machine for processing a 
V-8 intake manifold. Passages 
through the manifold are tested 





L. P. Gajda 


automatically for leakage, and also 
for proper volume of air flow. The 
leakage test is performed by seal- 
ing all outlets, injecting compressed 
air, and measuring the pressure 
drop over a fixed period of time. 

Testing for air-flow (freedom 
from internal restrictions) is ac- 
complished by blowing air through 
the manifold passages in required 
volume. Restrictions ere detected 
as a rise in pressure, indicated on 
@ gage at the outlet. If a part is 
faulty because of inadequate air- 
flow, it is marked by a solenoid- 
operated punch that identifies it 
ag a reject at Station Nine and in- 
dicates the reason. 

If a manifold fails the tests at 
Stations Five, Six, Seven or Eight 
—a mechanical memory is acti- 
vated which causes the part to be 
rejected when it reaches Station 
Nine. Gajda pointed out that the 
“memory” system is somewhat un- 
usual in that it operates mechan- 
ically by a “trip-dog” system, in- 
stead of using electronics. 

An automatic method of check- 
ing the surface finish in a drilled 
hole, is a future development that 
will be very useful, according to 
Gajda. Automatic inspection of hole 
alignment when a number of holes 
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Handle more lube jobs— increase your profits—with 


the new Super-H Pump. 


Tough Lubricants pump easy with the Super-H Pump’s 
tremendous reserve power (70-to-1 ratio). Instant 


action at the control valve. 


always delivers fast! 


from basement or store room! 


Write Alemite, Dept. C35 
1826 Diversey Parkway 
Chicago 14, Illinois 


Send for New Catalog Today! 


Temperature Changes and slow-moving grease 
require no waiting—the Super-H Pump 


Long Pipe Lines no problem. Super-H Pump has 
high speed and short stroke to push lube 





ALEMITE 


GEG, U, S.PAT. OFF. 
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must be drilled with precisely 

cated center positions is another 

function now becoming feasible. 
+ ” * 


Gear Check Automated 


T NATIONAL BROACH & MA. 

CHINE CO., chief engineer T.§, 
“Cal” Gates, asserted that co 
plete automation of gear prod 
tion lines could not be accomplish 
without some means of automatie 
inspection. The inspection eq i 
ment must not only gage parts and 
pass on only those of correct 
curacy to the next operation, 
also must prevent the produc 
of too many rejects. 

Among recent developments ‘ 
tioned by Gat iy 
are specialize@ 
motor-driven ee: 
ing units thee 
measure and re 
ject parts both” 
before and after” 
gear finishing 
When tied in wit 
gear-shaving ma 
chine controlg 
they will stop thi 
machining if too 
high a percentage 
of reject gears begins to come” 
through. x 

According to Gates, some of — 
the latest inspection devices even © 
have signal lights that tell 
color and light location exac 
what defeet caused a gear to 


rejected. 

Michigan Tool Co., another c 
manufacturer of gear production 
machinery, has developed a “m 
tor” or controller for automate 
gear production lines. This systen 
performs three important C 
tions: (1) Automatic adjustment ; 
hobber center distance to keep geal 
sizes within tolerances; (2) maif 
tains production record to 
number of rejects, total gear pig 
duction, etc. and (3) shuts doy 
the operation when a total pre-dj 
termined output has been a ine 
or if the helix angle fails to mé 
specifications. a 

The final inspection check 
high-production gearing is to fF 
the gears on a “speeder” in 
with a master gear. An ope 
listens to the sound and dec 
whether or not the gear is sati 
factory. At present, such tests @ 
conducted on a “spot-check” ba 
in nad gear-production set- ps. 





Cal Gates 
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design group (at National 
(Continued on Page 34, Col. 1) 


Chemists Cited 


For New Car 


Hues, Fabrics 


DETROIT.—The chemical 
try deserves a good share of 
credit for helping to make 
cars the most attractive and color 
ful in automotive history, A. vai 
derZee, vice-president of 
Corp., told members of the Chem 
ical Market Research Assn. 

VanderZee cited the im 
ments made in automotive 
in recent years, and the develop 
ment of new man-made fibers for 
auto upholstery as two of the chem 
ical industry’s most important com 
tributions to improved. durability 
and eye appeal in cars. 

Introduction of cadmium and t- 
tanium-pigment enamels has per 
mitted stylists to select colo 
schemes from the entire range 
the spectrum, vanderZee 

Many of the tested-and-approved 
pastel shades now being show? 
were considered “impossible” from 
a durability standpoint as 
as three years ago, he added. 

Besides giving car buyers an it 
finitely wider range of colors # 
select from, research in the cheir 
ical and paint industries has pre 
vided finishes which last up to # 
times longer than those of 30 yea 
ago. vanderZee said. 

“Durable new man - made — 
are finding increased application ® 
car interior fabrics,” he said. “Tha 
lend themselves especially well @ 
the many original designs and pat 
terns—similar to those used in com | 
temporary home furnishings—that 
are featured in our 1955 line 
cars, for example.” : 
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! IMPROVED! 


¢ has no oily layer « gives better protection against rust and corrosion 


This improved PEAK Anti-freeze is completely new. . . 
even to a new can design. It’s unlike any other national 
permanent-type brand. Eight separate ingredients are care- 
fully measured and blended to produce a product that gives 
unsurpassed freeze protection . . . unequalled anti-rust pro- 
tection. In the new PEAK, there’s no layer of oily rust inhi- 
bitors. Instead, it contains an exclusive combination* of in- 
gredients that provide better rust and corrosion protection 
than any other national brand. 


The new PEAK won’t creep, seep or leak from any system 


* Patent Pending 


PEAK® ANTI-FREEZE 


NOR’WAY® ANTI-FREEZE 


DIFFER 


tight enough to hold water. And only the new PEAK gives 
“Full-Range Protection” . . . protects cooling system metals 
whether a strong or weak solution is used. This feature makes 
PEAK the ideal anti-freeze for all regions — North or South, 
East or West. 


If you want to offer the finest anti-freeze to your customers 
this year, talk to a CSC distributor before you order your 
requirements. For more information and the names of your 
nearest suppliers, write to Commercial Solvents Corporation, 
Automotive Specialties, 260 Madison Ave., New York 16, N.Y. 


NOR’WAY CHEMICALS 











Your key to Blue Chip value 


Now! GMC proudly presents 


Blue Chip 3 
Trucks 


Here to give the GMC franchise redoubled value — 
the new generation of trucks with more than 500 improvements! 


T was years in the making. The 
job enlisted all General Motors 
resources. But now GMC launches the 
BLUE CHIP version of every type and 
weight truck in modern use. 


GMC’s BLUE CHIP line supersedes all 
previous GMC models. It has no less 
than 500 new features—every one an 
extra asset to owners. 


Smart passenger-car looks—even to a 
raked-back windshield with wide-hori- 
zon visibility—are backed by amazing 
abilities and brawn. That’s engine-wise, 
frame-wise, axle-wise and otherwise! 







Pee ee ae 


Earning capacities are boosted. Oper: — 
ating efficiency hits heights never 
before reached. Running costs are — 
brought down to a level that means 
better balance sheets. 


And GMC BLUE CHIP advances go 
clear across the board. For any type of 
work, there’s a BLUE CHIP GMC — 
from dashing Pickup to 10-wheel 
tractor —that fits it to a T. 

These BLUE CHIP values — offered 
exclusively by GMC dealers—empha: * 
size again that GMC is the real “blue 
chip” franchise. If you’re in an open 
territory, write us! 


GMC TRUCK & COACH~—A General Motors Division 
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HIGHLIGHTS OF GMC’s 
NEW BLUE CHIP LINE: 


@ New truck-designed V8 engines, 155 to 175 





GMC BLUE CHIP STYLING brings boulevard smartness up through even H. P. @ New 6-cylinder gasoline engine power 
our biggest, toughest models. Raked-back windshield — wide-horizon visibility 
—airplane-type instrument panel —the most luxurious driver’s ‘‘office’’ on wheels! from 125 to 225 H.P. @ A range of 5 Truck 


Hydra-Matic Drives to fit any size or type truck 
GMC BLUE CHIP CABS-three of them 


now! —include a unique dual-purpose 
model, low to the curb and wide open for ser- 
vicing; packs all reg- 
ular cab advantages 
into ascant 90 inches! 





@ New cabs with greater comfort, unequaled 





visibility, plus revolutionary new dual-purpose cab 
models @ New Diesel line— 150 to 230 horse- 
power, low weight, greater economy @ New 
ten-wheeler models from 28,000 to 59,000 GVW 


@ New frames and axles for longer, trouble-free 









service ®@ New oversize clutches for tough 


BLUE CHIP HANDLING-GMC’s Truck operations @ Shorter wheelbases for greater 





Hydra-Matic Drive*—now in 5 types -— is eae 
teamed with Safety Power Steering** for almost maneuverability 
effortless handling, greater safety and efficiency. 


"Standard equipment on many models; optional at extra cost on some others. ** Optional at extra cost. 
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spection must parallel the growth to maintain the operation within 


Machines with Intelligence . . . 
Automation Inspection 


Helps Prevent Scrap 


(Continued from Page 30) 


Broach) is working on an elec- 
tronic tester that would be capa- 
ble of automatically testing 100 
percent of gear production. 

Microphones attached near the 
contact area of the mated gears 
will pick up the sound and feed it 
into a band-pass filter system. This 
device will detect any noise in a 
predetermined “undesirable” range 
and automatically reject defective 
gears. 

If this development is successful, 
the automated gear line will carry 
through from gear blanks, produc- 
tion, heat-treating and right on 
through inspection for objection- 
able whine or defective teeth with- 
‘out the aid of human operators. 

Gilbert Stewart, chief engineer at 
Eix-Cello-O Corp., offered a com- 


ment typical of the reaction of 
many machine designers—when he 
indicated that the primary impetus 


for built-in inspection devices| 
comes from the auto companies, | 


not the machine-tool manufactur- 
ers. It is apparent that both the 
machine designers and users rec- 


ognize that use of automatic in- |’ 


Pennsalt Opens Plant; 
Another Nears Completion 
PHILADELPHIA, Pa.—Pennsyl- 
vania Salt Mfg. Co. has announced 
opening of a new plant at Dela- 
ware, O. This plant, Pennsalt’s 13th 
production facility, is part of the 
company’s Chemical Specialties di- 
vision. A similar plant is nearing 





of automation. 


* * * 


One Master Gage Seen 


For Entire Department 


AN AUTOMATION expert’s view 
of the future requirements in 
automatic inspection and machine 
control devices is supplied by 
Charles Hautau, chief engineer of 

ieee Hautau Engineer- 

wa ing Co. The so- 
called “depart- 
mental gage” is a 
fundamental _re- 
quirement in the 
new machines 
Hautau visualizes 
when he looks 
ahead to the time 
when one ma- 
chine will replace 
not only a series 
of machines, but 


Cc. F. Hautaa 
even a whole department. Cold 
forming, machining, heat treating, 


assembly, gaging and packaging 
then may be embodied in a single 
machine. 


The central gage for this “de- 


the 
completion at Chicago Heights, Ill.! what correction (if any) is needed 


limits. Ags the work-piece pro- 
gresses, each inter - connected 
phase of the giant machine will 
“commune” in turn with the gage 
to keep itself “on the beam” and 
prevent production of scrap parts. 


Hautau also is among those who 
look for development of ceramic 
tooling to open up an entire new 
era in metal-working operations. 
Reports from Europe, and a few 
sketchy bits of information on 
“classified” work in this country, 
indicate that sintered aluminum 
oxide cutting tools have even out- 
performed carbides on certain ap- 
plications. 


According to Hautau, the avail- 
ability of tooling with qualities far 
superior to those of any now used 
commercially, eventually may pave 
the way for single-point machine 
tool operations having the preci- 
sion of a present-day. grinder. If 
multi-point tooling ever is replaced 
by a “single-bit” tooling concept, it 
may be possible to generate the 
part contour in metal-cutting op- 
erations performed by a single tool 
bit. On such machines, operations 
are said to be controllable within 
thousandths of an inch to provide 
the last increment of accuracy, and 








They need 2 cars in the suburbs | 


Ride. the 


yx Suburbs are growing 4 times faster than the rest of America. 


tx American Home circulation is growing twice as fast in the suburbs (85% since 1940). 


vx Car usage is greater in the suburbs (22.4% of A. H. families own 2 cars!). 


(AND THERE YOU ARE!) 







to the 2-car market 


AMERICAN HOME MAGAZINE NOW OVER 3,000,000 CIRCULATION, ABC 



































make grinding unnecessary in 
many cases. z 

Hautau sees the possible develop. 
ment of such techniques as a real — 
challenge to machine designers and _ 
process engineers because the or- 
iginal “rough cut” potentially may 
become as accurate as present sec- 
ondary operations, With a single 
bit under a ; 


gage with a built-in decision 
ing “intelligence.” 


chines as they come into use. In 
the meantime, the device is ex- 
pected to find a variety of uses 
on present-day machines such as _ 
grinders, etc. ba 
The invention takes advantage 
of precisely predictable thermal ex. _ 
pansion to control part dimensions, | 
A metallic block having a high ra-_ 
tio of surface area to cross-section — 
is interposed between the machine 
base and its cutting tools. A fit 
(probably hot water) with thern 
static temperature control 
rounds the metal block and cc 
tacts its surface. 
Positioning of the grinding wheel 
or cutting tool (and therefore con- — 
trol of work-piece dimensions) ig 

achieved by expansion and con 
tion of a thin-walled steel tw 
The coefficient of thermal exp 
sion for steel is .000006 inches 
degree (Fahrenheit) temperatu 
rise. Variations in tube length ¢ 
the tool holder to provide prec! 
control of machine operation. 
—Joun T. Benepicr — 


Engineers Urged — 
To Standardize 
Metal Roughness 


NEW YORK.—A plea for a ag 
gram to determine and stan: 
roughness characteristics of 1 
chined parts has been made at the | 
annual meeting of the American 
Society of Mechanical Engineers, — 

In presenting a paper on surface 
finishes and their relation to per- 
formance and production, L 
Chaney, development engineer, and 
C. H. Good, production engineer, 
both of Micrometrical Mfg. Co, 
wrote, “There are no adequate 
guideposts for a really sure surface 
specification.” 


According to the authors, one of 
the difficulties in obtaining data on 
finishes is the reluctance of a manu- 
facturer to release information to 
competitors. 

“However,” they said, “below this 
level of recent developments in 
highly competitive areas, there is a 
vast amount of information which 
everyone is willing to exchange to 
their mutual benefit.” 

It was suggested that a logical 
approach in the specification of 
surface finishes would be the e 
tablishment of some correlation of 
finish and performance by the 
same method as was used on stand- — 
ard fits. 


USED CAR DEALERS 
WHY CARRY A BIG INVENTORY 
OF ‘53 - ‘54 210 Chevrolets 
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Th e bu m p e - Mm ou nt A little piece of steel like that shown above serves as an automobile 
bumper mount. Originally, this mount was to be projection-welded to the 

bumper at each of four points. But during the welding process, 

a n d +h e at the supplying manufacturer’s plant, one point of the mount either 

refused to take the weld, or it broke easily under strain. 


Time was running out. Production lagged and costs skyrocketed. 

3-leg g ed Stool And then a Great Lakes Steel Technical Service Representative was 
called in. He discovered that, regardless of how flat the 

rectangular mounting might be, it was virtually impossible to 

: : get a strong projection weld at all four corners. But when 
A case history of interest he eliminated one weld, the plate snuggled into the bumper and 

to any manufacturer who uses made perfect contact on three points—just like a three- 
flat-rolled steel. legged stool! Three welds were actually stronger than four. 


Solving problems is a tradition at Great Lakes Steel. As specialists 

in flat-rolled products, Great Lakes has had to come up with the right 
answers to problems in many fields. It will pay you to 

take advantage of this reservoir of experience next time you 

have a problem that concerns flat-rolled steel. 


PRoouces 






GREAT LAKES STEEL CORPORATION 


Ecorse, Detroit 29, Mich. . A Unit of 


NATIONAL STEEL wh. CORPORATION 






SALES OFFICES IN BOSTON, CHICAGO, CINCINNATI, CLEVELAND, HOUSTON, INDIANA?PO!!S, .ANSING, 
LOS ANGELES, NEW YORK, PHILADELPHIA, PITTSBURGH, ROCHESTER, ST. LOUIS, SAN FRANCISCC AND TORONTO 


STORAGE RACK—The Fin-Vayor is a 
combination elevator and storage rack for 
tires. With a 32-foot construction, 320 
tires can be stored on 73 square feet of 
floor space. With a 20-foot construction, 
200 tires can be stored. George Finney & 
Sons, American Fork, Utah. 

eo 16 “6 


SOFT-FACED HAMMER—The Heft- Ham- 
mer is made of aluminum-magnesium 
and is said to last 10 to 15 times longer 
than most soft-faced tools. It features a 
13 percent elasticity factor and will not 
chip or shear. Little Beaver Industries, 


Willoughby, O. 
* * 


SEAT COVER—Seat-Savers are made of 
vinyl plastic and the five styles offered fit 
all 1950-55 makes. They can be installed 
in 30 seconds, according to Akro-Mils, 
Inc., P. O. Box 989A, Akron 9, O. 


TIRE TRUER—The Tred-Mill is an elec- 
tric unit which cuts new tread surfaces to 
any radius from five to 13 inches, han- 
dling tires up to size 9:00. The machine 
is portable and powered by a three- 
horsepower motor. Car-Mon Products Co., 
4554 N. Broodway, Chicago 40, tl. 


K-P Adhesive Gun 


Has Movable Spout 
K-P Mfg. Co., Minneapolis, has 
‘ntroduced a new type adhesive 
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NEW PRODUCTS 


gun. Designated as the No. 180 E-Z, 
it is primarily designed for the dis- 
pensing of liquid automotive repair 
adhesives. 

This gun has a “swivel spout” 
and screwdriver tip, allowing place- 
ment of the spout in any position 
for all applications. Uniform dis- 
pensing around windshields or other 
windows is claimed. K-P Mfg., 1226 
Linden Ave., Minneapolis. 


PLASTIC-DRAWER CABINET—The See- 
Thru is a steel cabinet with eight trans- 
pafent drawers which facilitate storage 
problems and can be used for filing of 


|| parts and tools as well as office supply. 


SEALING BLOCKS—Equipment for pres- 
sure sealing and testing blocks that have 
been repaired consists of a circulator for 
pumping the sealing solution through the 
motor block and a stand for holding the 
block. A plastic plate seals the top of the 
block during the process. Versnick Mfg. 
Co., 4700 E. Nevada, Detroit 34, Mich. 


ENGINE EQUIPMENT—The Ream-Align 
is a precision guide reamer which pro- 
duces accurate oversize bores in the 
integral valve stem guides. Also offered 
is a universal head stand which accom- 
modates car and light-truck heads from 
straight 8s to V-8s. Valve seat grinding, 
valve seat insert operations and guide 
reaming can be done without removing 
the head from the stand. Cedar Rapids 
Engineering Co., 922 Seventeenth St., 
N.E., Cedar Rapids, !a. 

* * * 


DRAIN PLUGS—Alnico magnetic drain 
plugs replace ordinary drain and filler 
plugs and are said to trap ferrous metal 
particles which act as abrasive material. 
They have a specially made washer which 
cannot fall off. Magnetic Drain Plug Co., 
16 N. Main St., Wellington, o. 

* 


MECHANICAL PILLOW — The Contour 
Vibrator has an exclusive floating spring 
action for body massage and is available 
in Naugahyde. If operates on any 110 
volts, AC. Relax It Vibrator, Inc., 10624 
Ventura Bivd., North Hollywood, Calif. 


General Industrial Co., 5738 N. Elston 


Ave., Chicago, Ill. 
* * a 


Book on Lathe Use 


A revised edition of “How to Run 
a Lathe,” published by South Bend 
Lathe Works, South Bend 22, Ind., 
covers the use of toolmakers’ but- 
tons for locating work on the lathe 
face plate, the use of the steady 
rest, follower rest, internal grind- 
ing attachment and precision gauge 
blocks. Copies are available at 50 
cents each. 


HOSE CLAMPS — Four types of hose 
clamps for cars, trucks, buses and tractors 
are made of zinc-coated, rustproof steel 
with round edges to protect hoses from 
cutting. Offered are the Geared Hose 
Clamp, Deluxe Wire Hose Clamp and Air 
and Heater Hose Clamp. Extra long worm 
gear takeup provides tight connections 
and requires only five sizes to fit every 
hose up to 4% inches. Joseph Pollak 
Corp., 75-79 Freeport St., Boston 22, Mass. 

ee 2 


SCREW CHART—Quick selection of the 
right-size screwdriver is facilitated by this 
22-by-17-inch wall chart. Listed are 18 
sizes of wood screws and 11 types of 
screwdrivers. Bridgeport Hardware Mfg. 
Corp., 461 Iranistan Ave., Bridgeport, 
Conn. 


LEAK STOPPER—The Permatex glass 
sealer may be applied to points where 
glass meets rubber. !t is coloriess and 
forms a leakproof bond to seal all leaks 
in cars. Permatex Co., Inc., 1720 Ave. Y, 
Brooklyn, N. Y ar 


Universal Yonkers Offers 


Traffic Line Marker 


“Printed” traffic lines which are 
said to be sharper and last longer 
than those sprayed on are drawn 
by the Controlled-Flo traffic line 
paint striper, according to the Line 


Marker division of Universal Yon- 
kers Corp., 30 Woodworth Ave., 
Yonkers, N. Y. 

The machine is said to require 
little maintenance, because it is 
gravity-fed and has no power unit. 
It is noiseless and throws off no 


dust spray. om 


ELECTRIC WRENCH—Model W-120 is 
11 inches long,.with one-half inch stand- 
ard capacity and five-eighths inch extra 
capacity. With 115 voltage and 3.5 am- 
pere rating, it has a free speed of 1,900 
r.p.m. and load speed of 1,400 r.p.m. 
From Apr. 1 until June 30, Mall dealers 
will give $21 credit toward the purchase 
of this model against any old wrench 
turned in, according to Mall Tool Co., 
7725 S. Chicago Ave., Chicago 19, Ill. 

* * * 


Presstite Issues Catalog 


On Body Sealing Compounds 


A catalog on body sealing com- 
pounds for the replacement market 
has been published by Presstite 
Engineering Co., 3796 Chouteau 
Ave., St. Louis 10, Mo. 


The four-page folder contains 
prices, application pictures and de- 
scriptions of the sealers, such as 
weatherstrip adhesive, trim ce- 
ment, auto body sealer, windshield 
sealer, Permagum cords, body dead- 
ener, glass cement and cold solder. 

cd * * 


SPEED MANIFOLD—A manifold for 1955 
Dodge and DeSoto is said to feature 
smooth acceleration from zero to top 
speed. Units come complete with throttle 
kit. Weiand Power & Racing Equipment, 
2733 San Fernando Rd., los Angeles, 
Calif. 

’ ae ee 
16-Page Color Catalog 
Issued by Rotary Lift 

Rotary Lift Co.’s automotive di- 
vision, Memphis 2, Tenn., is distrib- 
uting a service station auto lift 
catalog in 16 pages of color, con- 
taining illustrations of rotary lifts. 

Operation of the Rotary Airdrau- 
lic and Flodraulic jacks is shown 
in cut-away drawings. The back 
cover lists the company’s 49 parts 
and service depots throughout the 
country. 


RATCHET WRENCH—The Cam-loc is 
designed on the eccentric principle, with 
rollers which hold the hexagon nut with 
a firm grip while the torque is equalized 
over the five sides of the hex nut. It 
comes in nine sizes from three-eighths 
to one inch. Kramer Fabricating Co., 
Fisher Bidg., Detroit 2, Mich. 


RIDE CONTROL MONTH—Replacemen} 
of shock absorbers will be the theme of 
an April campaign under the title, “Rigs 
Control Month." A large advertising 
gram will support the drive which 
at replacement of shocks on three out 
every five cars. Briggs Shock Abseo 
Co., 1148 Euclid Ave., Cleveland, O. 

2 Sie 


SAFETY GUARD—Safety-Glamor Guards, — 
which can be easily attached to rear 
bumpers, give 1955 Plymouths a lower, 
wide appearance and protect the car in 
parking lots and other tight spaces. They 
can be ordered direct from the factory. 

oe 


CAR FLARES — The Kar Flare is an 
emergency warning signal whose flame is 
visible at great distance. It is said toe 
burn in rain and wind for approximately 
15 minutes. Kar Flare Co., 52 Vanderbilt 
Ave., New York 17, N.Y. 


JEWELED REFLECTOR—The 3-D reflector 
is made of plastic and equipped with 
plated, threaded bolt 3/16-inch in diam 
eter and %-inch long. Even lights striking 
it at right angles are said to produce fe 
flection. It is available in red, greet 
amber and blue. Carl-Sons & Co., 167 
N. Damen Ave., Chicago 47, Ill. 

a a eh 


Bulletin Gives Data 


On Glass-Reinforced Plastics 


Technical data on custom-molded 
parts of ACE glass-reinforced plas 
tics are given in Bulletin GRP4 
issued by American Hard Rubber 
Co., 93 Worth St. New York 1% 
N. Y. 

High-pressure molding techniques 
which permit economical produe 
tion of complicated shapes with 
metal inserts if required, are d@ 
scribed. 
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YOUR 
FARM MARKET 
is 


GROW INGI 


Two and one half million farm families now enjoy a very com- 
fortable standard of living with more than the average number of 
conveniences and luxuries. Each year the number of these above 
average farm families has increased substantially.* So it will 
be again in 1955. 





*Growing percent of U.S. Farm Families Enjoying Above Average Economic Status. 


Farm Journal’s business, like its market, is big and growing. 


Nearly half of all the above average farm families in See the growth in “better than average” farm households revealed by three Starch 
‘ urn . ‘ Consumer Magazine Reports. Today there are 2,517,000 farm households listed in 
America read Farm Jo al every month. It is biggest this prosperous category—an increase of more than a quarter of a million since 1952. 





by far where farming is best. 


Advertisers’ investments in Farm Journal have doubled 
in the last ten years. In 1954 they were nearly 40% 
greater than in any other farm magazine! 


e Consumer product? Sell the whole growing Country-Side market 
with the Country-Side Unit—F ARM JOURNAL and TOWN JOURNAL. 
Circulation now nearly 44% million. 


Your farm market, our farm market, is growing. Farm Journal 

is the farm magazine farm families and advertisers depend on. 

Grow with us in your growing farm market. er om ~ iwi uw © U Fe Pa A L. 
AMERICA’S LARGEST, MOST SUCCESSFUL FARM MAGAZINE 


Graham Patterson Richard J. Babcock 
Publisher President 
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Turnings . 


a By John T. Benedict 





(Continued from Page 21) 


ciples to build up designs from 
basic elements, many of us were 
almost ready to accept Moderator 
Kenneth Pickering’s opening state- 
ment that those who understand 
the stylist know him as a human 
being with a job to do—a working 
member of the automotive team. 
* * * 


Styling Now Penetrates 
More Than Skin Deep 


HAvs had a hint that styling 
does indeed rest on a scientific 
base, we were primed for the next 
presentation, in which Charles Jor- 
dan, of the General Motors styling 
section, sought to prove that “styl- 
ing is more than skin deep.” 
Jordan reminded us that the 
early stylist was part of the body 


tion was to assist 
in body refine- 
ment after overall 
size and shape 
had been estab- 
lished by manage- 
ment, engineering 
and sales. In those 
days, the stylist 
was thought of as 
a decorator, who 
put on his little 
trim touches to 
see what he could 





Chartes Jordan 


do to stimulate sales. At that time, 
styling was “strictly skin deep.” 


Through the years, styling has 
graduated from a handful of “dec- 
orators” to a position where it is 
allowed to play a part at the begin- 
ning or basic conception of the car. 
Few engineers would dispute Jor- 
dan’s statement that “styling now 


engineering group. Styling’s func- is on a par with any group dealing 





£LL 
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with the development and produc- 
tion of the product.” 


In a neat summary of the de- 
terrelationship between 


each other’s work.” 

In speaking to the engineering 
audience, Jordan set himself the 
goal of “taking us into the styling 
section.” We were to see who works 
there, how they work, what they 
think, etc.—and thereby gain some 
knowledge and appreciation of the 
“weird world of styling.” 

In a sense, we were slated to 
“ride into the styling section on a 
truck,” for Jordan had decided to 
build his talk around a comprehen- 
sive view of the birth and develop- 
ment of the XP-39, GMC Motorama 
show truck. 


In creating this truck, the first 
step was a definition of design 
goals. Basic objectives were: (1) 
Maximum pay load in minimum 


Four-Car Garage of Future?— 










As a natural extension of the present fast-growing two-car trend, Charles Phaneuf, 
Continental stylist, foresees the day when there will be a car for every member of 
the family. The two-car garage then may give place to the four-car model. 


for driver. 

From this point in his talk, 
Jordan “went to the blackboard” 
and continued with a most en- 
lightening presentation in which 
he described the development of 
this “truck of the future” while 
sketching each element for us 
on the board. 

Speaking as a stylist, graduate 
engineer Jordan seemed to be in 


package size; (2) complete access; an ideal position to point out that 


to any part of the load; (3) 


m-|one reason styling is now “more 


ger-car comfort with bus visibility 'than skin deep” is that the styling 








Beaded Panel Units 


“ALUMINUM 


TRUCK BODY SERIES 


FOR FAST EXTRA PROHITS ! 


EXTRA PROFITS, regularly, can be had by truck dealers who take 
orders for the new Fruehauf Aluminum Bodies at the same time they’re 
making chassis sales. The opportunity occurs frequently—why miss the 


extra dollars in your pocket? 


Please your customers by selling a complete package—by offering 
them the widest available choice of aluminum bodies, in any length, 
with practi¢ally any known optional feature. Clinch your prospects 
by being able to offer them prompt delivery—and let Fruehauf do 
the mounting at no extra cost. And keep your customers by providing 
them with the finest-quality bodies that only Fruehauf can produce. 

Write for the protected profit plan and catalog of units while the 


opportunity is young! 


e@ Beaded, smooth panel, or outside post units all at the same price 


e Hardwood, composite, or aluminum dry freight floors 
e@ Lengths from 12’ to 24’ in 1’ increments 
e Straight frame or wheelhousing models 





Truck Bodies 











design group includes men with en- 
gineering background, as well ag 
other “pure stylists” (who still are 
expected to have an appreciation 
of the engineer’s problems). 

Jordan then asserted that the 
dreamer is very important to an 
automotive styling operation — but 
he “must recognize his own sound 
ideas and bring them down to earth 
quickly and accurately.” 

* * * 


Dream Cars Help Bring 


New Ideas to Life 


Te COMPLETE our indoctring- 
tion, stylist Charles Phaneuf, of 
Ford’s Continental division, de. 
scribed the purpose of “dream” carg - 
and told how sports cars and dream 
cars affect production models. First 
of the four goals sought in dream 
cars is the benefit of a “styling ex- 
ercise.” Phaneuf indicated that 
such cars furnish an outlet for 
pent-up ideas and theories —and 
serve to stimulate the entire or- 
ganization. : 


“Management conditioning” 
the next purpose listed for t 
dream car. After seeing : 
new style ide 
on such 
mental 
management de- 
cision-makers ap- 
parently find the 
shock of newness 
wearing off when 
the designs are 
offered for use in 
production cars. 
Phaneuf has 
found that man- 
agement 
conditioned to features and : 
new designs and is more likely to 
accept them in production. 

The third function of the dream 
car is to act as a storehouse for 
“design trademarks.” Identity and 
prestige are gained, and distinctive 
features become associated with 
the company that sponsored the 

use. 





OC. H. Phaneuf 


dream car. 


A final, highly important 
for the dream car is in market 
research. Carefully planned in-— 
terviews are conducted to obtain 
public reaction to the experi- 
mental cars as they are shown 
across the country. Scientific an- 
alysis of results often provides @ 
guide to public preference and 
aids in “pre-testing” ideas to be 
used in production. 

“Fast wheel cuts” and aerody- 
namic stabilizing fins were two 
sports-car features apparently fa- 
vored by Phaneuf for 
adaptation to passenger-car pur- 
poses. In addition to racy appear- 
ance, benefits cited for the fast 
wheel cuts included drag reduction 
and brake cooling. Possible advan- 
tages of tail-fin stabilizers for en- 
hancing high-speed stability were 
said to rate serious consideration 
for vehicles capable of speeds above 
120 m.p.h. 

Phaneuf’s talk was concluded 
with an impressive list of familiar 
features (ranging from wrap 
around windshied to reduced car 
height) to show specifically how 
sports cars and dream models have 
influenced production cars. 

In my opinion the interchange of 
ideas at this meeting undoubtedly 
served to aid the engineer in Un 
derstanding the stylist. Such dis 
cussions help in bridging the gap 
that sometimes is seen betweet 
what the stylist thinks the cat 
OUGHT to be and what the engi 
neer thinks it CAN be. ; 

And the stylists certainly did 
their cause no harm by staging the 
event for a group of several hut 
dred young engineers, since 
stated by one stylist-diplomat) & 
number of tomorrow’s engin E: 
leaders probably were present. 
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Triumphant again in America’s toughest gas economy test 


STUDEBAKER'S ADVANCED DESIGN 
WINS 55 MOBILGAS RUN! 





Brilliantly engineered Commander V-8 takes 
the Economy Run Sweepstakes! 


HIS impressive Mobilgas Economy 
Run victory is another terrific pub- 
licity bonanza for Studebaker dealers. 


It’s an especially timely new Studebaker 
success story because it comes right at the 
start of the spring selling season. And 
Studebaker is capitalizing on it to the ful- 
‘est extent for the benefit of Studebaker 
dealers. 


Winning the Mobilgas Economy Run 
consistently is characteristic of the alert 
“on-the-ball’’ progressiveness that Stude- 
baker is famous for throughout the auto- 
mobile world. It’s the kind of news-making 


STUDEBAKER DIVISION 


ae 


| a. 
. ave 


Pe 


that dealers can really cash in on. 

If you are interested in making a change 
for the better as a dealer—or if you are a 
successful automobile man anxious to be a 
dealer —get in touch with William A. Keller, 
General Sales Manager, Studebaker Divi- 
sion, Studebaker-Packard Corporation, 
South Bend 27, Indiana. 

Studebaker is ‘really going places’’— 
and this Mobilgas Economy Run triumph 


is just an example of good things to come! 











For 2nd straight year 
Studebaker finishes first 
over all competing cars! 


Ist in Grand Sweepstakes! 
Ist in ton miles per gallon! 
1st of all eights in the Run! 


Powerful Commander V-8 
sweeps to victory with an 
impressive average of 


27.4 


actual miles 
per gallon! 





STUDEBAKER 


OF THE STUDEBAKER-PACKARD CORPORATION... 


ONE OF THE 4 MAJOR FULL-LINE PRODUCERS OF CARS AND TRUCKS 








) 
. 
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1955 Front-End Die Castings— 


Ornamental items such as headlamp bezels, hood ornaments and nameplates, 
plus {in most cases) the complete grilles of these 16 representative 1955 models, 
are made from die castings. Cars shown are (A) Buick Special and Century, (B) Buick 
Roadmaster and Super, (C) Chevrolet, (D) Mercury, (E) Imperial, (F) Chrysler, 
(G) DeSoto, (H) Dodge, (I) Clipper, (J) Packard, (K) Studebaker, (L) Willys, (M) Nash, 
(N) Hudson, (O) Rambler and (P) Kaiser. 


“ 

Here’s a handy quick-reference checklist of a few of 

Oneida’s sure-fire sell points: 

¥ Twin-Riveted Body Panels give all around, “armoured” 
protection. 

¥ Rigid-Arch Roof-and-Wall Structure takes stresses with safety. 

¥ King-Size Bumpers and Rub Rails really soak up shock— 
front, rear and both sides. 

¥ Tough Floor Treads are “safetied” for all-weather sure-grip 
traction. 

Wider Aisles, Higher Headroom, Safer Handholds. 

¥ Shatter-proof, shock-mounted windows, with split-type top 
sash opening to full nine inches. 





So “let in the clutch” on this geared- 
for-sales school bus body by contact- 
ing your nearest distributor, or by 
writing Oneida Products Corpora- 
tion today. 








Zine Grilles Favored 


16 New Models Have Complete Die Cast Units; 
Compactness, Economy Cited 
(Continued from Page 21) 


from stamped or other types of 
fabrications. 
* * 
Bu shows the outstanding use 
of die casting in the General Mo- 
tors line. The intricate grille, cou- 
pled with hood ornaments, header 
bars, lettering, grille ornaments and 
lamp accessories, contains 29 pounds 
of zinc die cast parts. The “wide- 
screen” grille in the Buick could 
not have been made economically 
by any method other than die 
casting. 

In the Chrysler line, the Im- 
perial uses almost 31 pounds of 
zinc castings. The styling feature 
of the Imperial is its dual-section - 
grille which alone weighs 25 
pounds. 


Every car in the Chrysler line 
uses die castings extensively. Die 
cast design made the twin-opening 
grille of the 1955 Chrysler line pos- 
sible—adding to the impression of 
classic, 


; 
es 


Team up now with the “Geared for 


clean-line simplicity. |. 


Chrome-plated die cast headlight 
bezels further carry out the new 
“forward-motion” styling. 
+ a * 

D= castings are utilized for parts 

other than grille members. Such 
parts as door handles are entirely 
produced by die casting. Seventy- 





Safety-Lane Manual 
Available to Dealers 


WASHINGTON. — A manual 
telling dealers how to operate a 
aor or group safety lane 
during the May Safety Check 
program is available from the 
Inter -Industry Highway Safety 
Committee, 1200 Eighteenth St. 
N. W., Washington, D. C. 

The manual! explains how to set 
up the lane, the materials needed, 
where to get the materials and 
what procedure to follow, 








Sales” features of the 


Oneida Safety School Bus Body. It’s the surest, safest “Sales 


Partner” for your chassis. Together they'll pull the biggest 
sales load you have ever known. Why? Well, you know the 






features of your chassis. Add the safety, beauty, and stamina 
that Oneida engineers have built into these School Bus Bodies, 
and it’s clear why these two are a natural to sell together. 


Oneida Safety School Bus Bodies are tailored not only to 
meet, but to magnify, school officials’ exacting demands for 
safety, performance and endurance. Yet beyond these requi- 


sites, Oneida embodies unlooked-for 


“extras” in beauty of 


design and passenger comfort—found only in Oneida Bodies. 
One look at Oneida’s luxurious, all-weather veritable “home- 


room on wheels” often closes the sale. 












six million auto door handle: die 
cast in 110 work days, is a typical 


accomplishment of a process 
can mass produce precise, complex. 


shaped, close - tolerance units eco. 


nomically. 

Decorative insigne and mold. 
ings, trim elements, instrument 
panels, accessory controls, air 
conditioning outlets, interior iamp 
bezels and cigarette lighters are 


Components of the torque-con-. 
verter type automatic transmission 
are aluminum die castings. Carby- 
retor bodies and components are 
zinc die castings. 

* + + 


: Beaver die casting goes from 


“raw maerial to finshed part” in 
one step, it is the outstanding pro- 
duction technique for importan¢ 
components of home appliances, jn. 
struments, hand tools, business ma- 
chines, electrical equipment, auto. 
mobiles and other products basic to 
the American economy. 

Die casting is the process of 
producing accurately dimen. 
sioned, intricate, smooth-surfaced 
parts by forcing molten metal un- 
der pressure into locked metal 
dies or molds. When the molten 
metal has solidified, forming the 
die casting, it is ejected from the 
opened die. 

The accompanying table high- 
lights the use of die castings for 
front-end treatments on the vari- 
ous cars. 


Automation Show 


To Run Sept. 6-17 
At Navy Pier 


CHICAGO. — A new industrial 
exposition, the Production Engi- 
neering Show, will be launched 
here Sept. 6-17 to coincide with the 
holding of the Machine Too! Show. 

The Production Engineering 
Show will cover the new field of 
automation. More than 70 firms 
reportedly agreed to conduct ex- 
hibits prior to public announcement 
of the show. Exhibitors are e- 
pected to total 225 by show time. 

The combined events are expected 
to attract 200,000 industrial exect- 
tives. 

The Production Engineering 
Show will be held at Navy Pier 
and the Machine Tool Show at the 
International Amphitheatre. A fleet 
of buses will shuttle visitors be 
tween the two halls. 


Abrasives Test 
‘Metal Coatings 


| WASHINGTON. — A method for 
| measuring abrasion resistance of 
organic coatings on metals has 
been developed by A. G. Roberts, 
W. A. Crouse and R. S. Pitzer of 
the National Bureau of Standards 

The method determines the time 
required for a high-speed jet of 
fine abrasives to wear through the 
coating. Development was spon 
sored by the Navy in connection 
'with a program for production of 
| durable finishes for Naval aircraft 
The instrument simulates a vari 
| ety of service conditions so the pre 
cedure can be used to determine 
labrasion resistance on all types o 
protective coatings, regardless of 
| gloss, color, thickness or surface 
area. 





Nelson Reorganized 

Following the death of C. C. Ne& 
|gon, head of Nelson Motors (Cher 
| rolet), Gayes Mills, Wis., the firm 
|has been reorganized as Nelsot 
| Motor Co., Inc., with Robert Irlbeck 
|as president and treasurer, anf 
| Alma Nelson as secretary. 








MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on @ 


TRADE 
basis throughout the coun to 
new cars our leased fleet. ‘ec 


| these cars will be used locally your se 
ice shop can benefit also.) 
Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 4 
Chicago 37, Illinois - me 
Phone: Museum 4-6969 | 
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“WANNA BET YOU CAN BEAT IT?” 


BIGGEST car in the low-price 3! 

BIGGEST standard horsepower in the low-price 3! 
BIGGEST sales gain in the low-price 3! 
BIGGEST January in Plymouth history! 
BIGGEST February in Plymouth history! 
BIGGEST dealer opportunity in automotive history! 


PLYMOUTH 


EASIEST CAR TO SELL...BEST CAR TO BUY 












So 


a8 
f2> 
Nw 


991; 4-dr. stat. 


; cl. epe., 
$4,305.01; conv., ° 
clal—4-dr. sed., $4,728.32. 
pass. sed., $6,186.78; lim., 
dorade — Conv., $6,285.96. 
standard.) 
OHEVROLET — (Prices are for 6 - cyl. 
modeis; .or V-S8, add $99)—One-Fifty—4- 
= sed., $1,728; 2-dr. sed., $1,685; utility 
$1,593; 2-dr. stat. wag., $2,030. Two- 
sent-d-an. sed., $1,819; 2-dr’ sed., $1,775; 
cl. cpe., $1,835; 2-dr. stat, wag., $2,079; 4- 
dr. stat. wag., $2,127. Bel Air—-4-dr. sed., 
$1,932; 2-dr. sed., $1,888; hardtop cpe., 
$2,067; conv.,$2,206; 4-dr. stat. Wr & 
262; Nomad 2-dr. stat. wag., $2,47 
ee” coon conv., $2,799; V-8 ae, =. 
934. (Powerglide optional at $178.35.) 
OMKRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cps» f 703.25; 
Newport hardtop cpe., $2,818.25; conv., 
Semen a 4-dr. stat. wags 9,002.28. New 
orker Deluxe—4-dr. $3,494.25; New- 
cas we naveied cpe. $3,052.25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr. stat. wag., $4,209. 300—Hardtop cpe., 
$4,110.25. (PowerFlite standard on New 
Yorker Deluxe and 300, optional at $189 
Windsor 


on Deluxe.) 
DesuTU—Viredome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., $2,- 
823.75; 4-dr. stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75. 


(PowerFlite optional at $189.) 

oe aera oe sed., $2,092.75; 
2-dr. » $2,013; 2-dr. 2-seat ‘stat. wag., 
$2,348. 78: "4-dr. 2-seat stat. wag., $2,462. 1; 
4-dr, 3-seat stat. wag., $2,565. . Coronet V-8 
—4-dr. sed., $2,196; hardtop cpe., $2,281; 
2-dr, 2-seat stat. 2- 


wag., % 
$2,310; hardtop cpe., $2,395; 4-dr. 2-seat 
stat. wag., $2,658. 15; 4-dr. 3-seat 
wag., $2,760. 75. Custom Reyal V-8—4-dr. 
sed., $2,472.50; hardtop cpe., $2,542.50; 
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Current Prices on New Cars 


391.59. Thunderbird $2,944; 

ccnv., $3,019.30; combination hardtop-conv,, 

$3,234.30. (Fordomatic optional at §178.20 

on eee models, $215 on Thunder- 
) 


. . sed., 
460; 2-dr. hardtop, $2,570 Super Hornet 6— 
4-ar. sateen a ai _f =o tee 6—4-dr. 
“9 * hard’ iP, , 880. Super 
Hornet V-8 —4- dr. sed., ‘Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr, hard- 
ve $3,145. ( optional at $199.) 
IMPERIAL — Custom — 4-dr. sed., $4,- 
483.25; hardtop cpe., $4719.75. (Power- 

Flite standard. ) 
KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,668. (Hydra-Matic 
optional at $178, 20 on Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment. ) 
LINCOLN — Custom—4-dr. sed., b mere 
hardtop cpe., $3,666. Capri Special 
—4-dr. sed., $3,752; hardtop cpe., $3,910; 
standard. ) 


conv., $4,071.50. (Turbo-Drive sentatives in state capitals. 
MEROURY — Custom — 4-dr. sed., §2.- om - 
Git ast wae, SaaS ee aaa 
4-dr. sed., $2,400; hardtop epe., $2,464.50; a States Previously " e oa 7 End tel one 3721 240 
ported for January 54 4 101; 2546 215 
Ow at "aun teter aanaiten Gata oe, | Aremees , 55 a | 
<a. Bris ce alley Ss a ‘Sal | rreif | | aa gi} ot | 
$189.45.) —w icons California "55 | 1755 21; 531) 1753 534 4il 2) 
$1,469 a i a eT cans Colorado : " ; Mat u ™ oH 4 . ; 
conv., ( ces al 
a aales.) “ cet oe | 344 qf 60} 242) ~—74|_~—«107 3 
NASH—Statesman Super 6—4-dr. sed., | Florida “BE! 562 2 tig 617 166 178 4 
$2,215. Statesman Custom 6—4-dr. sed., 2 Sl 554] 6 123] 563 4 oa me 
$2,385; 2-dr. hardtop, $2,495. Ambassador | [ndiana "55 672 4 71 582 ce 
Super 6—$2,480. Ambassador Custom 6— ‘54 757 13} 183) = 610 iat DT 14 
4-dr. sed., yd 2-dr. hardtop, $2,795. | [owa or 55 423 5 85 390 73 i 
Ambassador Super V-8—4-dr. sed., $2,775. 54 409 2 7\ 313 a if1| 
Ambassador Custom V-8—4-dr. sed.,'$2,- | 5-5. ee ee ee ee an 
965; 2-dr. hardtop, $3,095, Nash-Healey— s a | 368 . ff mS iat | 
2-dr. hardtop, $5,128.05 at coastal ports. a — ——_—pe}——_— — ar nee - a - i 
(Ultramatie optional at $199; not available | Kentucky ‘55 pe] 85,365) 10) 137 10 
on Nash-Healey, which is equipped with| is ac ee eee 3 70 a3 93) 139 5 
overdrive. ) Louisiana ‘ eal I 101 10) 139 191 3| 
OLDSMOBILE — Series 88 — 4-dr. sed., ‘ 644 3] 128} ~—10]}_—st58} 53 3 
$2,362.09; 2-dr. sed., $2,296.62: hardtop | Michigan "55 809 16; 206) ~=—«972|~=Sé«2|SsC*S 7 
Cpe.» RAMs ae ae ee — tom 54 1087 8| 271] 1013] 267] ~—*164 
436.25; hardtop epe., $2,714.39; 4-dr. hard. | “'°"*%°"* ‘ | = é "Sol ml a & 
top, $2,788; conv., $2,893.59. 98 -4— Mississippi — : 7 406 55 388 aoe % “oO £ 
oS Se $3,140; conv ty ; | 445| Ma | le i ca 3| 
(Hydra-Matic optional at $178.35. ) - Missouri “sal | 38 | 155 813 215 430 5 
$2,580. 53. Clipper Sioa, eek: “a.- New Mexi = se P ia + iy tot s * 4 
° ew Mexico 
685.53; 2-dr. hardtop, $2,775.53. OMpper; el | zal a1 24) 132) 42 ‘| 22 
Custom—4-dr. sed., $2,925.53; 2-dr. hard- | New York 55 40|—«728 43}. 478) «658; 343) +598 80 
top, 2076.88. naratop Fa tea i St 54 31| 956 14, 359] = 856} ~—-200| = 377 50 
; . , , id o | 
Se cecil te edi cen ei | 7 2 37 2 ee ef 
extra on other models. South Ceroling.~~—~CSSSLSCSC“(‘CCOSCR2OS i 7%6| 244 44 59 
FLYMOUTH—Plass. 6 —4-ar. sed., $1,- ; | 1 
54 366 1 106] 392) ~— 78 2 9 
FO0.00; S68, S08, SR Ter OO; Sus, ape. St> | va > me ge 200i} To} 378) 1430) 300 
638.50; 2-dr.: "penet stat. $2,076.50; | Texas ‘5 . “if 
é-dr., Z-sent stat. wag., $2,158.35. Pinan V-6 onan 2039 ssa eres 418 o 
—4-dr. sed., $1,884; 2-dr. * $1,841; 2- Al — eported 55 19437, 5161 
dr. 2-seat stat. wag., $2180" “4-dr. 2-seat | _ For January oe ‘54 9 21314 B10 1802s 5193 


stat. wag., $2,261.75. Savoy 6—4-dr. sed., 










dra-Matic opticnal at $178.85.) 
STUDE 






Custom — 4- 
dr. sed., $1,783.24; ng sed., $1,741.02. 
Deluxe—4-dr. , $1,885. 16; 2- 
wet Wee, oa spam oe. a Resa 
stat. Wag. 140.64 
Custom—4-dr. sed., $2,455; Catalina, $2,-|— 4-dr. sed., $1,993.27; b-pass. cpe., §1,- 


499; Safari 2-dr. stat. wag., $2,962. (Hy- 
dra-Matic optional at $178.35.) 
RAMBLER—Deluxe—4-dr. sed., ee ee 
2-dr. sed., $1,585. Super—4-dr. $1. 
798; 2-dr. sed., $1,683; 2-dr. ase ‘wag., 
$1,869. Custom—4-dr. sed., $1,989; hard- 
top, $1,995; 4-dr. stat. wag., $2,098. (Hy- 


New Commercial Car Registrations, 
All States for January, 1955-54 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 


974.50; hardtop cpe., $2,123.76; stat. wag., 
$2,311.59. Commander Custom —4-dr. sed., 
$1,918.72; 2-dr. sed., $1,373. Commander 
Deluxe—4-dr. sed., $2,013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. sed., 
£2,127.25; S-pass. cpe., $2,094; hardtop 
































































































































conv., $2,748. (PowerFlite optional at | $1,879.50; '2-dr. sed., $1,836.50. Savoy v-8 
sire ieee Soe My Bia mae ‘Wo toten or Februar 

FORD—(Prices tre for 6-cyl. models; | Belvedere 6 — 4-ar. ‘sed., $1,978.50; 2-dr. 9 
= V-8, add $99.98) — Mainline — 4-dr. | sed., $1,935.50; hardtop cpe., $2,113; 4-dr. 

, $1,753.24; 2-dr. sed., $1,707.02; bus, | 2-seat stat. wag., $2,321.75. Belvedere V-8 | illinois "55 a 24 Pol wy a rl 

x ,605.97. si 00. —4-dr. sed., conane sed., 35508. 2-dr. nv, $2801; 4dr. — ‘54 toed 53} 260 ; A 14 4 9 26| 3297 
$1,844.06; 66; 2-dr. sed. OP Cpe., 94, 36.25 —- > "55 a. 7 a) | ’ Seg + 45 2 | 
4-dr. » $1,959.77; 2-dr. , $1,913.57; | 2-seat stat. wag., $2,425 (PowerFlite ™ ' al “an 94 pM ior 91 17 ; 27 19 23 un 
Victoria & hardtop, $2,004.76; Srowa Victoria | optioral at $178 30.) “Two States Revorted—~CS~S 7 Evy) 1428 260| 714 a ae "$2 114 
cl. epe., $2,202.04; Crown Victoria glass-| PONTIAC — Chieftain 860—4-dr. sed..| To Date for February ‘ ‘hod 1428 53| 354 Bae. 351] 533 31 16 84] 64 | 0 wn 
top, $2,271.53; conv., $2,224.09. Station | $2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. ; a 
Wagons—2-dr. 2-seat Ranch Wagon, $2,-|wag., $2,424; 4-dr. stat. wag., $2,518 Year ‘55 97| 20644 30 a | 5421 9110 weal 229 814 1085 1953 ‘| om 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 870—4-dr. sed., $2,267.51; 2-dr To Date 54 101] 22742 20219| 5544) 6615 197 948; 1015) 1044 65106 
$2,108.64; 4-dr. 2-seat Country Sedan, $2,-/sed., $2,209.32; Catalina, $2,334.99; 4dr “‘The information contained in this report has been canned from official state documents. Every reasonable precaution has bem 
156.14; 4-dr. 3-seat Country Sedan, $2,- stat. a ‘i ba pad exercised to insure accuracy of this report to the extent of the registrations received and the og ag 4 > — the report is published. 


287.32: 4-dr. 3-seat Country Squire, $2,- 
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1 : 119] 232] 351) 223) 9 2 9 ies Tee 81|_ 548) 2531 70 _102|_1767|_ 431 18] 47} 5] tat —st77|_——38 
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7 ‘ I37|__310|__447|__390|__397| S95] 1860|_2990| _G45e|__214| 1554) 62262131] 1201 S001 2108} 10154 a al 53 
ississippi 55 7\— 15| 22) 66 142) 467/734) 97 —«3|——=«SST| 06 a 16 318) 171 = ~ 
54] 7|__sd4]_——3|_ 58] 45] |_—s299]_—483|_—s78|_—s4]_—sS8]_—— 950 25 *e| 18 __ 1467 3 S| 
issouri 55; 34/110 144| 259 234/414) 1349 2256|"2818| 61|__—Se! 1136237 5 1054) 943 os —3| 18} —0| a 2 
‘54| 28] +136) —«b4| 144] 150} = 204) Bai] ~—«1339| 1950) = 48) 472 0 470} —-93|__—2104 - __ 513] 3638 a ee 163] 235) 
New Mexico 5; Ss} =St=«i| SC] S«S2|SSC2 Ss] SCS] SCO] 73 7| 90) 470) 202 a 2%) rast Al “t 2 3 5} 27) «32 
‘54 9| 7} 16| =~ 36] 22] SSB] st] = 2a} 273] 5] ta] = 4a] siat] Sk 94| 660 7 8} 10) ~Ss 34 4 a 
Oregon 5; —=«S2)=St«*S| SSC] ~—st S| —«12)—Ss37| 416) =~ 880} sa96| ~=—S«32|S2S7| Ces} S14 ! io) ‘al 383; 2130 3} —Oie)StCti 6; a3/—S«é 
54] —17| 60] —S 77] 90] 96| —s105|_—277|—— 568] 748] 25] 196] 89 i91| stat 143| 1267 | 20S 26] St] SG] 7 
Pennsylvania 55) 148| 225/373) +~=«-779|~=«S78| —‘i2e9/ 3270) 5916) 3838) «97 4923| 2664; —=«S 83 Bl / ~~ Yas4| 10345; 10) 63)—S73/—S |B) 
‘54 205] 324) 529] 23 Sat ne 2490| 4403} 4910} +108} _—«1270|-—«6288| —1423| 184) mi i521 8638} 31] 103|_—134] 326] 395] 72 
South Carolina . a 2 = ole ‘400/7aty isi 14) 136) 1301) 398 20 ir 331 = 3 3) Joy aa 
54) 21] 23] 44] 2 ‘ ta a | 122] 8] 238] 1378} 341] 52]|_—1367]_——S8] 2es| 2002 6] 28] 34] 5] a So 
Texas “55; 47) Nat] tes) 453] 84 Thi 1151) 6367) 2461) ——46|"4730/ 2182/2216) 12135 3 
— St el _ 52] 0) _ 20 Ba 1954] 8042} _1737| _—-361| 6336] ~—*1091| +1526) 11051 
“9 States Reported 'S5/-2iae| 3673) ~ 6799/1276)” ni 16857| 94764) 40392 rea $4510|31740| 30110| 176549 
_To Date for January = ‘54 2459 7250) _ tor 18983} 89423) 19821 70310} 11690} 20568) 125234 
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| New Passenger Car eget Three States for February, 


(Grand total includes 47 states = January, plus three states for February.) 
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Thousands find new thrill in auto radio! Delco’s 
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- Signal-Seeking Tuner 
tunes itself 


and finds all 
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Never before have you seen anything like the Delco 
Signal-Seeking Tuner! 


| S8leSis2su SS 


All you have to do is touch the Station Selector Bar— 
as gently as you would touch a piano key. Instantly, 
the magic of electronics takes over, does the tuning /or 
you—automatically . . . with greater accuracy than the 
human hand or push-buttons ever could do it. Touch 
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it again, and another station comes in, tuned with hair- 
line precision for fullest listening enjoyment. 


The Delco Signal-Seeking Tuner seeks out and tunes 
perfectly every station your car’s radio can receive. And 





does all this while you keep your eyes on the road ahead. 
Wherever you drive, in crowded city streets or through 
open country, you'll want the added convenience, 
pleasure and safety of the Delco Signal-Seeking 
Tuner. And once you’ve'seen it in action, you'll 
agree that it’s the greatest advance in auto radio since 
the push-button. 


The Delco Signal-Seeking Tuner is available now 
on many of the 1955 automobiles, Ask your dealer 
for a demonstration. 


¢ 


DELCO AUTO RADIO 


DELCO RADIO «¢ DIVISION OF GENERAL MOTORS 
KOKOMO, INDIANA 





AS ADVERTISED IN THE SATURDAY EVENING POST AND 


Another Engineering First from General Motors . . . the Delca Signal-Seeking Tuner, 
an Entirely New and Advanced Concept in Auto Radio Design and Performance. 
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Hycoop Elected President |Goodrich E xpects 


By Kalamazoo Dealers 


KALAMAZOO, Mich.—Neal Hy- 
coop, Paper City Motor Sales, has 
been elected president of the Kala- 
mazoo New Car Dealers Assn., suc- 
ceeding Robert O. Hayes, Orrin B. 
Hayes, Inc. 

Other officers elected were: Vice- 
president, Tom Cronley, Tom Cron- 
ley, Inc., and Secretary-Treasurer, 
Robert Cooper, H. J. Cooper, Inc. 


THE “BIG-3” 


°*55 Tire Sales to 
Reach 99 Million 


BOSTON.—Tire shipments in the 
U. 8. will this year total, or exceed, 
99 million uniis, W. S. Richardson, 
president of B. F. Goodrich Co. told 
the Boston Analysis’ Society last 
week, 

Foreseeing a continuing increase 


FIGHT IS ON! 


SALESMANSHIP 
WILL WIN IN 1955 


EQUIP YOUR SALESMEN WITH NEW SALES 
AMMUNITION—NOT DISCOUNTS AND 
OVER-ALLOWANCES 


THESE SIX MANUALS 
AUTOMOTIVE SALES TRAINERS, SHOW HOW 


BY W. K. BRAASCH, DEAN OF 
TO MEET 


COMPETITION WITH A PROFIT. BUY ALL SIX TODAY! 


W. K. BRAASCH 


No. 5—The Technique of Used Car Sateemanship. 
Testing Your Sales Talk. 


WE GUARANTEE YOUR SATISFACTION. 
No. 1—The Eight Autometive Success Fundamentals. 


EACH 


$2 -00 POSTPAID 


SAVE $2.00! 
Order All Six for $10.00 


No. 6—Developing and 
NATIONAL SALES TRAINERS 549 Washington Bivd., Chicage 6, Illinois 


10 DAYS 


FREE TRIAL OFFER! | 








“PATENTED 


@ Don't miss this limited time offer to try the New Macton *Par- 
avane Turntable for ten days. See for yourself how this silent 
salesman will make your showroom a bee-hive of activity. The 
construction is all welded tubular steel with special wheel pads 
that hide all supports. The car appears to float just a few inches 
above the floor. There's a rotating electrical outlet for interior 
car lighting. No anchorage of any kind required. Just plug it in 
. . « yet it operates for only pennies a day. Only Macton Turn- 
tables have these exclusive features. Get in on this limited time 
offer today. If you are dissatisfied after 10 days free trial, we'll 
gladly take back the turntable without any obligation. 


MACTON 
DYKE LANE 4 





MACHINERY 


oo: See sk oe 
STAMFORD, CONN. 


CHRYSLER CORPORATION 


Our reasons for believing that Chrysler Corporation 
may regain its former earning power are explained in 
our new 8-page, just-published report. For your free 
copy call at any of our offices or return the coupon 


below. 


HAYDEN, STONE & CO. 


Established 1892 
Members Principal Exchanges 


25 Broad Street, New York 4, DIgby 4-6700 


575 Madison Ave., N. Y. 22 
PLaza 9-7887 


509 Fifth Ave., N.Y. 17 
MUrray Hill 7-1800 


Please send me a free copy of your Report on Chrysler Corporation 


N 








in the production and use of motor 
vehicles, Richardson estimates that 
car registration will increase 57 
million in 1960. 

“It is our conclusion that by 1960 
consumption of new rubber in this 
country will exceed 1,500,000 long 
tons, and we think this a conserv- 
ative estimate.” Richardson said. 

“This would be an increase in 
consumption in excess of 20 percent 
between now and 1960, not only for 
tires but generally for use in rub- 
ber products of all kinds.” 

Richardson revealed that Good- 
rich plans to spend more than $25 
million in 1955 for expansion and 
improvement. 


Letterbox 


(Continued from Page 12) 
General Motors products and that 
“a couple of new-car dealers” in El 
Paso stated that Fisher Motor was 
beating their best prices by $300 to 
$1000. 

Speaking for ourselves, this state- 
ment regarding price is erroneous 
and would have been clarified had 
your reporter contacted us. In the 
first place, the difference quoted 
to.a person with a trade is seldom 
more than $100 off of our differ- 
ence. 

Secondly, the bootlegger allows 
only wholesale for tradeins, where- 
as we allow retail. We have beat 
the bootlegger on price difference 
in many cases. We have more to 
offer than a bootlegger: authorized, 
factory-approved service backed by 
a true warranty and a large parts 
stock. 

We find many customers who de- 
sire this assured protection rather 
than taking a chance on a bootleg- 
ger paying off on a skeptical war- 
ranty. 

We have been in El] Paso for 17 


Calendar 


(Continued from Page 12) 
Dealer Auto Shows 
Age 1-3—Danville Auto Show, Armory, 
janville, Illinois, 
April 20- 


20-23—Danville Auto Show, Danville, 
Virginia. 


— A ee Automobile Show, 

lobridge, 

April 22- — Pierre Automobile Show, 
a. 


April 1 aba — Winner Automobile Show, 
Winner, 
Jan. ii¢-Chicago Auto Show, Interna- 


tional itheatre, icago. 
Jan. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St. Louis. 
:.¢' © 
General 
March 3—GM Motorama, Civic 
Auditorium, San Francisco, Calif, 
Annual Meeting of the 
National Fluid go Assn., Broadmoor 


Hotel ado Colo 
Apr. 16-17 — Pebble ‘Beach Sp jorts Car 
R bble 


lif, 
1 — 37th International Motor 


April whey 
Show, Turin, Italy. 

Apr. 2i-May I—GM Motorama, Common- 
wealth Ari , Boston, Mass. 

April 28-29—37t * Annual Meeting, Ameri- 
can Zinc Institute, Drake Hotel, Chi- 
cago, 


i. 

May 6-9—International Motor Exhibition, 
International Room, Roosevelt Hotel, 
New Orleans, La. 

May 811—33rd Annual Convention, Auto- 
motive Engine Rebuilders Assn., Hotel 
Cleveland, Cleveland, Ohio. 

May 16-20—Materials Handling Lo 
Conference, International Amphithea 
Chicago. 

May 16-20—National Materials Handling 
Exposition, Exposition Hall, Interna- 
tional Amphitheater, Chicago. 

May 26-June 4—Exhibition of Automotive 
Spare Parts, Melbourne, Australia. 

May 3l-June 2k Engineering Show, 
Convention Hall ——_ 

June 7-10 — Spring Technical Meeting, 
ee Welding Society, Kansas City, 


san *@-10—Third Annual o wads Show 
American Welding soe, Municipal 
Auditorium, Kansas City, Mo. 

June 12-15—Directors and County Vice- 
Presidents Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Inc., Hotel Otesaga, 

New York. 

July Bea Truck Trailers Manufacturers 
Association Convention, Sheraton-Cadil- 
lac Hotel, Detroit, Mich, 

Sept. 6-17—Production Engineering Show, 
Navy Pier, Chicago. 

Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicag oO. 

Se 21-22 — Federation of , en 

aler Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Sept. 29-30—National Automobile Trans- 
porters Association Convention, Sheraton- 
Cadillac Hotel, Detroit, Mi 

Nov. 6-7—Texas Independent Automobile 
Dealers inc., tith Annual Con- 
vention, oe Hotel, Houston, Neos 

7-8—-A.S th Con 


Orion Saleiegudieemente by M MWA 
M.E.M.A., and N.S.P.A, 
* 8 8 


or Parts shake 


March Ny ty Automotive 
Show, Bexer County nS San An- 


tone, Tex. 
utheast Automotive Show, 
Lakennast Park, Atlanta, 
19-22 — Tri-State Automotive Show 
Armory, Broadway and 63rd 


ity. 
'2—Great Lekes Automotive Show, 
“Michigan State Fair Grounds, Detroit. 





years and intend to stay to serve 
the public with their automotive 
needs. Who knows how long the 
bootlegger quoted by your reporter 
will remain? 

We are disappointed in the tone 
and attitude of the article, since it 
appears it is in complete sympathy 


HESS 


SERVICE STEEL 


MICHIGAN 


DETROIT, 


with the bootlegger and is defini 
opinionated and far from factual, 
We look forward to AvuTomoryg 
News articles which will favor the 
franchised new-car dealer.—R, H 
Naytor, new-car sales ager, 
Fulwiler Motor Co. (Ford), El Pago, 


man. 


Tex. 


SEAMLESS or WELDED 
MECHANICAL 
AIRCRAFT 

PRESSURE 

STAINLESS 

CARBON 

STAINLESS PIPE 
STAINLESS FITTINGS 


Representatives for PITTSBURGH TUBE COMPANY 


COLD DRAWN BUTT WELDED~ 


"With Chadwick on our side, we're a cinch to 
score for a Monoxivent underfloor system!” 4 

















exhaust | 
eliminating 
fixtures 


Yes, if you’re looking for up-to-date effi 
ciency in an exhaust elimination system 
you'll find there’s nothing more modem 
on the market than Kent-Moore’s J 5862 
and J 2980-B Monoxivent Underfloor Sys- 
tems. Both of these outstanding fixtures 
offer such important advantages as: mini- 
mum cost; maximum operating economy; 
underfloor hose storage; quick, convenient 
use and long life. What's more, the J 5882 
“Twinstallation” services both single and 
dual exhaust cars! See your nearby Kent 
Moore jobber about a modern Monoxivent 
System for your shop. See him today! 


1 KENT- MOORE 


[i 


Ww?) ORGANIZATION, INC. 
5-105 General Motors Building « Detroit 2, Michigal 








FIRM NAME IMPRINTED 


NO EXTRA COST 
BLUE - MAROON - GREEN 


COVERS 


FOR SHOP USE 


Protect your customers’ carpels 
at lowest possible cost. 


$2.95 Each 
F.0.8. LOS ANGELES 
DURABLE VINYL TOP — 
SPONGE RUBBER 
NON-SKID BACK 
Covers entire carpet on | 
driver's side from cowl f@ 
seat — down to hump. 
inches wide. 30 inchet 
long. 


GEORGE W. SNIBBE SALES CO. 
2510 South Main Street— Los Angeles 7, California 
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@ If you want to stop a woman with an idea, 
tell her about it in her own language. 

This puts you on a friendly woman-to-woman _ 
basis with her. This puts her in a 

listening mood for what you have to say. 


@ The best place to tell her about your idea 
is in a magazine that stops her with 

other woman-oriented ideas on every page. 
Not one that makes her shift gears 

between what’s for him and 

what’s for her. 


M@ The magazine that stops the most women 
with the most ideas is Ladies’ Home Journal. 
This is where your sales climate 

is ready-made. Important ideas 

seem more important to her. 

And once she gets your idea, there’s 

almost no stopping her! 





| Never underestimate the power of the No. 1° magazine for women... 


“JOURNAL 


*No. 1 in circulation...No. I in newsstand sales... No. 1 in advertising revenue... 


a among all magazines edited for women. 
A CURTIS PUBLICATION . ~ f 





Peal March Senge Beking All Rss 
Car Output Roars Past 2 Million} 





Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 
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the old mark of 13,011 set oo 
the week ended March 19. 





duction record of 775,000 cars, sup. 


passing the 717,343 units produced 


Week Week Jan.1 = =Jan.1 | aiso set a five-day record of 29,836 
Q Same é » To Te ther milestone in the auto- | in June, 1950. 
March 26, Week, March 19, 1955, March 27, March 26, | the previous week, eclipsing the old a industry ae erection of 2. A new alltime monthly cay. 
1955 1954* 1955* ToDate 1954° 1965° |mark of 29,796 set during the sec-| 4. two-millionth car, scheduled | truck ion record of 376,933 
d week of December, 1954. 

AMERICAN MOTORS = 6,522 1,902 5,287 21,379 25,532 44,593 |°" ’ for production sometime today | units, eclipsing the old mark of 
Hudson 2,575 642 «2,273 «= 8,692 «= «5,958 =: 17,726| 7- A new Buick weekly produc-| (March 28). 852,228 set during June, 1950, 
Rte 7 1.260 2 12,687 19,574 2 tion record of 19,650 cars, breaking| ‘The previous earliest date for| 3. A new alltime United States 

caeonevesoceneossseosnesson 3,94 ’ 964 ’ 6,867 |the old mark of 18,241 set during|this milestone was in 1954, when|Canada output record of 

CHRYSLER CORP. .... 33,250 15,628 33,344 126,727 173,218 385,039 | the previous week. the two-millionth car rolled off the | cars and trucks, besting the June, 
SE ivieicenitipetiuot 5,200 2,293 5,287 20,012 29,411 54,545 eS ioe assembly lines Apr. 15. The record | 1950, mark of 891,325. 

DeSoto 3,550 1,307 3,608 13,592 19,901 41,068 8 BUICK, with four working days | year of 1950 didn’t see the same Ms ae 

Dodge .... 7,150 2,400 7,156 20,421 29,940  93,610|~° remaining in March, erased its milestone reached until May 12, 4 A NEW quarterly record of 
9,628 16,608 63,702 93,966 195,816 monthly output mark of 64,117 cars, | mostly due to first-quarter strike| ** approximately 2,110,000 cars 

Plymouth 16,750 9% set in February, by producing an| which tied up Chrysler Corp. g the old mark of 1,892,499 

FORD MOTOR 45,520 35,582 44,766 169,286 449,067 524,090) estimated 67,309 cars during the o8: = set during the third quarter of 
Ford ...... .. 35,400 29,130 35,218 133,512 353,413 414,448 | first 23 working days of the month. ERE are some of the records | 1950. 

Lincoln ... 1,220 949 1,070 3,772 12,579 10,387| 9%. Pontiac set a new weekly out- that are due to be set before} 5. A new quarterly “son 
Mercury 8,900 5,453 8,483 32,002 83,075 99,255 te record — ee ~ = day oa a ie iat eer coins - 
f c. week, surpassin “ new alltime mon ro- 

GENERAL MOTORS 85,508 60,081 87,166 821,873 670,820 980,344| "> °*TS last ’ y eee | old mark of 2,242,243. set sale 
Buick .... . 19,650 10,804 18,241 67,3009 124,906 the third quarter of 1950. 
Cadillac 3,215 2,638 3,866 12,787 23,920 40,419 T ‘ S ales 6. Ford Motor Co., producing ay 

F 2 Oo Organize mem ..«- average 7,360 cars a day, will set 
Chevrolet . 36,000 30,516 38,735 142,958 342,159 450,968 a new monthly mark of approxi. 
Oldsmobile 12,443 8,157 =13,313 §=49,089 85,714 147,762 ‘“ e mately 198,720 cars, breaking the 
Pontiac ...... 14,200 7,921 13,011 49,730 94,031 147,332 In d U P l y old mark: of 179,050 turned out in 

KAISER MOTORS 403 638 369 1,302 5,007 4,008 SI e nion ar e€ January. ae 
IDS, nivasssssnisvesetnesvsisite .opsotvhtes Ta Waid jends 2 tystienbine BGO 5 vasvedhi (Continued from Page:2) 7 GENERAL MOTORS, produc 
PD cijeisiist pes. corasitssiene 403 410 369 1,302 3,184 4,003 * ing an average of 13,944 cary 

BP COUP. acess sceescsen 5257 3,150 5,209 19,542 36,082  57,474|b0ard to oversee representation| us. There were four witnesses (4 day, will set a new monthly mak 

1 942 1827 6272 11,115 17,495 elections. it this man. of approximately 377,838 carg in 

Packard Sevens cncccncesesecocios 387 ’ s * + aa “We can’t be guilty of spitting in March, erasing the old \ of 
Studebaker ................... 3,300 2,208 3472 13,270 24,967 39,979 I WAS reported that the dealer | the company’s eye. We want to im- | 330,966 set in February. 

ES EES, Ee SND aan ene strategy will be to maintain the | prove your economic status, but we| -Chrysler Corp. will build an egti- 

Total Cars, U. S. ........ 176,460 116,881 176,181 660,109 1,359,726 1,995,543 | “contradictory” position that since |can’t support anyone who acts in| mated 148,770 cars before the lines 

“Revised all of these firms do some inter- | this manner. close Thursday, and the Little 

state business (although not $100,- : 6. — — ee ae ere Three will have erected in the 

000 worth), they are outside the/|in a fig eir foreman. One| neighborhood of 49,572 cars d 

COMMERCIAL CARS jurisdiction of the state board. man was a union member and one | March. -_ 

(U. S. PRODUCTION ONLY) Petroff said that if this move | WS not. The union supported only| The record 176,460 cars pro- 

Week Week Jan.1 Jdan.1. |failed, the alternative would be a ~ union ree in os oo duced last week was 173 percent 

Exded Same Ended March, To To _|strike vote without government as- |8Tievance and this principle was| of Automotive News’ three-year 

March 26, Week, March 19, 1955 March 27, March 26,/sistance although he said he was announced: index, compared with 172.5 per- 
1955 1954* 1955* To 1954* 1955* “against economic action at this “We will not support a man who; cent the previous week. 

CHEVROLET 9,300 7,045 8,482 27,473 88,133 56,087| time.” is not in good standing with the) Aiding the industry in establish- 

DIAMOND 7 .............. 125 “m 19 8 431 764 1,061] A couple of cases were men- | °™°"- oes en wana Comes rege. me 

SS SS 72 80 72 276 960 768| tioned in which dealers had parncr? urged that all griev-| over the previous week. ‘Ameen 

a 1900 1,997 1,787 5,026 22,769 17,874] ®8reed to negotiate with the un- ances be filed immediately, that otors also jumped output at Hud- 

ion, only to back down later. (the union be informed of all me- bh etenbined Meah- 

oR cgay aces cc oapacsivbs 8,110 6,189 8,091 29,242 81,379 93,724 son to push combined Nash-Hudson 

Cases were mentioned where it chanics laid-off (because the union | production past the 6,500 mark. 

MINI abi cases ctotpedioncsceseves 1,900 2,286 1,339 4,134 22,877 10,666 was apparent that some dealers | thee acted as a clearing house for | > n z 

INTERNATIONAL 2,565 2,296 2,578 10,157 26,275 28,762) refused to accept the union, pri- | jobs) and that shop stewards keep | HRYSLER Corp. continued tp 

es 250 138 211 857 «1,625 +~=—s_-2,563| marily because it would bring the (2 complete record of all men in | C produce 18.8 percent of total in- 

Ea aS 100 _235 . mim wo ace ogee SB dealerships (ustty output, while Ford remained 

' i - 

STUDEBAKER ......... 500 324 500 1,782 2,811 = 5,236! mes. cases were also discussed: | with which the Salesmen’s Union is | weet in produc ng een 

IE whsiessivcine seccccsssneeie 260 251 257 = «1,051 2,853 2,938| 1. A case in which an unfair la-| conducting informal talks, it was | 85,508 cars last week after es 

er 1,682 «1,035 = 1,606 = 5,818 |= 14,444 = 18,584 | bor practice charge had been filed | reported negotiations were on “the| tablishing a record of 87,166 the 

MISCELLANEOUS ...... 100 155 100 360 2,107 1,220 | Over the firing of a union steward. verge of breaking down and that) previous week. GM’s chunk of 

ouiiininenes Siinieildenie —_____. ______| The company maintained that the |it’s going to take a couple of! total industry output last week 

Total Trucks, U. S..... 26,814 22,105 25,238 86,917 269,740 240,493 |steward was the dealership’s one-|strikes before they take us seri-| was 48.5 percent. The Little Three 

man bump department which it had | ously.” grabbed up the difference by pro- 

Total Cars, Trucks, abruptly decided to discontinue. But The meeting was then turned | gucing about 6.9 percent of the 
SEE ccdpbcessaxenctaamnrtvaree! 203,274 138,986 201,419 747,026 1,629,466 2,236,036 | this tactic was called a subterfuge | over to another union official who industry total. 

for firing a union leader. discussed a real estate develop- In addition to Ford division and 

Total Cars, Trucks, 2. A case in which the steward| ment program which the Detroit | Buick Cadillac also established a 

Camade oon... 11,865 10,287 11,263 53,369 131,155 106,330|Was fired because “he didn’t sell| Teamsters have begun in the In- | new mark during the week ended 

enough cars.” It was conceded that | dian River Valley, about 32 miles | arch 19 whe: it built 3,866 units 

Grand Total, the man had failed to make his| from Orlando, Fla. in the six-day period. The old rec 


Cars and Trucks, 


U. S. and Canada....215,139 149,223 212,682 800,395 1,760,621 2,342,366 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, ete. 


N.B.: All U. 8. totals include cars and trucks for military orders. 


Dealers 
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take your mother-in-law in trade 
nor give you $2,000 allowance on 
your prewar jalopy .. . nor make 
any other fantastic promises that 


get clear, unmistakable facts and 





$8,500 Model 


SAN FRANCISCO.—Cadillac will 
produce its Eldorado Brougham 
“dream car” this year and, accord- 
ing to Don E. Ahrens, general man- 
ager, it will “make people forget 
about the Rolls-Royce.” 

A production of 1,000 yearly was 
forecast by Ahrens, and the car will 
compete with the new Continental 
being brought out this year by Ford 
Motor Co. 


The Cadillac will sell for around 
$8,500, Ahrens said. The Continental 
is reported to be in the $10,000 class. 





Tell Me 





figures without ‘financial double 
talk.’ And you can be equally sure 
that you get the MOST for your 
money when you buy your car 


Broadway at Seventh 
(Signed) R. T. Scott 


I AM sure that its circulation will 

not only develop a better under- 
standing of a dealer’s contribution 
to keeping auto transportation in 
his community mobile but the im- 
portance of that institution to that 
community. 

Maybe you will find an idea in 

it that you can use. 

At least it is an example of how 
one dealer is attempting to estab- 
lish public preference to do busi- 
ness with him rather than spend- 
ing his money in advertising a 
product that is also sold by other 
dealers less capable but located 
nearby. 


quota, although the union held that 
the company was partly responsible 
for this. 


* * * 


SEVERAL Ford and Chevrolet | 


* shops were listed which report- 
edly had almost 100 percent union 
membership. It was pointed out 
that, while the NLRB refused to 
assert jurisdiction in these, sub- 
stantial union pressure was used 
to improve working conditions in 
Several cases. 

4. The case in which one dealer, 
described as “The Weasel” (to the 
howling amusement of the crowd), 
had promised to protect his men 
from the Teamsters, despite the 
fact that his men had overwhelm- 


pitch failed. 
Said Petroff: “We were unable 





Ford Leads Chevrolet 
At End of First Month 


DETROIT. — New-car registra- 
tions tabulated for the first 
month of 1955 show Ford with a 
healthy lead over Chevrolet, 89,- 
814 to 77,810. A year ago, Chevro- 
let led Ford, 82,233 to 81,413. 

A tighter race has developed 
for third place. At the end of the 
first month, Buick was ahead of 
‘Plymouth, 50,588 to 47,364. A year 
ago, Plymouth was in third place 
with 33,362, and Buick was in 
fifth, with 23,679. 





member of the union to buy up to 
| three lots for $245 each, which, it 
was said, is $150 below the real 
| price of the property. A 10-minute 
color and sound movie was then 
shown extolling the advantages of 
the project. 

After one hour and 10 minutes, 
the general membership got its 
| first opportunity to participate in 
|the meeting when a motion to ad- 
|journ was requested and promptly 
given. Actually, this lack of partici- 
pation by the membership is not 
uncommon in a union conducting 
an organizing drive. 








"lay 


Goodyear Citation— 


H. J. Carroll (left), director of traffic for 
Goodyear Tire & Rubber Co., received a 
lapel pin from E. J. Thomas, president, to 
commemorate his 45 years of service. 





Described as a “model Teamsters ord of 3,864 was set during the 
|city,” the program permits any week ended Feb. 12. 


Truck production continued to 
climb last week, jumping to 26814, 
highest point of the year, and Can- 
adian car-truck production hit 4 
new high of 11,865 for the year. 

Nash announced last week that 
truck production will fade out this 
month. The company has 
about 4,550 medium-sized trucks in 
the postwar era, most of whith 
were for export. 

* 


Federal to Produce 


Trucks in Turkey 
DETROIT. Federal Truck Co. 
last week announced the signing of 


from... ingly voted for the union. an agreement with Turkish inver 
: cannot be fulfilled. R. T. Scott’s 5. The case of a salesman who tors to start a truck manufacturing 
F But you can be sure that when McDONALD - SCOTT was found guilty of diverting a deal plant at KirikKale, near Ankara. 
a you visit McDonald-Scott you will CHEVROLET to another dealer, after his sales Federal will put up 40 percent of 


$2,850,000, and Turkish partners the 
balance, of the new plant’s i 


k eS" = 9 to support this man. We knew capital of $7,140,000. 
EI 2 < The new plant is scheduled 
Cadillac to Build | ging an Idea? ae ET COREE Se See produce 250 trucks in the first # 


months of operation, another 

within the first year, and up to 5,00 

units per year after five years 

Sidelines will include auto parts for 

marketing in Turkey, as well # 

for export to neighboring countries 
* * * 


Chrysler Begins Work 


On Plant in Indiana 

KOKOMO, Ind. — Contracts fo 
Chrysler-Corp.’s multimil:ion-doll@t 
automatic transmission plant hav 
been awarded and work has com 
menced. H. D. Tousley Co. IG 
Indianapolis, won the contract and 
estimates the plant will be com 
pleted early in September. It 
be Chrysler’s sixth plant in 
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They’ve seen your 


car a thousand times 


NOW TELL THEM WITh 
DAILY RADIO ADVERTISING © 
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WHY THEY SHOULD BUY IT 


Pictures of your car have picked off the easy sales. Now 
you’re down to the hard-to-sell’ group—that giant share 
of the total automotive market that waits until Summer 
to buy. 

They’ve seen your car and your competitors’, and are 
arguing with themselves about prestige, perfprmance, 
trade-in value and economy. Now they are weighing the 
ideas they have about your car. 


But you can put these ideas into words. You can tell your 
story with Radio effectively. 


And more important, tell it every day of the peak selling 
season because Radio is so economical. 


Radio—daily Radio, Radio several times a day —per- 
mits you to: 

Tell all your prospects 

Tell all your story 

Tell them at the “point of purchase” 

Tell them over and over 


Radio alone reaches all of your prospects. Every mem- 
ber of every family—urban and rural alike—is a listener. 


Radio alone forces them to listen to your story —to hear 
the sales arguments you can’t force them to read. 


Radio alone reaches men and women as they drive their 
present cars ... reaches them at the “point of purchase.” 


With Radio’s low cost—as little as 49c per 1000 sales 
messages compared to two and three times as much for 
other media—you can afford every-hour-of-the-day, 
every-day-of-the-week advertising during this period 
when decisions for or against your car are being made. 


For more sell in your advertising every day 
of this Spring and Summer, skip the pictures. 
Tell your story on Radio. 





270 Park Avenue, 
New York 17, N.Y. 


The service 
of the radio 


the 
(pegetes cater e 
adie as an advertising medium 
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You take a big bite every time, not just a 
nibble, when you use magazine advertising at 
the local level. 


In the first place, with Home-Edited magazines 
distributed with Sunday newspapers, you sat- 
urate pin-pointed markets of your choice. You 
don’t just buy a small chunk of a market. 


But a lot of other things happen, too. 
Your advertising is surrounded by colorful 


- local features that the readers simply love, and 


by local retail advertising. Those ads are news, 
too. So you get tremendous readership. 
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ot the picture straight akout magazines 





"Vou bite off much more 
a ef with the HOME-EDITED |: 
IE of the Sunday newspaper 


Next, your dealers see that your advertising 
in these Home-Edited magazines pays off at 
the cash register—day after day. That makes 
it easier for you to get the dealer to push your 
product—and tie in with your advertising. 


With these Home-Edited magazines you pick 
your markets—big, booming markets where 
you can have saturation coverage. 


You pick your time—when the selling season 


is best. 
And you pick up the chips, every time. 


Pasa get oOHk2 CO WH 2 oe 

















figures show they do—the truly big 

bite they get of a big bustling market 

with the color-gravure ‘‘Pictorial”’ 

anne of the Toledo Sunday 
ade. 


Of course, The Blade’s exceptional 
coverage of its market is one reason. 
The Home-Edited ‘‘Pictorial’’ reaches 
better than 8 out of 10 Toledo families 
while the leading national magazine 
covers scarcely 14% of them. 


Then, too, there’s the remarkable buy- 
ing ability—and buying desire—of 
those families. 





AUTOMOTIVE NEWS, MARCH 28, 1955 


Here's the way one local advertiser 
puts it: 


“Judging from the way I've seen 
the ‘Pictorial’ pull, it’s a tre- 
mendously effective way to sell. 
Our home-town magazine is 
fresh, lively and local. That's 
why it moves merchandise for 


ut 


me. 


And after all, who would know better 
than a Toledo merchant who has used 
the ‘Pictorial’ again and again, and 
who keeps coming back for more? 


aS. 
Py 
3 : 
a 
we 


‘in Toledo 


you get a bigger bite of the market 
with the HOME-EDITED MAGAZINE 
of the TOLEDO BLADE 


Advertisers should relish — and the 








THESE ARE 28 OF THE NEWSPAPERS PUBLISHING THEIR OWN HOME-EDITED MAGAZINES 


Akron Beacon Journal Cleveland Plain Dealer Louisville Courier-Journal 
Atlanta Journal and Constitution Columbia State Milwaukee Journal 
Baltimore Sun Columbus Dispatch Newark News 

Boston Globe Denver Post New Orleans Times-Picayune 
Buffalo Courier-Express Detroit News Pittsburgh Press ° 
Chicago Daily News Houston Chronicle Portland Oregonian 
Cincinnati Enquirer Indianapolis Star Seattle Times 


St. Louis Globe-Democrat  ' 
St. Louis Post-Dispatch 
St. Paul Pioneer Press 
Syracuse Post-Standard 

oledo Blade 
Washington Star 
Youngstown Vindicator 


HANDSOMELY PRODUCED IN ROTOGRAVURE FOR THE VARIOUS NEWSPAPERS BY THE FOLLOWING: 
Art Gravure Corporation of Ohio, Cleveland ... Art Gravure Corporation, New York City ... Denver Post . . . Detroit Gravure 


Corporation . . Neo 


Gravure Co. of Chicago .. . Standard Gravure Corporation, Louisville . . . St. Louis Post-Dispatch. 
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Leyland to Expand 

AMSTERDAM, Holland.—Leyland 
Motors, Ltd., has unveiled a scale 
model of a new plant to be built 
in Holland to assemble Leyland ve- 
hicles. It will be constructed at 
Aalsmeer, about 16 miles south of 
here. 


Fearful of °56 Market... 





eo 


hurry: 





they stall the actual acquiring of 
such facilities. 

Meanwhile they are “sniping”. at 
the established dealers in their 
area because of their low expense 
advantage. These dealers usually 






1 
e last only as long as the fast buck 
yimMe $s is to be made, past experience has 
indicated, he said. 
almost as 
E CHARACTERIZED the “stim- 





ulator dealers” problem ag a 
major one in the industry today. It 
is creating in many areas, he said, 
more trouble today than are used 
car dealers selling bootlegged cars. 
This is a situation, he emphasized, 
which only the factory can control 
or correct. 


Sutter drew a parallel between 
conditions in the industry today to 
those existing after World War I, 
when at the encouragement of the 
factory dealers invested heavily in 
real estate and buildings. 

They found, as the situation 
tightened up, that they were be- 
ing surrounded by smaller deal- 
ers able to sell the same mer- 
chandise at far lower prices. The 
situation as it exists today, is 
worse, he said. 

Sutter indicated that bootlegging 
is on the decline in some areas as 
a result of freight equalization, but 
in other areas, where freight equal- 
ization had little effect, the prac- 
tice has made bigger gains than in 
the past. 

He side-stepped the issue of 
stocks by merely noting that deal- 
ers seem to have “ample stocks at 
this time.” But, he added, stocks in 
the hands of bootleggers appeared 
to be backing up as well. 

+ * * 


Brig Donald Richberg’s report 
to NADA in 1941, at the time of 
the last investigation of the auto- 
mobile business by the Govern- 
ment, Sutter said that some of the 
conclusions drawn at that time are 
duly applicable to the business to- 
d 


up--" 





Almanac 


INDIVIDUAL) COPIES 
SOLD IN 
ADVANCE AT 


50 
each 
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STOC-TIK-(T 


He specifically quoted Richberg’s 
statement that “we must civilize 
our competitive practices” or suffer 
Government control of business, 
which can lead only to statism in 
its most abhorant form. 

He stressed that in order to 
i make a decent living it behooves 

everyone in the industry, factory 
and dealer alike, to maintain fair 
competitive practices. He alluded 
to the just concluded registration 
battle as an example of unjust 
competitive practice. 

The underlying cause of almost 
all the difficulties which beset the 
dealer today is his present sales 
Free fe Se ees & Aids || agreement with the factory, Sutter 

said. Dealers are forced to operate 
BARRY AUTOMOTIVE CO. [Jin a background of fear, which 


SYSTEMS DIVISION i 
on @ anton Neev, ) < etic ——— replaced in good faith, | 


PRICED AT 
1000. .... . $17.00 

e*eeee#*e: 8.75 
BPE ka 0-0 0 4.50 


Enclose Check with Order. 
Shipments Prepaid. 





* x * 


eee to the upcoming 
Senate investigation, Sutter 
stated: “If, as a result of this Sen- 
ate study, factory pressure on the 
dealer igs relieved, hope that dealers 














will grasp the opportunity pre- 
sented to them to conduct their 
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NAME PLATES 
ASK FOR DETAILS 
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Tommy Foster of Pontiac exhibits his 
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Sutter Raps Growth 
In ‘Stimulator’ Setups 


(Continued from Page 1) 


} 


| businesses as sound businessmen, 
ito preclude any further govern- 
ment interference.” 


He also said that if, as a result 
of this investigation, dealers are 
found wanting in their dusiness 
ethics, these matters will be 
brought to light as well. 


This, he feels, will work to the 
advantage of the average dealer 
who is conducting his business 
along sound business principles. 

By poor ethics, Sutter indicated 
such practices as misleading adver- 
tising, wheel-and-deal tactics used 
indiscriminately on customers, will- 
you-takes, and the lack of proper 
before-and-after delivery purchase 
servicing, at the customer’s expense. 


. 
He closed by stressing the fact Pontiac's House Retires— 


that after all of the present con- 
siderable consternation has died 
down, dealers offering substantial 
services in return for the equitable 
purchase of their merchandise will 
still remain. They will continue to 
be the backbone of the business, 
and the best investment of the fac- 
tories, he said. The only present 
trend he thought might be carried 
over into the future is the cur- 
rently spreading practice of multi- 


Ple franchises. 
cm ” oe 


JeARLIER in the day, John J.) 


Evers jr., executive vice-presi- 
dent of the New York State Auto- 
mobile Dealers Assn., spoke to the 
meeting and advised dealers of the 
attempt on the part of Gov. Harri- 
man to repeal the newly enacted 
semi-annual automobile inspection 
law, or failing this, to set its effec- 
tive date back six months. 

Officers of the Brooklyn & Long 
Dealers Assn. 


vice-president; W. Klaess, second 

vice-president; W. Fry, third 

vice-president; Harold Perfit, sec- 
retary, and Ray Menendez, treas- 
urer. 

Also elected to the board of di- 
rectors were: From Kings County, 
Henry Passarini and Alvin 
Schwartz; from Queens County, 
George H. Ashdown and Albert F. 
Koehler; from Nassau County, Irv- 
ing Rossman and R. J. Menendez, 
and from Suffolk County, William 
Fry and Michael Passan. 

Henry Eisenhower has been 
elected general manager of the as- 
sociation, filling the vacancy caused 
by the death of Ray Palmer in 
January. 


News to Note... 
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A farewell is extended to Col. Donald M. House (standing), Pontiac zone manager 
in Los Angeles, who retired after 36 years of service with Pontiac, by factory execy. 
tives. They are (from left), H. C. Pratt, who succeeds House; H. E. Crawford, general 
sales manager; L. H. Holmes, Pacific regional manager, and R. M. Critchfield, general 
manager. 


$$$ 


‘Nothing Down? Deals Hurt 
U.C. Market, Yarnall Says 


imposed by the Federal Govern- 


ment.” 
ea * * 


HE NADA president told the 
bankers that a spokesman for 
the Federal Reserve Board had ex- 
pressed his concern this way: “The 
board is not so much concerned 


Canadian Retail Group 


Seeks Giveaway Ban 
OTTAWA, — The Retail Assn. 
of Canada has called upon a joint 
committee of the Canadian House 
of Commons and Senate to out- 
law lotteries, draws, giveaways 
and similar “gimmicks” used by 
many retailers and manufacturers 
to promote sales, including in 
such offers many automobile 





prizes. 

It charged that such stunts are, 
in most instances, responsible for 
raising costs to consumers. The 
national organization, represent- 
ing some 40,000 retailers, said the 
cost of such “gimmicks” is paid 
by consumers and is a substitute 
for price reductions. 





Auto World in Brief 


(Continued from Page 18) 


Co., Morton Motor Co. and Dixie | Jackson, Miss., listing capital stock 
Finance & Insurance, Inc., into Lee | of $500,000. 


Corp., have been filed vith the 
office of the secretary of state at 





SPECIFY STEMAC PERSONALIZED | '32 Ford Roadster ... 240 Horses— 


1932 Ford roadster at the Ford Rotunda 


custom conversion car show. The car has a 240-horsepower engine, a Corinth blue 
1281 SO. CHEROKEE paint job and other hand-made components, such as a recessed tool compartment in 
DENVER, COLORADO | the trunk. 





* * * 


Firestone Sports-Car Tire 
Said to Increase Traction 


AKRON.— A high-speed sports- 
car tire which is said to combine 
increased traction, tread wear and 
lateral and forward stability was 
introduced at the Fifth Florida In- 
ternational 12-Hour Grand Prix of 
Endurance by Firestone Tire & 
Rubber Co. 

The tire, named Super Sports 170, 
is made of nylon. The tread units 
are knitted together with tie bars 


to make the tread pattern operate 


as a single unit. The tire is de- 
signed for use with a tube but, ac- 
cording to the maker, has already 
been successfully tested as tubeless 
unit, 


* * * 


Special Cars on Show 


HILLSBORO, Ore.—Oregon’s only 
auto show featuring special cars 
from the Midwest and South will 
be held in Hillsboro’s second annu- 
al spring fair March 21-Apr. 9. 


(Continued from Page 1) 


over the rising outstanding con- 
sumer credit, as it is over the lack 
of quality credit being extended.” 

In discussing problems of the 
franchised dealers in the coun- 
try, Yarnall mentioned overpro- 
duction. 

He said that autos were rolling 
off assembly lines at a production 
rate of eight million a year. 

“Yet, the most optimistic predic- 
tion of sales that I have heard was 
7,500,000 and that by Harlow Cur- 
tice, president of General Motos, 
I know no more about this than 
you do, but I can’t help but believe 
that some of this high production 
at this time, is prompted by tite 
labor negotiation. soon to start,” 
said Yarnall. 

He reminded his listeners that 
the UAW-CIO had declared that it 
would not sign a pact without a 
guaranteed annual wage. “And our 
industry is one where such an ar- 
rangement is not economically pos- 
sible,” he added. 

+ ca * 
QOua= points touched upon by 
NADA’s president included: 

A recommendation that banks 
employ experienced automobile men 
to head up their retail financing 
departments. “Such a person will 
do much for you—and for the pub- 
lic.” 

A statement, in referring t 
dealer overhead, that the total 
investment of the franchised new- 
car dealers of America is greater 
than the investment of all manu- 
facturers. 

A disclosure that the NADA 
looked reluctantly to Congress for 
solution of the cross-selling and 
bootlegging problems. “Regulation 
should be resorted to. only when j 
there is no other recourse.” 

A prediction that by the end of 
the year dealers will benefit by 8 
“truly equitable freight situation” 


Chicago, K. C. Get 
New Ford Division 


Sales Managers 


DEARBORN. — Transfers affect 
ing Ford division’s sales force # 
Chicago and Kansas City are a 
nounced by C. E. Bowie, 
general sales manager, field oper® 
tions. 

O. F. Yando, Chicago district 
sales manager since August, 1952, # 
being transferred to division head 
quarters here as special assistant 
to Bowie. 

Succeeding Yando is E. S. Alex 
ander, who has been Kansas City 
district sales manager since Jan 
ary, 1950. Succeeding Alexander # 
Kansas City is T. H. Holden, exec 
tive assistant to Bowie since Jul} 
1954. 
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t Complete and official registrations for December, 1954 and January, 1955 
(the first two complete months for which comparative 


registration figures are available on °55 models) show that 


MORE PEOPLE ARE BUYING 
55 CHEVROLETS 
THAN ANY OTHER CAR! 


ce ee ae SER 





IT’S EASY TO SEE WHY CHEVROLET'S THE BEST-SELLER! 


It’s the only low-priced car with 
the beauty and quality of Body 
by Fisher . . . High-Level Ventila- 
tion System .. . 6 engine-drive 
choices, including America’s most 
modern (and lowest-priced!) V8 
. . « 12-volt electrical system . . . 


See Your Chevrolet Dealer 


America's N ] 
°o. 1 Cars! America's No. ] Dealers! 


the sure-footed smoothness of 
Glide-Ride Front Suspension and 
Outrigger rear springs . . . the 
ease of Ball-Race Steering. Come 
and see how all these exclusive 
features put Chevrolet way, way 
out ahead of its field! 








SALES LEADER FOR 
19 STRAIGHT YEARS 
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52. 


$O EASY! 


NO RUBBING - 
NO SCRUBBING! 








Just spray it on 

— wipe it off! 
This new chemical compound 
takes all the hard work out of 
cleaning white tires. It penetrates 
all dirt, grease and grime, in- 
stantly makes white surfaces look 
like new, yet it absolutely won't 


harm chrome or rubber. 


Sprayer furnished free with 


each bottle. 


WHITE TIRE 


CLEANER 


Made by LAS-STIK MFG. CO., HAMILTON, OHIO. 
If your jobber can't supply 
you, order direct from factory. 





@ The Sunday Courier- 
Express is the State’s 
largest newspaper outside 
of Manhattan. It reaches 
nearly all of the families 
in Western New York’s 
8 counties — a market 
where annual retail sales 
through some 20,000 
stores are almost 2 billion 


dollars. 


ROP COLOR 


available both 


daily and Sunday 


BUFFALO 


REPRESENTATIVES: 
SCOLARO, MEEKER & SCOTT 


Pacific Coast: 





DOYLE & HAWLEY 
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Used-Car Auction Prices 





Market Trend 


The average price of used cars sold at wholesale auction so far in 
March declined $1 last week from the March-to-date average estab- 
lished the previous week, according to Automotive News’ index. 

The index itself was remarkably steady, with individual fluctuations 
held to minor amounts. 

Biggest variation was a $7 decline in the price of ’54s. Other losses 
were: '55s, down $4; ’61s, down 

Advances were: ’52s, up $4; ’58s, up $2; ’50s, up $2, and ’48s, up $1. 

reagent pen bs gar oy Fogel we A age clair yA 
tive auctions, 78 percent of all cars offered were sold—one of the 
highest ratios attained in the postwar era. In the previous week, the 
sales ratio had been only 69 percent. Highest level attained in 1954 
was 77 percent in the report of July 26. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates power steering. 


SL. Special 2-dr., $455. ’51 SL Deluxe 
Bel Air, $420°, 


CHRYSLER—’54 NY 4-dr., $1,885° (ps). 


Imperial 4-dr., $885* (ps). 


here today in holiday attitude. lub 4 90*. °50 Windsor conv., 
Prices were firm from the start and some $450°. ~— a 
units sold for more than their true value. 


DeSOTO—’53 Fire Dome (8) 2-dr., $1,065*. 


20 out of the 29 offered. Total sold: 4-dr., $685* (ps). 51 nodes 
166 cars out of 184 offerings.) $520* 90°. *50 C “~~ ae $435° 
BUICK—’55 Special Riviera coupe, $2,540*. $400°. $390*. ustom 4-dr., . 
’54 Century 2-dr., $2,140* (ps); Special 
4-dr., $1,600*. '53 Super Riviera soa DODGE — ’53 Meadowbrook 4-dr., $750*. 
$1, 500°, $1,250*; conv., $2,060* (ps); RM ’52 Coronet Diplomat, §770*%; 4-dr., 
4-dr., $1, 235* (ps) ; Special 2-dr., $1,- $545*; Meadowbrook 4-dr., $480°. 
175*, $1,075. ‘52 Super Riviera coupe, | FORD—'55 Fairlane (8) 2-dr., $2,075*; 
$1,050*. '50 Super conv., $675*; RM Ri- Custom (8) 2-dr., $1,620*. '54 Custom 
viera coupe, $525*; Super 4-dr., $500°,/ (6) 4-dr., $1,205*; Main (8) 2-dr., $1,- 


090. ’53 Crest (8) Victoria, $1,240*, $1,- 


$290. 
CADILLAC—’54 (62) coupe, $3,750* (ps). 


135*, $1,035; Main (8) 2-dr., $900; 4- 

'52 (62) coupe, $1,740*. "49 (62) 4-dr.,/ ar., $805. '52 Crest (8) Victoria, $910*; 
$675*; (61) 4-dr., $630°. Main (6) 2-dr., $675*, $510, '51 Deluxe 

LET—’55 Bel Air (8) Sport coupe, | (6) 2-dr., $380, 50 Deluxe (8) 2-dr., 
Srsdor’ (eae tan U8) aes F000, | aS 
$1,800* (ps); o-ten -dr., A ’ cg a SM 
$1,880°, $1,785, $1,710, $1,670; | Two-ten | MUPSON- "68 Hornet tr sae gag0, 
(6) 2-dr., $1,925%, $1,760, $1,670; Bel) 5) Hornet’ 4-dr., $375. ” . 
Air (6) 2-dr., $1,700. °54 Bel Air 4-dr., ” ° 
2 at $1,550* (ps); 4-dr., $1,430°, $1,- | LINCOLN—'53 Capri conv., $2,020° (ps). 
410°; Two-ten 2-dr., $1,350, $1,010, $920; "61 4-dr., $600*. '49 4-dr., $240°. 
4-dr., eweg ’53 Bel Air Sport coupe, | MEROURY—’55 Monterey 4-dr., $2,320°*. 
$1,235*, 2 at $1,175; 4-dr., $1,140*; 2-dr., 54 Monterey Sun Valley, $2,000° (ps): 
$1,280, $1,200; Two-ten 4-dr., $1,015, 4-dr., $1,905* (ps). 58 Monterey coupe, 
$1,000, $975. °52 SL Special 4-dr., $800; $1,485°; ‘4-dr., $1,250%, $1,215%, $1,140°, 
2-dr., $625, $560; SL Deluxe 2-dr., $690;/ $1,120*. 52 4-dr., $790, $730°, $715°, 
club coupe, $610. a  o Dawe oan Stio-. "51 2-dr., $625%, $350. 
$530; 8 - ° «' 
pickup, $480. 50 SL Deluxe conv., $425; | NOSE "OS Ambassador clip coupe oon, 
Bel Air, $410*; SL Special 4-dr., $410; , se ‘club coupe, $1,140°; 4- 


’ $930; Statesman 
FL Deluxe 2-dr., $240. 49 sL "Deluxe ar.,  $1,110*. °52 Ambassador 4-dr., 


4-dr., $380, $280; 2-dr., $250; FL Special) sre, 
Boe ee: io 48 FL Aer sadan, | OLDSMOBILE — '55 (98) conv., $3,450° 
$160; r7%o Sai $130; , $120. (ps); (88) Holiday, $2,960° (ps), $2,- 

a ede fids0" (pe). | $80" (or; Super ax.» $2,006+, (88) 
ods. tee + ge ‘53 (88) Holiday, $1,510*; 4-dr., $1,475° 


(ps); (98) 4-dr., $1,505° (ps). 
PACKARD—'51 (200) 4-dr., $600°. °50 


Super 4-dr., $230. 

PLYMOUTH—’54 Plaza Suburban, $1,255; 
2-dr., $1,120; Savoy 4-dr., $1,210; 2-dr., 
$1,150. '°53 Cranbrook Belvedere, $1,175, 
$1,130; 4-dr., 2 at $830*, $825, $795; 


oe (8) 2-dr., $1,315. $660; 4-dr., $650. 


coupe, $525, $445; sedan, $505*, $440. 
'50 sedan, $130. 


NASH—'52 Statesman 2-dr., $610, $435. 


club sedan, $305* (ps), $180, 
PLYMOUTH—’55 Plaza (6) an $1,685. 
‘53 Cambridge Suburban, $990. ‘52 Cam- 
bridge club coupe, $410. '50 Special De- 
luxe Suburban, $460; club coupe, $260. 

PONTIAO—’53 Chieftain (8) 2-dr., $1,000°. 
"62 Chieftain (8) $790°*; 2-dr., 
$690*°. '51 Silver Streak (8) sedan, $640. 
49 Silver Streak (8) coupe, $288. 


MASON CITY, IA. 


(Central States Auto Auction, Sale every 
a Prices are for sale of March 
16.) 

(A very strong sale as the market was 
much better. Sold 87 percent of cars 


offered.) 

BUICK — ‘55 RM Riviera, $3,060" (ps), 
$3,045° (ps); 2-dr., $2,775° (ps). ‘54 
Special Riviera, $1,960*, $1,925*. '53 Su- 
per 4-dr., $1,305*, $1,275*, $1,240°; Spe- 
cial 4-dr., $1,110. ‘51 Super Riviera, 
$685°, $655°. '47 4-dr., $110. 

CADILLAC—’54 (62) 4-dr., $3,475* (ps), 
$3,455* (ps). '53 (62) 4-dr., $2,475* (ps), 
$2,365°, $2,285°. '52 (62) 4-dr., $1,875°. 
"51 (62) 4-dr., ae 20°, $1,365*. "49 (61) 
4-dr., $645°, $625 

CHEVROLET "55 Bel Air (6) 4-dr., $1,- 
945°; 2-dr., $1,790, $1,765, $1,715; "Two- 

ten (8) 2-dr., $1,825; 4-dr., $1,765°. "54 

Two-ten 2-dr., $1,185, = 180, $1,110; %- 

ton pickup, $1,030 Two-ten 4-dr. op 

$945, $905. °51 SL Deluse 2-dr., $570, 

. "50 SL Deluxe 2-dr.,. $470*, 

*49 SL. Deluxe 2-dr., $355, $335. 

YSLER — '53 Windsor 2-dr., $1,090, 

$1,010°. '51 Windsor 2-dr., $555°*. 

—’53 Powermaster 4-dr., $1,015. 
"52 Custom 4-dr., $555°, °49 Custom 2- 
dr., $315. 

DODGE—’55 Royal 4-dr., $2,050. '53 Coro- 
net 4-dr., $915*; %-ton pickup, $705. '52 
Coronet 2-dr. se $580°. *51 Coronet 4-dr., 

° 


$535°. 

FORD—’55 Thunderbird, $3,205* (ps), $2,- 
890°; Fairlane (8) 4-dr., $2,110°, $1,955, 
$1,895; Custom (8) 2-dr., $1,880*, $1,800; 
Main (6) 2-dr., $1,555, $1,505. ’54 Cus- 
tom (8) Country sedan, $1,810*; 2-dr., 
$1,215; Main (6) 2-dr., $1,040*. '53 Cus- 
tom (8) 4-dr., $1,385; Custom (6) 2-dr., 
$860*; Main (6) 4-dr., $855, $840, $800; 
%-ton pickup, $955. 

HUDSON—’52 Hollywood 2-dr., $860°. 

MERCURY—’'S4 Custom 2-dr., $1,600*. ’53 
Custom 4-dr., 91315". "61 4-dr., $550°. 
"49 4-dr. 

NASH—’52 ieclaeees 4-dr., $675. 

OLDSMOBILE—’55 (88) Super 4-dr., $2,- 
830° (ps), $2,575°, '54 (98) 4-dr., $2,- 
375° (ps); (88) 4-dr., $2,225° (ps), 
$2,190° (ps), $2,175*. '53 (88) 4-dr., 
$1,270*. ’52 (88) 4-dr., $1, 105°. "51 (98) 
Holiday, $880*, $815*, 

PACKARD—’51 (200) 4-dr., “jas. 

PLYMOUTH—’54 Belvedere 2-dr., $1,595* 
(ps). °53 Cambridge 4-dr., $845, 
$815; 2-dr., $750. °52 Cambridge 2-dr., 
$590. *51 Cranbrook 4-dr., $465. ‘49 De- 
luxe 4-dr., $255. 

PONTIAC — '55 Star Chief (8) Catalina, 
$2,535*, $2,490*, $2,250°. °'54 Chieftain 

$1,920*. °52 Chieftain (8) 

, $715*. °’51 Silver 
. "49 Silver Streak 


UDEBAKER—’53 Champion 2-dr., $870*. 
‘51 Champion 4-dr., $320*. 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs- 


*: » ‘ "52 Cambridge 2-dr., $765, 
oni a "Vitoria, "$1,026 Picae?’ gito00*; 2. | PONTIAO—'55 Chieftain (8) Catalina, §2,- | day. Prices are for sale of March 17.) 
dr., $820*, $770; Main (8) ee wagon, 300°. *54 Star Chief (8) Catalina, ~ (Bidding active and consignment up.) 
$850°. ‘51 Custom (8) 2-dr., $660, $560,| 995°; Chieftain (8) 2-dr., $1,645°. °53 | BUICK—’S5 Super Riviera, $3,050° (ps); 
$440, 3 ; Chieftain (8) 4-dr., $1,310°, $1,255°, $1 Ce ~ tera, $a,900° 5s "4 Super 
$420; - picky: - Ai . ; 2-dr., ’ Chieftain viera, ps), * a 
$400. 3 ton plokup, $450: - $38 pigsio, *, Riviera, $1,375* (ps); sedan, $1,315° 
$260; Custom (6) 4-dr., $340; Deluxe | S ’53 Champion club coupe, | (ps); Su $1,250°. ‘50 Super 
(6) 2-dr., $260. '49 Custom (8) coupe,| $915°. ‘51 Commander 4-dr., $345°;| 4-dr., $510°. 49 Super 2-dr. 
$310; 2-dr., $250; conv., $225; 4-dr.,| Champion 2-dr., $155. ‘50 Commander | CADILLAC—'54 (62) coupe deVille, $3,900° 
* +48 %-ton pickup, $220. °47 Deluxe | 4-dr., $210*. (ps). °52 (62) 4-dr., $1,875*. 51 (62) 
(8) 4-dr., $170. 5 WILLYS—'54 Eagle sedan, $1,125 4-dr., $1,460*. 50 (62) 4-dr., $1,120*. 
HUDSON—’51 Hornet 4-dr., $390. MISCELLANEOUS—’54 MG conv. oo ** $1,200. annneno° Ry Air (8) gus00°; 
KAISER—’ ‘anha' = eo wagon, , coupe, . 
Se ee ee Oe 4-dr., $1,980*; Two-ten (8) 4-dr., $1,755°*; 


DETROIT 


(State Fair Auto Auction. Sale every 
Tuesday. Prices are for sale of March 15.) 


LINCOLN—’51 Cosmopolitan 4-dr., $620°. 
"50 4-dr., 


ataheamae $300. BUIOK—’54 Super Riviera 2-dr., $2,150° 
OBILE—'6 (88) Holiday, $2,560°,| (PS). ‘53 Super 2-dr., $1,310°; Special 

"60 (76) 4-dr., $405°. +» $1,280, $1,025. ° sedan, 
PAUKARD—’51 (200) 2-dr., $530°. $800. ’51 Special sedan, $550*, $525. '50 


Cambridge 2-dr., $780, 


$730. ’52 Cranbrook Belvedere, $880; 4- . 
dr., $650, $500. 49 Special Deluxe 2-dr.,} $845°. °52 SL oo Bel Air, $780; 2- 
$380, $270, $260; Deluxe 4-dr., $220;| F., $600°, § 51 SL Deluxe 2-dr., 
2-dr., $200, °47 Special Deluxe conv.,| $520, $390. °50 ‘BL Deluxe 2-dr., $395, 
$100. $380, $360, $330, 

YSLER—’47 sedan, $120. 


PONTIAC—’55 Star Chief (8) 4-dr., $2,- 


570* (ps); Catalina, $2,500*, $2,350°; 

a * Chief- | DODGE—'53 Coronet station wagon, §$1,- 

tain (8) dz. 7. sue, eS (8) | 9205 club coupe, $815. °51 Coronet club 
ane 00° e: 4. coupe, 

$1,220%, "*52" ‘Chistial mea can. $oi0*” | FORD—'54 Custom (8) 2-dr., $1,355, $1,- 

"51 Silver Streak (8) Catalina, $860*;| 260. 53 Custom (6) sedan, $840, $775°. 

4-dr., $530. °49 Silver Streak @ conv.,| ‘52 Main (8) sedan, $675. '51 Custom 

$300*, °48 Torpedo (6) 2-dr., 3 at $150. (8) Victoria, $510*; 2-dr., $435; Custom 

53 Champion 2-dr., $790. (6) 2-dr., $350; Deluxe (6) sedan, $335, 

*50 Champion 2-dr., $230. $325, ’50 Custom (8) 2-dr., $400, $295; 

WILLYS—’49 station , $230. ee sedan, $240. '47 Custom (8) 
MISCELLANEOUS—’53 Jaguar 4-dr., $1,-|_ sedan, 

; * LINCOLN—’50 Cosmopolitan sedan, $345. 
530°. ‘oe International 1-ton utility, $130. MEROURY — ‘52 2-dr., $785°. °51 club 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 

day. Prices are for sale of March 15.) 
(Due to the weather, we had a bag 

light consignment, Sold 223 cars out of 
273 offerings.) 

BUIOK — ’55 RM Riviera 4-dr., $3,000*° 
(ps); Special 4-dr., $2,495*. "54 Super 
Riviera 2-dr., $2,285° (ps), $2,275* (ps), 
$2,210* (ps), $2,195* ee), hg we # (ps), 

>); Special Ri 2-dr., $2,- 

per Riviera hte $1,530* . 
$1,395°; 4-dr., $1,335°; RM Riviera 4- 
dr., $1,400*, ,350° (ps), sage ll (ps). 
‘52 RM Riviera 4-dr., $960°; Super Ri- 
viera 2-dr., $865* (ps). 

CADILLAC—'55 (62) coupe, $4,380* (ps). 
"54 (62) $4,050" (ps); coupe 

(ps). °53 (62) coupe 

deVille, $2,670* (ps); 4-dr., $2,310* (ps), 

$2,305* (ps). '52 (60) Special 4-dr.,. $1,- 


855° (ps). 

© 55 Bel Air (8) Sport coupe, 
$1,915"; 4-dr., $1,910*; Bel Air (6) 2- 
dr., $1,725. '54 Bel Air 4-dr., oe 

oa 4-dr., on o G08 
coupe, ’ , > San 
$10 Two-ten 2-dr., §975*, $915; 
jesse, $905; One-fifty 2-dr., 2 at 
$708 $745. 62 SL Deluxe 4-dr., $705*; 


$875 $888 


March Feb. Jan. 


Sport coupe, $2,105°; Two-ten (6) Handy- 
$2,120*; 2-dr., $1,685. °54 Two-ten 
» $1,240; One-fifty 4-dr., $1,100; 2- 
,040. °53 One-fifty Handyman, 
’52 SL Deluxe 4-dr., $655, $635°, 
%-ton pickup, $705; %-ton 
pickup, $665. '51 SL Deluxe 4-dr., $560*; 
2-dr., $570*, $550, $475; SL Special 2-dr 
$555. °50 SL Deluxe conv., $285. 
OHRYSLER—’52 Windsor sedan, $795*. '51 
NY 4-dr., $695*; coupe, $755* (ps). 
DeSOTO—’51 Custom 4-dr., $535*. °49 Cus- 
tom 4-dr., $255*. 
DODGE—’55 Custom Royal 4-dr., $2,550*. 
FORD—'55 Fairlane (8) 4-dr., $2,300*, 2 
$2,265*, $2,125; club sedan, $2,125*; 
Main (8) Ranch wagon, $2,370; 
(6) Ranch Wagon, $2,200; Custom (8) 
4-dr., $2,135. °54 Custom (8) 4-dr., $1,- 
360°; Main (6) Ranch Wagon, $1,400. 
’53 Custom (8) @ # 080; 2-dr., $1,- 
075. °52 Main (6) 2-dr., $595. '51 Deluxe 
(8) 4-dr., $645; oar , $500; Cus- 
"49 Custom (8) 


dr., 
$1,175. 
$605, $565°; 


dr., $1,225. ’50 
4-dr., $450; club coupe, $440. - 
$1,050. °53 


NASH — ’'54 Rambler coupe, 
Statesman 2-dr., $1,050. 
OLDSMOBILE—’55 (88) Super 4-dr., $2,- 


Average Used-Car Prices 


(Compiled by Automotive News) 


Mar. 1955 Feb. 
To Date 1955 








1,073 


537 
382 


190 


$ 815 $ 888 


(The above figures are averages of ceahvome (tn prices, all makes 
and models, carried regularly in Automotive News.) 


50 (76) sedan, $300*, '49 | PL 
PONTIAC—’55 


STUDEBAKER—’50 Champion 4-dr., 





CADILLAC—'53 (62) 4-dr., $2,150* (pa),~ 
’62 (62) 4-dr., $1,725*. 
CHEVROLET 


CHRYSLER—’49 Windsor 4-dr., $295*, 
DODGE—’55 Custom Royal 4-dr., 


FORD—’54 Crest (8) 2-dr., -—" 


KAISER—’51 Special 4-dr., $165. 
MEROURY—’54 Custom 4-dr., oft 10*. i. 


2-dr., $1,150; 4-dr., $940, “61 club comm coupe, 
$405. 49 4-dr., $310. 
NASH—’53 Statesman 4-dr., $985, $905 
OLDSMOBILE—'53 (98) Holiday, $1,745 
(ps), $1,525° (ps); (88) Super 
$1,430°. "52 (98) Holiday, $1,200 Bi 


PACKARD—’52 4-dr., $855*. 
PLYMOUTH — ’53 Cranbrook club 


PONTIAC—'53 Chieftain (8) lor 


STUD 


Tuesday. Prices are for sale of March 


out of 121 eee 
BUICK—’53 Supe 


CADILLAC—’ 52 (62) 4-dr., $1,680°, 
CHEVROLET — '55 


CHRYSLER — '52 


DODGE—’53 Coronet station 


HUDSON—’51 Hornet 2-dr., dogo." 50 4-dr., 
$375; 2-dr., 
KAISER—’ 


NASH—'53 


$1,230°. ’47 (78) 4-dr., $150*. 
PACKARD—’48 4-dr., $110. 
PLYMOUTH—’53 Cranbrook 2-dr., 


PONTIAC—’53 Chieftain (8) Catalina, $i 


$245*. a 
STUDEBAKER—’53 Champion 2-dr., 
’61 Commander Land Cruiser, $135*. 


MISCELLANEOUS—’51 Frazer Vi 


Tuesday and Friday. Prices are for 
of March 15-18.) 
BUICK—’53 Super ooo iim 


$2380. 
CADILLAC—’54 (62) coupe, $3,600* (ps): 

’52 (60) Special sedan, $1,770*. 
CHEVRO) 


$125. : 
CHRYSLER—'47 Windsor sedan, 10. 
DODGE—’52 Corenet club coupe, 

































































800* (ps). '53 (88) Super 4-dr., 
Deluxe 4-dr., $1,060, °50 


(88) 





Chieftain (8) station 
on, $2,725°. '53 Chieftain (8) 4-<dr,, 
000*; ‘sedan, $985*. °62 Chieftain 
4-dr., $720°, 


JENISON, MICH. 


(Grand Rapids Auctions, Inc, Sale 
Prices 


— '55 Two-ten (8) 
wagon, $1,995; Bel Air (8) 4-dr., 
’53 Two-ten 4-dr., $935, $880; 
$915; One-fifty 4-dr., $785. °52 SL 
2-dr., $610*; SL ‘Special 2-dr., 
$520. °51 SL Deluxe 2-dr., $550*; 
Special 4-dr., $280. '49 SL Special 4-dr,, 
$175. °46 SM 4-dr., $155. 


$2,355¢, 


52 Meadowbrook fede 


’53 Meadowbrook 2-dr. $790; 
4-dr., $780*. 


305; %-ton pickup, $850. ‘53 Crest 
2-dr., $1,010*, $1,000. '52 coum (8) 
toria, $875*; Custom (8) Country sedan, 
940; Custom (6) 4-dr., $635. '51 Cus 
tom (6) 2-dr., . '5O Custom (6) & 
dr., $275, $265, $235; Deluxe (8) 4-dr,, 
$205. °49 Deluxe (8) 2-dr., $115. 


Monterey Sport coupe, $1,405 


(88) 4-dr., $725*. ’50 (98) 2-dr., 


$780; 4-dr., $715, $705, $645, $540, 

Special Deluxe 4-dr., $240. 

390*; Chieftain (6) 2-dr., $1,035, 3s, 

Chieftain (8) 4-dr., $870*. °50 Silver 

rabenalen f ncoio e 
— °5O Champion 

; 4-dr., $250, $220. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale 
(Market strong, Prices up. Sold 91 3 


Riviera, $1,280*; 
cial 2-dr., $1, 055°, "52 RM Riviera. 
$895*. ’5i Super conv., $725*. '50 


Two-ten (8) 
wagon, $1,875; 2-dr., $1,710*. '54 
ten 4-dr., $1, 285°, 53 Bel Air 4-dr., 


$505. °50 SL Deluxe 2-dr, 
’ 49 SL Deluxe 4-dr., $225, $185, 

Saratoga club 
— ; (ps). ’51 Imperial Hard Top, $300 
ps). 


, $1,055° (bs) "51 

tom (8) 2-dr., “geen, $365*; , 416. 

$330. 

52 Deluxe 4-dr., mera ten 

‘Y—'53 Monterey Hard zon, 

$1,275; 4-dr., ex 200°, $1, 
Statesman 4 -» $965. '49 Am 


2-dr., $120, 
—°52 (88) Super Holiday, 


410°, 


’562 Cranbrook 2-dr., 
Deluxe 2-dr., 


$500. °49 


cade 4-dr., $1,325°; Chieftain a 


Commander coupe, $150. °49 
coupe, $125. = 


$250. 
$110. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sales 


‘46 International %-ton 











300°. °51 RM 
Riviera, $775; sedan, 
Special sedan, $300*. 





8 


"49 SD super : a 















ILET—’55 Two-ten (8) sedan, 
’53 Two-ten sedan, $1,085. °52 
SL Special 





645°. 











. 50 SL 












FL 
$145. '46 FM sedan, 

















$1, er Main (8) Ranch Wagon, 943% 
53 Main (8) Ranch Wagon, +1. 

















station wagon, $230. 
IN—’51 Commodore (8) 2-dr., 

’50 Pacemaker 4-dr., $180. ’ 
(Continued on Page 53, Col. 1) ~ 
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(Continued from Page 52) 


SER—’52 Special sedan, $540. '51 Spe- 
cial sedan, $300. 

MERCURY—’54 Monterey station wagon, 
$2,200* (ps). ’51 sedan, $600; club coupe, 
$605, $505, $410. '49 club coupe, $390*. 

NASH —’52 Rambler Hard Top, $615*. '51 


- ambassador sedan, $305%, ’49 Ambassa- 
_ dor sedan, $145. 


OLDSMOBILE — ’53 (88) sedan, $1,095*. 
"51 (88) Super sedan, $865*. ‘50 (88) 


sedan, $485. ‘49 (98) club coupe, $425°*; | 


sedan, $400*, $250*; conv., $390°. 


"PACKARD — '52 sedan, $725°. "50 sedan, 


$205, $195. 
OUTH—’ 54 Plaza station wagon, $1,- 
rs ’53 Cambridge sedan, $700; Cran- 
prook Belvedere, $1,035. '51 Cambridge 
sedan, $430; Cranbrook sedan, $410. *50 
Special Deluxe sedan, $500. °49 Special 
Deluxe club coupe, $395; sedan, $295; 
station wagon, $130, °48 Special Deluxe 
elub coupe, $200. 
poNTIAC—’'55 Chieftain (8) sedan, $2,- 
175*. °53 Chieftain (8) station wagon, 
$1,400°. ’51 Silver Streak (8) sedan, 
$640*. '50 Silver Streak (8) sedan, $440; 
Silver Streak (6) sedan, $350, $305*. '49 
Silver Streak (8) sedan, $240*. ’48 Tor- 
pedo (8) sedan, $195. 
EBAKER—’47 Champion sedan, $100; 
%-ton pickup, $180. 
WILLYS—’51 (4) station wagon, $305. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 


March 17.) 

¢ holding good with retail im- 
proving on new autos, Sold 182 cars out 
of 277 offerings.) 

—°’55 Century 2-dr., $2,815*. '54 
Super 2-dr., $2,125*; Century 4-dr., $1,- 
905°, °53 Super 2-dr., 2 at $1,480*; $1,- 
475*, $1,420*, $1,350", $1,290*, $1,270; 
Special 4-dr., $1,120*. ‘52 Super 4-dr., 
$820*; Special 2-dr., $685. 51 RM 4-dr., 
$670*, $650*. 

ILLAC—'53 (62) 4-dr., $2,270* (ps). 
on (62) 4-dr., $1,770* (ps). ‘51 (62) 
coupe, $1,510*; 4-dr., $1,380%, $1,300*; 
(60) Special 4-dr., $1,460*. "60 (62) 4- 
dr., $1,205*, $980*. 
LET—’55 Bel Air (8) 4-dr., $1,- 
985%; One-fifty 4-dr., $1,650. '54 Two-ten 
4-dr., $1,045; One-fifty 2-dr., $850. °53 
Bel Air conv., $1,350* (ps); Sport coupe, 
$1,240°; 4-dr., agg Ae ey $945°; 
Two-ten Handyman, ,180. 
luxe 4-dr., $595, $570, $480°. ’51 SL De- 
luxe Bel Air, $635*. '50 SL Deluxe conv., 
$470*; 4-dr., $460°. 
WSLER—’54 NY 4-dr., $1,970*° (ps). 
on Imperial 4-dr., $790* (ps). "51 Wind- 





Obituaries 


Harold William Walker 


EAST POINT, GA.. — Harold William 
Walker, 54, manager of the Ford Motor 
Co, parts depot here, was killed March 6 
in an auto accident. 

. * * 


Charles E. Baden 


BALTIMORE. — Charlies E. Baden, re- 
tired auto dealer in Anne Arundel] County, 


is dead. 
S.-i oe 


Frederick E. Baxter 


PORTLAND, Ore.—Frederick E. Baxter, 
46, Dodge regional manager, died March 
13, Before joining Dodge in 1949, he was a 
field representative and then truck sales 
manager for a dealership in Boise, Id. He 
became regional manager in 1953. 

* * + 


Joseph C. Walker 
BRIDGETON, N. J.—Joseph C. Walker, 
55, owner of Walker Mercury, Inc., died 
March 12. Mr. Walker founded the firm in 
1952. He previously was general manager 
of Yonkers Ford, Yonkers, N. Y. 
* s * 


James A. Sykes 
JAMESTOWN, N. Y.—James A. Sykes, 
72, died March 16. He opened the J. A. 
Sykes Chrysler-Plymouth firm here in 1950. 
At one time he was vice-president of 
Packard’s New York City branch, and he 
later held the same position with Peerless. 
Subsequently he was made zone manager 
for Graham-Paige at Syracuse. Later he 
general manager of a Chrysler deal- 
ership in Syracuse. In 1945 he moved to 
r as general manager of Seneca 

Motors Inc. (DeSoto-Plymouth). 

a ee 


Lindsay C. Roy 
NIAGARA FALLS, N. Y. — Lindsay C. 
Roy, 59, vice-president of Kellogg Motor 
Sales Corp. (Chevrolet), died March 16. He 
entered the auto business here 39 years ago. 
e e's 


J. H. Haynes 
LEESBURG, Fla.—J. H. (Toby) Haynes, 
55, founder of Haynes - Polk (Chrysler- 
th), died March 14 at his home 
an illnees of several months. He had 
engaged in the automobile business 
here since 1934. 


* * * 


Russell Sutter 


DELPHI, Ind.—Russell Sutter, 57, who 
with his son, John, operated Sutter & Son 
Sales Co. (Dodge-Plymouth), died March 
14 after a heart attack. 

* * ® 


Harold D. Watson 


WILLIAMSTON, Mich.—Harold D. Wat- 
Son, 50, fromer Williamston resident and 
tecently an Oldsmobile dealer in Fond du 
Lae, Wis., died March 11. 


- s  £--5 


Louis A. Augustus 
« QUISVILLE.— Louis A, Augustus, 59, 
Veteran trailer and truck equipment deal- 
March 22 at his office. Mr. 
also bred race horses at his farm 


tome, Sunny Acres. 


sor club coupe, $525*. °50 Windsor 4-dr., 

$565*; Newport, $515*. '48 Windsor 4- 
dr., $105", 

DeSOTO—'53 Fire Dome (8) club coupe, 
$1,070*, '52 Deluxe (6) 4-dr., $500*. '51 
Custom 4-dr., $475*. 

DODGE — ’53 Meadowbrook 4-dr., $800°*. 
*50 Meadowbrook 4-dr., $455°; Wayfarer 
2-dr., $190. ‘49 Coronet club coupe, 
$275*; 4-dr., $150*. 

FORD—’55 Fairlane (8) Victoria, $2,205*. 
’64 Custom (8) Country sedan, $1,750; 
Main (8) Ranch Wagon, $1,455; Main 
(6) 2-dr., $1,060. °53 Crest (8) Victoria, 
$1,385*, $1,015; Custom (8) 2-dr., $845; 
4-dr., $880. "52 Crest (8) Country Squire, 
$975; conv., $930%; Custom (8) 2-dr., 
$740; Main (8) 4-dr., $665. 

KAISER—’51 4-dr., $270. 

LINCOLN—’54 Capri coupe, $2,485* (ps). 
*53 Capri coupe, $1,650* (ps). '47 club 
coupe, $100. 

MERCURY—’55 Monterey Sport coupe, $2,- 
445°. '54 Monterey coupe, $1,780*. '53 
Monterey coupe, $1,415*; 4-dr., $1,380*; 
Custom 4-dr., $1.280*, $1,060*; Sport 
coupe, $1,275, $1,025*. ’52 Monterey 4-dr., 
$860*, $800*. 

NASH—’53 Statesman 4-dr., $945*, $845. 
‘51 Ambassador 4-dr., $355; Rambler 
conv., $320. 

OLDSMOBILE — '55 (88) Super Holiday, 
$2,950* (ps); 4-dr., $2,420* (ps). °54 
(98) Holiday, $2,700* (ps), $2,590* (ps); 
4-dr., $2,405* (ps). °53 (98) conv., $1,- 
505*; 4-dr., $1,480* (ps); (88) Super 
Holiday, $1,500* (ps); 4-dr., $1,460* 


(ps). 
PACKARD—’52 Clipper 4-dr., $660*. ’51 
Mayfair 2-dr., $620*; Clipper 4-dr., $465*. 


110 Parts Plants Face 
Contract Talks in °55 


By Joseph M. Callahan 
Staff Writer 

Witt the eyes of the automo- 

tive world are focused on the 
opening of the CIO Auto Workers’ 
contract at GM and 
Ford, few realize 
that contracts at 110 
automotive parts 
Plants also expire 
this year. 

These small, but 
vital firms are members of the Au- 
tomotive Parts Manufacturers 
Assn., an organization of more than 
300 parts suppliers, almost any one 
of which is capable of single-hand- 
edly closing down one of the car- 
making giants. 


President Walter Reuther and 
other UAW international officers 
have said little about the de- 
mands to be made on the parts 
makers, but spokesmen for the 
locals have made it clear that 
they expect to follow the con- 
tract pattern to be established 
by the Big Three negotiations, as 
they have in the past. 

A recent APMA survey of 178 au- 
tomotive parts plants, employing 
172,725 hourly and 24,327 salaried 
workers, showed that the majority 
had pension plans, escalator 
clauses, improvement factors, paid 
vacations, wage scales, call-in pay, 
hospitalization insurance and health 
and welfare benefits that were very 
similar to the Big Three provisions. 

x of * 

as at a few parts plants are 

already under way and more 
are slated to begin within a few 
weeks. However, most of these ne- 
gotiations will be mere “conversa- 
tions” until a formula is estab- 
lished by either GM or Ford. 


The parts makers maintain that 
deviation from the Big Three pat- 
tern will be necessary this year 
because of their greatly reduced 
earnings and because of the cur- 
rent trend for the auto makers 
to make more of their own parts. 

Incidentally, one of the primary 
results of the guaranteed annual 
wage would be the intensification 
of this trend. The auto makers 
would be making more of their 
own parts in order to keep their 
“numerically frozen” work force 
busy at times when auto assembly 
was down. 


LABOR 
FRONT 


* * * 


ee RISING, general man- 
ager of the APMA and the most 
outspoken critic of the GAW, said 
recently, “In the automobile indus- 
try everyone feels that the smaller 
companies will be expected to wait 
patiently for the union to hammer 
General Motors and Ford and then 
accept the pattern which is estab- 
lished. 

“That has been the way things 
have gone in other years but I do 
not believe you can safely predict 


| 


PLYMOUTH—'55 Savoy (8) 4-dr., $1,815*. 
*53 Cambridge 4-dr., $665. '52 Cranbrook | cars out of 121 offerings. 


4-dr., $530, $400; Cambridge 4-dr. $400. FLINT \ 
Detag Fae. Want ies Wea lal) Filnt Auto Auction, Inc. Sale every Wed- 
PO 155. Star Chief (8) 4-dr., $1,- nesday (March 16). Market up from $50 


NTIAC— 

985° (ps). 'S4 Star Chief (8) 2-dr., $1,- | *° $75. Cars scarce. Sold 87 out of 107. 
495*, 53 Star Chief (8) Catalina, $1,360°. MINNEAPOLIS 

°52 Star Chief (8) Catalina, $925*; Chief- Minneapolis Auto Auction. Sale every 
tain (8) 2-dr., §$775*; 4-dr., $750*. 


Wednesday (March 16.) Spring business is 
Silver Streak (8) 4-dr., $455, $260. here with plenty of brisk activity in the 
DEBAKER—'51 Champion 4-dr., $335*. 


ring today. Sold 78 cars out of 124 offerings. 
. Champion 4-dr., $335*; conv., $285; 


2-dr., $200. oO CALIF. 
: * * & ee Avto Sonia Sale eyes Wea- 
— Auctions in Brief — last week although buyers wait pheetieal on 
WINDSOR, VA. 


Blue Grass Auto Auction. Sale every 
Thursday (March 17). A fair sale today 
with 65 cars sold out of 101. Market 


EBENSBURG, PA. 
Ebensburg Auto Auction Co. Sale every 
Thursday (March 17). Prices holding firm 
on clean offerings, Hard-to-get models up 
slightly due to increased demand, Sold 80 
cars out of 98. 


MONTPELIER, O. 
Montpelier Auto Auction Co, Sale every 
Monday (March 14). Weather sunny and 
mild, Bidding good. 


DENVER 
Colorado Auto Auction, Sales every Sun- 
day and Monday (March 13-14). Market 
higher on current models, Demand excel- 
lent for clean, older models, Sold 335 cars. 


NEW YORK CITY 

Skylin Auto Auction, Sale every Tuesday 
(March 15). A good crowd today bid ac- 
tively for good, clean merchandise as the 
market was off slightly on late models. 
Sold 70 cars out of 89 offerings. 

N. PLAINFIELD, N. J. 
Lebanon Auto Auction. Sale every Wed- 


nesday (March 16.) Prices fairly steady 
with puffs getting top dollars and iron 


FOR RATES i ae 


- - Classified 


AUTOMOTIVE 
(Mechanical) 
ENGINEER 


Minimum 5 years’ experience design- 
ing, selecting, specifying and/or super- 
vising operations of construction equip- 
ment such as: crawlers, rubber-tired 
tractors, shovels, cranes, air compres- 
sors, welding machines, pumps, mixers, 
spreaders, fork lifts, etc. 


Must possess thorough knowledge of 
capabilities and construction of this 
equipment to be able to prepare spec- 
ifications, for manufacture, economic 
and engineering analysis for selection 
and guidance for tests and inspection 
of this equipment. For company's 
Equipment Engineering Division located 
in New York City. 


the course of this year. If the 
current full-pay-without-work de- 
mand is forced on the biggest 
companies I expect very deter- 
mined resistance from the smaller 
ones. 


“If the final settlement with the 
biggest companies is something 
which can reasonably be assumed 
by the smaller ones then you could 
look for more or less rapid expan- 
sion of such a formula with re- 
gional and local variations.” 

* * * 


Two Plants Closing 


PANWHILE, a@ commentary or 

the parts industry came from 
Detroit last week where two firms, 
the American Brakeblok division of 
American Brake Shoe Co. and Fed-| (fa volume used car operation. cau 
eral Mogul Corp., announced that| manager experience preferred. A once in 
they were abandoning their Detroit | %,,)etime Rportany tet nomen in the 
plants. Washington, D. C., area. Box 4734, c/o 

American Brakeblok said it was re mn 


Automotive News, 
transferring its Detroit operation | MANAGERIAL POSITION open with sound, 
to Winchester, Va., “for better utili- 


zation of tools” through consolida- 
tion of the operations of both 
plants. The plant made friction ma- 
terials for cars, buses and planes. 
A Federal Mogul official said 
the Dteroit plant was closing 
June 30 because the company 
was “faced with a diminishing 
demand for its products.” The 
plant manufactured bearings and 
bushings for autos and aircraft. 
Sharp criticism of Federal Mo- 
gul’s closing came from Norman 
Matthews, a UAW regional direc- 
tor, who declared, “There are many 
indications that 460 workers at the 
Federal Mogul Corp. plant in De- 
troit are about to be the victims of 
a cruel, inhuman effort on the part 
of some sections of management to 

sabotage the plant.” 
_ = ? * 


AMC Talks to Start 


LAst week it was announced that 
the CIO Auto Workers would 
begin exploratory talks in Detroit 
with American Motors Corp. on 
Apr. 13. These talks may reveal the 
extent to which the UAW will push 
its demand for the guaranteed an- 
nual wage among the smaller auto - 


makers. COMPLETE PROTECTION GIVEN 


A contract covering 18,000 
UAW workers at American Mo- AUTOMOTIVE NEWS' READERS 
Automotive News will not divulge the 


tors’ plant at Kenosha and Mil- 

waukee expires May 31. Other name of any classified advertiser using a 
contracts covering 4,200 employes || box number. For our readers who wish to 
at the Kelvinator plants in De- protect their identity when answering box 
number ads, we suggest you send your 


troit and Grand Rapids also 
expire at this time. A UAW- || repties direct to Classified Manager, Auto- 
Hudson agreement runs out motive News, Enclose a note listing the 
Oct. 1 concerns which you would not want your 

Edward L. Cushman, AMC indus- |] tetter to reach. Your reply will be de- 
trial relations director, said actual || streyed if the advertiser is one you have 
negotiations on the new contract/] mentioned; otherwise it will be forwarded 
covering the Wisconsin plants will!] immediately to-the advertiser. 


start May 1. 


Write giving full particulars regarding 
personal history and work experience. 
Please include telephone number. 


Recruiting Supervisor, Box 42 


ARABIAN AMERICAN 
OIL COMPANY 


505 Park Avenue 
New York 22, New York 


AUTO SALES MANAGER and assistant to 
owner. Capable of assuming full 


tstanding Jong 
earning potential to man who can qual 
ify. Prefer California resident. Box 4729, 
c/o Automotive News, Detroit 26. 


GENERAL 
MANAGER 


1 am looking for a man to take full 
charge of my DeSOTO-PLYMOUTH agency 
which is located near N.Y.C. We have a 
fairly decent sized dealership but due to 
diversified interests, | am looking for a 
take charge guy. | want a man who is 
honest and morally sound. One who is 
capable of hiring, training, directing and 
supervising salesmen. Must be thoroughly 
experienced with a proven record of abil- 
ity. To such a man, | will pay a generous 
salary plus fifty percent (50%) of profits. 
Earnings should average over $25,000 per 
year. If you think you are this man then 
write Box 4752, c/o Automotive News, De- 
troit 26, stating your qualifications. All 
applicants will be thoroughly investigated 
so please do not answer this advertise- 
ment unless you are fully capable. Would 
prefer man between the ages of thirty to 
forty-five years old. 


somewhat off. Activi' e brisk. Sold 87 | clean cars. 
eg percent of offerings this 


every Friday (March 11.) Market 
Sold 156 cars out of 235 offerings. 



























































Prices holding firm. Sold 60 
week, 


DANVILLE, VA. 
Danville Auto Auction. Sale every Wed- 


nesday (March 16.) Very exceptional sale 
with demand very high. Sold 
of 86 offerings. 


63 cars out 


DYER, IND. 
Auto Auction. Sale 


Dyer every Friday 
(March 11.) Sold 218 cars out of 296 of- 
ferings. 


MANHEIM, PA. 
Manheim Auto Sales & Auction, Inc. Sale 
good. 


Want Ads - - 


SEE 


WANTED IMMEDIATELY 


Unlimited opportunity for the right men 
with a Division of one of the big 3 Auto- 
mobile Manufacturers. 
sound mechanical background, are a per- 
suasive salesman, 
getting along with people, and can show 


lf you have a 
have an ability for 


managerial ability, you're the man we 


want to see. 


SALARY ... EXCELLENT. 
SECURITY . . . THE BEST 
Write today and give us a resume of your 


experience and background. Director of 
Service, P.O. Box 1628, Detroit 31, Mich. 
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2. ae directing. 


presently employed. Must be able to 
excellent references. Apply 





and sold internationally. Expansion program 
Provides immediate openings over. the entire 
U. S., Canada and Alaska. 





good job. northwest, 
a 4733, c/e Automotive News, Detroit 


AUTOMOTIVE ACCOUNTANT, A real op- 
portunity for auditor 


. CC. $500 per month to 
start. Write full particulars. 
c/o Automotive News, Detroit 26. 





OFFICE MANAGER, controller, 30, mar- 
ried, family man, desires position with 
volume dealer. Five years’ experience 
with automobile dealers as business and 
credit manager, Can accept responsibility, 
hard worker, excellent character, depend- 
able, healthy. Arrange personal interview 
at your convenience, If accepted for pogi- 


Fey eee 


act as 


ee Te 


had eee Poh oh 


os 





POSITION WANTED 


WE HAVE AN UNHAPPY man as a client. 


He left the automobile business after he 
was a top level factory executive; retail 
mechanic, salesman, salesmanager and 
dealer, He is a seasoned, well balanced 
administrator, adequately versed in all 
phases of dealer operations, He 
fighter for dealer rights and equities, 
which we believe could be used by a 
dealer group or association, He is an 
excellent public speaker and a diligent 


worker. We believe that he would come | 


back to the business if he were chal- 
lenged with a dealer association man- 
ager’s job. More details on request. Box 
4739, c/o Automotive News, Detroit 26. 


MAN FRIDAY AVAILABLE —_ 15th. 
substantial dealer- 


operator with productive and promtabte 
background. and post-war retail. 
men. 


Box 4731, c/o Automotivve News, De- 
troit 26. 


SALES MANAGER, Thoroughly trained in 


largest dealers in Chicago handling Mer- 
cury and Pontiac. College graduate, 
young, aggressive, experienced in sales, 
sales management, closing, training, fi- 
nance, wholesaling, and Desires 
position in an eastern state. Box 4724, 
c/o Automotive News, Detroit 26. 


saint tibial iainfitiiiprinctanesinsititsthcistanitapemetmnee 
SERVICE MANAGER AVAILABLE; large 
volume operation experience. Thoroughly 
competent all fundamentals. Personnel 
training. Owners, unit satisfaction, good 
will, organization builder. 100% manage- 
ment detail. Will relocate proper opening. 
Box 4738, c/o Automotive News, Detroit 


- 


PE 
GENERAL OR SALES MANAGER, Can 
train salesmen and form top notch sales 
organization, Have used car know how 
and how to recondition to make money. 
New York City or New Jersey preferred. 
Box 4740, c/o Automotive News, Detroit 


26. 





For Quick Results 
Use Automotive News 
WANT ADS 
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CLASSIFIED WANT ADS 


Pete a he 


", AOh at 


aT 


TEN DAYS IN 


POSITION WANTED 


OUTSTANDING SALES 
EXECUTIVE 
AUTOS and TRUCKS 


Seven years of advancing responsibilities 
in the planning, promoting, merchandising 
and selling of trucks and cars to dealers 
and consumers for major manufacturer 
and major dealership. Results obtained 
have proven this man to be outstanding 
in this field. His business sense and per- 
sonal characteristics are of the highest 
calibre. Age 33, seeks added responsi- 
bilities. 

Write for resume to Box 4749, c/o Auto- 
motive News, Detroit 26. 








SERVICE MANAGER—20 years’ Chrysler, 
Ford, Lincoln dealers, Thoroughly experi- 
enced in customer relations, handling 
shop personnel and all phases of service, 
Good mechanical background, Box 4737, 
c/o Automotive News, Detroit 26. 


PARTS MANAGER—Chevrolet, G.M. Mich- 

resident. Hight years’ metropolitan 

dealer experience. If you can use 

ive manager who thorou 

phases of the parts busi- 

ness, please reply to Box 4686, c/o Au- 
tomotive News, Detroit 26. 


POSITION WANTED 


sold out, interested in good position with 
aggressive manufacturer. I am 30 years 
old, three years college, commercial mul- 
ti-engine pilots rating, What do you have 
to offer? Box 4736, c/o Automotive News, 
Detroit 26. 


MR. FORD OR CHEVROLET dealer! Are 


you interested in a general manager? 
Eight years’ experience in Hull-Dobbs 
operation. Know all phases of the «per- 
ation, married. B.S., L.L.B. and J.D. 
college degrees. Will operate your deal 
on salary plus percentage or will buy 
your deal. Will guarantee results. Box 
4721, c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


FOR SALE. One of top deals in the United 
States, now handling Packard. Making a 
substantial profit now, have never had a 
red year. You buy only the current parts 
at less than dealer’s cost—you get obso- 
lete parts FREE. A very favorable lease 
can be had if wanted in the very heart 
of Automobile Row — no better location 
in Miami, Reason for selling, owner is 
desirous of getting larger deal, Contact 
E. O. Clifton, owner Packard Miami 
Co., 1700 N. E. Second Ave., Miami, Fia. 
Telephone 82-5512. 





, | DEALERSHIP, now handling Ford, Sold 


116 units and $450,000 in 1954. Twelve 
miles from city of 50,000. Due to serious 
illness of husband, will sacrifice for quick 
sale. Salem Motors, West Salem, Wis. 








LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column— 
Maximum: 5 inches on 2 columns—Contact WANT AD 


DEPT., Automotive News, Detroit 26, Mich. 





EAST NORTH CENTRAL 








COOPERSVILLE 
AUTO AUCTION 
Every Tuesday Night 

8 Years Oid 


14 Miles West of Grand Rapids, Mich. 
on US-16 











GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half oe west of Grandville 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 PM. Sharp—Deaslers Only 
Auctioneer: Col, W. E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





WEST NORTH CENTRAL 


MASON CITY, 


IOWA 


Home of 
CENTRAL STATES AUTO AUCTION 
Harry Gelt—Owner 
— Every Wednesday at Noon — 


GATEWAY TO THE WESTERN MARKET 
facilities available at all hours. 


THE MIDWEST'S FINEST SALE 


Phone 1182—1183 


Mason City, lowa 


“FIDELITY INSURED CHECKS” 





PACIFIO STATES 


Dun and 


California High Prices for Used Cars: 


Provides Extra Profit for Wholesalers Selling Cars 
through the 


SACRAMENTO AUTO AUCTION 
4304 W. CAPITOL AVE., WEST SACRAMENTO, CALIF. 


Established 4 Years — Financially Dependable 
References: Bank of America, Main Branch, Sacramento 




































Bradstreet 


SALES DAY — EVERY THURSDAY 


TWO Large Buildings store 75 cars under cover—over 7 acres. 
Wire—Write—or Telephone Hudson 1-4076 for information. 


James Loupe and Wes Grosz—Owners 






EAST NORTH CENTRAL 





WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 


EVERY MONDAY AND THURSDAY 
AT 12:30 P.M. 


Michigan's Fastest Growing 
Auctions 

Sam Giordano, Auctioneer 
KE. 1-9694 





MIDDLE ATLANTIC 


NEW YORK CITY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks ore insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David 8. 
John W. Becker 


AUTO AUCTION 


TIM ANSPACH 
"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., inc 





Crossroads 

... where they meet .. . buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . arid on the 
pages of Aufomotive News. 

You will reach both groups through 
an ad in Automotive News. 














DEALERSHIPS AVAILABLE 


EX-DEALER (CHRYSLER-Plymouth), just | DEALERSHIP HANDLING Studebaker in 


suburban Los Angeles, Same ownership 
and location over 15 years. Excellent 
profit picture past, present and future. 
Large used car businers in connection, 
service department pays 60% of over- 
head, Long term lease available on new 
building and used car lot. You buy only 
parts, furniture and fixtures. This is a 
real deal that will make money both on 
new Studebaker sales and buying and 
selling high grade used cars. Owner re- 
tiring. Box 4742, c/o Automotive News, 
Detroit 26. 


DEALERSHIP a FORD. 100 


twenty years. Will sell building and con- 
crete used car lot, which is connected. 
Fully equipped. Want to retire. Box 4726, 
c/o Automotive News, Detroit 26. 


GOLDEN OPPORTUNITY. Old established 


dealership available, handling Lincoin- 
Mercury, in southern town near Jackson, 
Mississippi—ideal site for a good way oi 
life. Small irvestment necessary for ex- 
Pperienced automobile man—will partially 
finance. Excellent physical facilities in- 
cluding covered used car lot. Reason for 
selling—death of owner-dealer. Box 4713, 
c/o Automotive News, Detroit 26. 


cect Nn, itncininsc 
HANDLING TWO OF THE BEST—Olds- 


mobile and Massey-Harris. Town of ten 
thousand in heart of southern [Illinois oll 
field. Quarter million volume last year. 
No children to provide for. Splendid op- 
portunity for : oer man. Factory ap- 
proval requi Box 4715, c/o Automo- 
tive News. Detroit 26. 


DEALERSHIP HANDLING Dodge-Plym- 
outh in midwest. 1200 car ot eg 
Leased building, moderate rent. Will sell 
for inventory plus depreciated value of 
equipment. Will finance deal, Box 4744, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING DeSoto-Plym- 
outh in New York state. County seat, 
rural community. Total sales last year— 
$240,000. Sold 78 new cars. Good lease. 
$17,000 buys everything except used cars 
and receivables. Factory approval neces- 


sary. Box 4745, c/o Automotive News, 
Detroit 26. 
DEA. HANDLING Buick-6ldsmo- 


LERSHIP 

bile. + huge Sted bing 1940—prosperous 
Georgia town. ide trading area. Ap- 
proximately 150-200 new cars per year. 
December, January, February new car 
deliveries were 48. Present owner has 
other business interest. Reply Box 4743, 
c/o Automotive News, Detroit 26, 


plete setup. No military objective, 
4746, c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE handling 
Dodge-Plymouth. 250 Modern 
facilities heart East Texas oil field, Ex- 
cellent service on major U, 8, highway. 
oo c/o Automotive News, Detroit 


caer Dodge-Plymouth 
in Iiinois. city 15,000. 
Potential 120 to 176 units. Inventory 


busy highway. Lease building. Excellent 
opportunity for the right man, Factory 
approval required. Box 4756, c/o Auto- 
motive News, Detroit 26. 


HELP WANTED 


SPEECH 






WRI 








and an engin 


Single dealer town, 125,00 o} 


trading area. 


Over one-half block in down. 


The engineering division of a major Detroit auto- 
mobile manufacturer needs a s 
man we seek is a dynamic individual capable of 
identifying and associating himself with top en- 
gineering management and effectively expressing 
their emotions and philosophies. He need not be 
an engineer, but should possess a broad education = 

— sensitivity and interest. 
Public calaaiae and/or journalistic experience 
desirable. Address inquiries to Box 4755, c/o 
Automotive News, Detroit 26. 











Dealership Handling 
PONTIAC 
CALIFORNIA 











population plus much larger} 









NO FRINGE DEALERS 


Purchaser must be able to} 
qualify for factory approval, | 
Neither my zone office or any 
of my personnel know that | 
am considering selling. 











town area. Four entrances on 
three streets. 180 by 380 feet, } 
Corner, lots of parking area, 
16,000 square foot modern 
building, six closed offices, 
Heated shop, air - conditioned} 
office. Over 50 new car allof. 
ment for March. 


Large, used car lot both flood 
and string lighted. Approxi- 
mately 70% shop absorption, 
$10,000 customer labor months! 
ly. $4,000 internal labor 
monthly. $10,000 parts sales, 
Over 80 bin parts departme 
DeVilbiss spray booth. 4-5 hip. 
compressors. 13 hoists. Three! 
Sun analyzers, etc. 


$75,000 cash will handle ag) 
building and all assets are 
free of any liens’ or encum 
brances. Owner will be easy to} 
deal with on balance. We 
prefer to lease building 
twenty years. 
































Same management and 
chise for over ten years. Exe 
tional customer loyalty. A 
operated on a_ conservative! 
basis. No razzle dazzle, cart 
val type of reputation in 
munity, also pleasant fact 
relations. 


ME os.) oe 


Owner will sell or keep 
counts receivable and 
cars. Approximately 52 
ployes could be retained if ¢ 
sired. Any reply will be held in 
strictest confidence and 
swered promptly. 


Box 4753, c/o Automolivé 
News, Detroit 26. 
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PARTS FOR SALE 


AVAILABLE two| 
Ss one of the big two. ms! EHEVROLET PARTS CATALOG || R.A.V.P. MEANS THE 















down, All departments, retail 
jation, 300 ‘unit Service ab- INTERCHANGEABILITY— R.A. VALUE PLAN Our New Model business. Box 4678, c/o Automotive 
tion above 90 percent for 1954. Com- News, Detzoit 26. 
“gorption above 90 p [Se One PRICES AND DISCOUNTS dc ebabnk hn 
: hae exhaust sys- |All Genuine Chevrolet Grilles, Front End - SHOP EQUIPMENT FOR SALE 
hoist for mechanics.| and Body Parts.......... 40% Discount || * Fords GLAYTON MODEL ©-4i chassis dyna- 
Peautitul used car lot adjacent to show. | Many Other Strict “Dealers only” wholesale LEAD IN SALES... Tacellant condition. $1,960. Rauch Motor 
. Four stelle for conditics Ra wteeees Discounted 50% and More policy. VALUE AND Sales, 535 Main St., Bast Aurora, N. Y. 
cars. Total area pa consider | Examples: apecongst=r Titles. USED DYNAMOMETER, Has flywheel, six 
and Sant aeeeauen, G.E. Sealed Beams - New T rge assortment colors and models os ead uaaeienae wena vo ature 
ventory of parte and equipment.| "E'y (List $1.80)..........75¢ Each ||" always available. PERFORMANCE J} fico icc than one year $1,150 or will 
_mcluded, Profit first two months of 1955; 12 V (List $1.90) 80c Each || 5. All cars excellent condition. Lee 8 wate fee new car. Reaves Motor, Wag- 
. approval must be | Front Fenders: 2 ee Ingured transportation servies avail. Meet I.C.C. Requirements oe oe — 
1 -Cost Y 1 , ANT SELL ONCE — Approxi- 
Fee te ee a tes aiemies mapa ee ee car sent fen SiS . 20 YEARS OF EXPERIBNCE MOTO-MATIC mately $20,000 inventory (approximately 
Address inquiries Box 4702, c/o Automo- eames ae oak 7 10 a = : fi bins complete, like new, Seven metal wall 
ae een Deson Se PLAINLY SHOWS wa THE R.A. COMPANY TOW . GUIDE storage bina” ‘new Best oer over 
- ‘ONLY DEALERSHIP HANDLING Stude- Send Letterhead for Copy la ao bg: ee OD 
 Scecine hee et martha. come BIG CHEVROLET PARTS and anne 
: on, - * “ ” 
fornia and southern Oregon—population DISTRIBUTOR BRAKE-MOBILE Neeek Gertie Seeten, Ino G50 Bast is6th 
of 200,000. oe — in same busi- 4120 IRVING PARK ROAD St., Cleveland, Ohio. KEnmore 1-3375. 
heart of automobile district. $60,000 buys CHICAGO 41, ILL. TOW * PILOT GARAGE, SERVICE STATION and body 
everything but the building — approxi- WE SHIP PROMPTLY ANYWHERE shop equipment for sale. Write for list. 
mately 15,000 square feet. All operations Willard Motors, Greenwood Ave., Jack- 
under one roof including used car lot. with Automatic Brake son, Mich. 


Building erected in 1946 designed for one 


! man operation. For further information 
write J. Orbin Cooksey, Pres., Cooksey BUICK PARTS 
. Motor Co., Inc., 134 8, Riverside, Med- 


Cannot Be Matched ' CAR RECOVERY 








I i elke All Other GM Parts Also ae eased ate At Any Price 
ME eaten, direct, Gull coast ot’ Teses || UWP TO 50% DISCOUNT || “Picase advise model, condition, equip- Write Teday for . 
|] SPREE ES | ere meee etre ee || EE a Ca || Mert ten 

and February. Health makes it necessary r : e Factory Sales Division 
- that I retire, Can purchase building or Largest Buick Parts Dealer in U. $. 


jease. Organized and operating at a 


PILOT DISTRIBUTING 
, TONKIN NEEDS 
gross, 220, car contract, Box 4750, c/0}1 GORDON BUICK 


COMPANY 


















































1 
DUAL FRANCHISE, Tops of the “Bis || 1999 $. Wabash Av. Chicago, Ill. ||. eee : ba en, wit | cere COMER 9. MeICH. 
Parts aidee” ponsantine for. antestiee Phone Wabash 2-1030 nn Se rey See ri ae . Phone WO. 2-5257 All Dept's. 
thousand. New and used car sales over pay $100 over our Portland invoice price a In The lad 
5 ie 2220" oat pananes iets Sevanieey for all new, 1955 Mercurys delivered to Leeder ‘aie, see estry 
" a anes a seeer Fad oe us from franchised dealers. Most models 
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